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A JOYOUS CHRISTMAS AND A PROSPEROUS 
NEW YEAR 

Before another issue of MILL SUPPLIES reaches 
you Christmas will have passed and the old year will 
have given way to 1928, sure to be a lusty voungster 
with powerful potentialities, and wearing a_ halo. 
It is hoped and believed he will prove a Lindbergh 
umong years, and deserve to wear his halo to the 
end. 

If all of you are as happy and prosperous as we 
hope you are and will be, then you certainly are in 
luck, for we like you a lot and hope all your dreams 
will come true. At that, we are well assured thai 
none of us can sit around with idle minds and 
hands and expect Lady Luck to come knocking at 
our door, and insist on conferring benefits on us 
while we are in the grip of Inertia—taking every- 
thing lving down. 

It is agreed that as prosperity has increased in 
this country, so in a general way has competition, 
hut wise men in every line have reached agreements 
that have reasonably muzzled the old time cut- 
throat price cutting that was so destructive. There 
is no doubt this saner competition can be brought 
about without stirring up the department of justice 
in Washington or inviting a kick from the Sherman 
or any other anti-trust law. 

MILL SUPPLIES believes that on the whole its cus- 
tomers and friends have enjoyed a prosperous vear. 


There never was and never will be a year when 
every branch of industry, or every unit in any 
branch, will enjoy equal success. Such a result is 
not possible, because rewards ever will go to the 
clear thinker and hustler. 

The approach of another year naturally sets us all 
to thinking of what can be done to wipe out the 
errors of the past and how best to inaugurate the 
changes and improvements we have thought of or 
that have been suggested to us. If our books are 
in red or profits too small, something is wrong, 
manifestly, and it is up to the boss man to throw 
As Is for a heavy loss. All statistical returns to 
date indicate massed prosperity, this running from 
our exports to road building, building permits, 
revenue freight car loadings and steel mill orders. 
Even the automotive industry is in a healthy con- 
dition, despite the fact that Henry Ford has been 
out of the picture for months. 

This is a day of organized effort. Associations, 
if functioning properly, are doing a splendid work. 
That does not mean that everybody should join 
everything, for sooner or later you will be asked to 
join an organization to present refrigerators to 
all needy Eskimos. It does mean, however, that 
when you find the right crowd, working intelligently 
to improve conditions in your special field, you 
should get behind the work whole-heartedly, and aid 
in making it a real success. 

That reminds us that MILL SUPPLIES is asking 
every supply house in its field to furnish certain 
information, in confidence, in round figures, to the 
end that massed figures may be presented to 
manufacturers to acquaint them with the value of 
the supply house business. 

In no case will individual reports ever be used 
except to figure in totals for the benefit of the dis- 
tributors, and every house is urged to send us the 
report requested. It has never been possible, in the 
past, even with the aid of organizations, to secure 
all the information needed to convince many manu- 
facturers of the error of their ways in selling the 
consumer direct, or at least only half-heartedly 
standing by the supply house. MILL SUPPLIES is 
eager to do its part. If vou are an executive in a 
supply house, it is up to vou to aid in making a 
suecess of this really important movement. 

As stated previously, here’s hoping you will 
spend a joyous Christmas, and enjoy a vear of great 
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prosperity. MILL SUPPLIES has had a prosperous 
year, is deeply appreciative of the confidence and 
business received from manufacturers and dis- 
tributors, and earnestly hopes that after celebrating 
its eighteenth birthday on January 2, 1928, it may 
go on deserving the confidence and support of all 
of you. This is a wonderful country we live in, a 
wonderful period we are functioning in, so let’s 
all get out and prove we have a perfect right to our 


t 


place in the sun. ‘ 





TWO OPTIMISTIC STATEMENTS 

More cause for reasonable optimism is to be found 
in the statements made last month by two great 
business leaders, Alfred P. Sloan, Jr., president of 
the General Motors Corporation, and Charles M. 
Schwab, chairman of the board of the Bethlehem 
Steel Company and president of the American Iron 
and Steel Institute. 

“I look for a substantial increase in all units of 
General Motors during 1928, and feel it will be a big 
year for the motor industry,” said Mr. Sloan, when 
he returned from a trip to Europe. “The present 
backlog of orders awaiting the appearance of the 
new Ford car will come into the market shortly. We 
also are doing a substantial foreign business and 
selling more cars in Germany than in any other for- 
eign country. This condition is promising and | 
can see no recessions in prices.” 

Mr. Schwab urged the need for more stabilized 
prices, while he predicted gradual improvement in 
the steel industry. 

“Conditions will improve, there is nothing basically 
wrong,” he said. “I shall strive to bring about a 
greater spirit of co-operation throughout the steel 
industry, which I hope will result in firmer stabil- 
ization.” 





WHY NOT TRY THIS PLAN? 

If any distributor of mill supplies has failed to 
read the article in the November issue of MILL SuP- 
PLIES by W. D. Whipple, general manager, Wayne 
Belting & Supply Co., he should make it his next 
order of business to do so, for Mr. Whipple has made 
some very constructive suggestions, which are in- 
tended to help the dealer to determine the mark-up 
necessary to obtain a worth while profit. If Mr. 
Whipple’s plan were followed out completely, organ- 
ized effort to gather information from supply houses 
would be involved, but, whether or not that comes, 
the individual distributor might do well to give the 
idea a thorough try in his own business. 

Here’s what he would have to do: First, deter- 
mine what his total operating expenses are for say 
the vear 1927, or for his last fiscal year. Second, 
determine the total amount that should be paid in 
dividends on capital. Third, determine how much 
should be set aside for depreciation and surplus. If 
he will add these three amounts together, he will 
find what his total income for the year should be. 
Next he should determine the total mill supply 
merchandise inventory at the close of the year. The 
percentage relation that the sum of operating ex- 
penses, dividends and the amount set 
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depreciation and surplus bears to inventory shows 
how much income must be produced by each dollar 
invested in merchandise if the proper margin of 
profit is to be obtained. If, for instance, the total 
of operating expenses, dividends and amount set 
aside for surplus, etc., is $100,000, and the inventory 
figure is $75,000, then total income must be four- 
thirds of the merchandise investment, or every dol- 
lar’s worth of merchandise must bring in $1.33 1/3. 

To determine the selling price on individual items, 
it is necessary to first find the rate of turnover on 
each item. This is done by dividing annual pur- 
chases of each item by the annual inventory on it. 
Dividing the annual gross income in percentage 
(133 1.3¢¢ in the above mentioned example) by the 
rate of turnover on an item will give the proper 
selling mark-up in percentage for that item. 

This, of course, would be only one step in remedy- 
ing the evil of small profits, and it would have to be 
accompanied by the co-operation of manufacturers, 
and an absolute stand pat attitude on the part of 
distributors in adhering to the proper prices if the 
best results are to be obtained, but the plan is at 
least worthy of serious consideration by all distribu- 
tors, and should be read in its entirety by them. 

Not only is the use of this plan calculated to aid 
the distributor in determining the proper selling 
prices on various items, but it should give him in- 
formation on the lines that are bringing in good 
profits and those which are drags on his business. 





PUSHING MECHANICS’ TOOL SALES 

“My belief is that a concern should provide means 
whereby a man may purchase tools through the 
company, thus gaining the benefit of the company’s 
discount,” states an individual in a communication 
to a trade magazine. “Private ownership of a set 
of tools is something that should be encouraged by 
every company.” 

This statement serves to recall an article pub- 
lished in MILL SUPPLIES some months ago, in which 
the possibilities of sales of mechanics’ tools by mill 
supply houses were discussed. In that article it 
was suggested that salesmen for supply houses 
night make arrangements with their customers to 
handle sales of mechanics tools to their employes 
through the purchasing department, or obtain per- 
inission to meet employes during the noon-hour and 
sell the tools direct. 

it seems that a splendid field for sales exists 
there, and that supply houses should seek to sell 
customers on the idea of encouraging their employes 
to own a majority of their tools, and to sell the 
employes themselves on the value of private owner- 
ship of the tools with which they work. Advertis- 
ing literature and word of mouth methods could be 
used effectively to build up sales. 

The man sending in the above referred to com- 
munication believes that there are a certain few 
precision tools that should be carried on hand by the 
company, but with other tools he believes the 
mechanic will have pride and confidence in them, 
take especial care of them and check them to see that 
they are right, if they are his own. 
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Mill Supply Council Meeting 
Marked by Progressive Action 


Excellent Co-operation Characterized Session Held in Cincinnati November 


29th—Three Associations to Continue as Heretofore, but with General Secre- 


tariat—-American Association to Incorporate Dealer Distribution Provision 


in Application Blank. and National 


The second regular meeting of the Mill Supply Council, 
held in Cincinnati, Tuesday, November 29th, brought 
distinct, forward action, and was marked by a display 
of the finest possible co-operation between distributors 
and manufacturers in the mill supply field. 

Outstanding among the actions taken at this epoch- 
making meeting were the decision to continue three 
separate organizations as at present, but with a general 
secretariat, and with the council as the clearing house 
and regulatory body; adoption by the American Supply 
and Machinery Manufacturers’ Association of a provision 
in its membership application blank whereby members 
specify that their sales policies recognize the distributor 
as the most efficient and economical method for distrib- 
uting supplies and machinery; approval by The National 
Supply and Machinery Distributors’ Association of a 
plan to discontinue its associate membership and ito 
notify those associate members not now members of 
the American association that their memberships will 
be transferred to the American, with their dues paid 
up to May 31, 1928; and the determination of the council 
to supervise continued energetic campaigns for new mem- 
bers of all three of the associations. 

The next regular meeting of the Mill Supply Council 
will be held in Cincinnati, March 6th, 1928, and develop- 
ment of the programme for the annual triple convention, 
to be held May 15th, 16th and 17th, in Nashville, Tenn., 
will be one of the most important features of that session. 

The Cincinnati meeting was held in the Queen City 
Club, through the courtesy of George Puchta, and the 
club extended full privileges to the members of the 
council. It consisted of business sessions in the morning 
and afternoon and a luncheon at noon. 


GEORGE PUCHTA’S ILLNESS CASTS GLOOM 


A damper was cast over the meeting by the absence 
of George Puchta, president of the Queen City Supply 
Co., Cincinnati, and a member of the Mill Supply Council, 
who had worked hard in preparation for the meeting. 
Mr. Puchta is ill of a combination of erysipelas and 
pneumonia in the Good Samaritan hospital, Cincinnati. 
One of the first actions taken by the council was to draft 
a message of love and sympathy to Mr. Puchta and order 
a sheaf of roses to be sent to him, together with wishes 
for his speedy recovery. News of Mr. Puchta’s illness 
will be received with regret throughout the mill supply 
field. He was one of the founders, a charter member and 
second president of The National Supply and Machinery 
Distributors’ Association and has been constantly active 
in it ever since. He has been one of the staunchest 
advocates of the Mill Supply Council idea. Mr. Puchta 
is also a former mayor of Cincinnati. 

The meeting of the Mill Supply Council was called to 
order by Chairman Edward P. Welles. Ali members of 


to Give Up Associate Memberships 


the council except Mr. Puchta were present. Mr. Welles, 
who is also president of The National Supply and Ma- 
chinery Distributors’ Association, reported that the mem- 
bership of his organization had been increased by 29 
members since the triple convention in June, while Presi- 
dent T. C. Keeling of the Southern Supply and Machinery 
Dealers’ Association reported an increase in membership 
in his organization of eleven. 

The American Supply and Machinery Manufacturers’ 
Association, through its council members, then adopted 
the following wording for its application blank, which 
constitutes an eligibility requirement for membership 
in that association: 

“Being desirous of co-operating with the supply and 
machinery distributors of the country in the organized 
effort which they are making for the betterment of con- 
ditions, we hereto affix our names in application for 
membership. In presenting this application, we go on 
record as stating that our sales policy recognizes that 
the distributor is the most efficient and economical 
method for distributing supplies and machinery.” 

On the back of the application blank is the following 
statement: “Excerpt from Canons of Ethics of the Mill 
Supply Council: Canon 2. The most economic method 
of distributing mill supplies is recognized as manufac- 
turer to distributor to consumer, and only by the reali- 
zation of this vital principle can the industry hope to 
forge ahead to future progress and greater success.” 

AMERICAN TO SUB-DIVIDE MEMBERSHIP BY INDUSTRIES 


The council then authorized the publication of the fol- 
lowing resolution passed by the manufacturers: 

Believing that the logical strengthening of our Associa- 
tion’s serviceability, infiuence and membership must be 
through the industry group as the basis, we approve the sub- 
division of our membership by industries insofar as possible 
for the purpose of better joint co-operation with committees 
of the distributors, and for helpfulness to the individual in- 
dustries in whatever other lawful ways such industries may 
desire. 

The presidents of The National Supply and Machinery 
Distributors’ Association and the American Supply and 
Machinery Manufacturers’ Association were next in- 
structed: (a) To notify all associate members of The 
National Supply and Machinery Distributors’ Association 
not members of the American Supply and Machinery 
Manufacturers’ Association that their membership has 
been transferred to the American Supply and Machinery 
Manufacturers’ Association with dues paid to May 31st, 
1928; (b) to notify all associate members of The Na- 
tional Supply and Machinery Distributors’ Association 
who are also members of the American Supply and 
Machinery Manufacturers’ Association that on May 31st, 
1928, the associate membership division of The National 











Supply and Machinery Distributors’ Association will be 
discontinued. 
NOT TO HAVE SINGLE ASSOCIATION NOW 

The Mill Supply Council authorized publication of the 
following resolution passed by the American Supply and 
Machinery Manufacturers’ Association on the Noronic: 

During the past fiscal year the President of our Associa- 
tion has appointed a committee to confer with similar com- 
mittees of the National and Southern Distributors. This 
committee consisted of President Brisbin and Messrs. Fe 
3rowning, W. F. Wright and J. H. Williams, who attended 
two such joint meetings at Cincinnati. As a result of their 
meetings and separate deliberations it is the unanimous 
recommendation of this Committee, supported by a number 
of members of the Association’s Executive Committee, that 
the interests of the Manufacturer-Distributor co-operation 
will be best fostered by the creation of a United Mill Sup- 
plies’ Association consisting of separate divisions of manu- 
facturers and distributors functioning under a common man- 
agement with equal representation of each constituent group 
or division therein, for the purpose of presenting and acting 
upon each other’s ideas and suggestions in a formal and 
organized way, to the end that such ideas may receive more 
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Member Miil Supply Couneil 
definite and more friendly attention than has heretofore been 
possible under wholly separate, and to some extent opposed, 
organizations. 

Believing that our respective interests are essentially 
mutual rather than opposed, it is our belief that this type of 
organization wil! offer the best and quickest, if not the only, 
satisfactory basis of permanent and substantial co-operative 
improvement by eliminating opportunity for differences over 
relatively immaterial cuestions, and yet affording full organ- 
ized expression of the respective group requirements as to 
the vital matters of trade policy. 

We therefore herewith the fundamental viewpoint 
of our Association and express our readiness to join with the 
several distributor bodies in such an organization whenever 
this viewpoint meets common ground. 

At the Mill Supply Council meeting, the fact was 
brought out that the spirit of this resolution is not at 
present concurred in by the dealer organizations, and 
the manufacturers expressed themselves as being satis- 
fied with an arrangement whereby the present three asso- 
ciations will continue to function, but with a common 
secretariat. 

The dealer associations announced themselves, through 
their council members, as believing in and urging the 
organization of mill supply dealers by territory. 

The results of the Cincinnati meeting are highly im- 
portant. Difficulties that existed prior to the formation 
of the Mill Supply Council have been ironed out, the slate 
is clean and the council is getting set to “do things.” 
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Members of the council, however, wish to again empha- 
size the necessity for patience. It takes time to build 
an organization that will function efticiently. The Mill 
Supply Council is built on a firm foundation, and its 
progress will be steady and forward. 

The Mill Supply Council approved for publication the 
plan of organization and canons of ethics of the council, 
which are as follows: 

Plan of Organization and By-Laws 
PREAMBLE 

Whereas, the American Sup;:!'y and Machinery Manufac- 
turers’ Association, The National Supply and Machinery 
Distributors’ Association and the Southern Supply and 
Machinery Dealers’ Association are all engaged in promoting 
the welfare and prosperity of the mill supply and machinery 
industry, it has been deemed wise and expedient to form 
the Mill Supply Council for the purpose of coordinating the 
activities of the above mentioned associations and in other 
ways work for the establishment of more wholesome condi- 
tions in the industry. 

NAME 

The name of this organization shall be the Mill Supply 
Council. 

OBJECTS 

The objects of this council shall be to create more har- 
monious relations between manufacturers, distributors and 
consumers of mill supplies, to present constructive sugges- 
tions and recommendations to that end, and also for the 
purpose of bettering conditions in the mill supply industry, 
to promote the mill supply business of the nation and place 
it on a more satisfactory basis. 

In carrying out this platform it shall be the duty of the 
council to coordinate when possible the various activities and 
educational work of the different associations represented 
by the council, study the various problems which are of vital 
and mutual interest to the membership of the aforesaid 
associations, foster and conduct appropriate research and 
issue reports or recommendations as the result of such re- 
search and study, disseminate information of interest and 
value to the members of all three associations and in other 
and divers ways encourage more wholesome co-operation 
between the various branches of the industry. 

The council recognizes that the future success, develop- 
ment and prosperity of the mill supply industry is predicated 
on the principle that the most efficient and economic distri- 
bution is from manufacturer to distributor and from distribu- 
tor to consumer and that the best interests of the industry 
as a whole cannot properly be conserved or promoted, nor 
lasting prosperity insured by changing that method which is 
the natural evolution of many years experience. 


MEMBERSHIP 


Membership in this council shall consist of five represen- 
tatives each of the American Supply and Machinery Manu- 
facturers’ Association, The National Supply and Machinery 
Distributors’ Association and the Southern Supply and Ma- 
chinery Dealers’ Association. The five representatives of each 
of the above mentioned associations shall be members in good 
standing and shall be appointed by the president of the 
respective associations to serve from date of appointment to 
the date of the next annual conventions and may be appointed 
from year to year at the discretion of the incoming president 
of each of the said associations. It is recommended that 
members of the council be officers of their respective com- 
panies and that at least two of the five members from each 
association be reappointed the following year to insure a 
membership in the council familiar with the work and policies 
of the organization. 

OFFICERS 


The officers of the council shall consist of a chairman, 
two vice-chairmen and a secretary, who are to serve until 
the next annual meeting. It shall be the duty of the chair- 
man to preside over all meetings and appoint such commit- 
tees as may be necessary to further the work of the council. 
It shall be the duty of the secretary to keep all records of 
the council and perform such other duties as shall be pre- 
scribed from time to time by the council. 


MEETINGS 


The time and place of meetings shall be decided by mem- 
bers of the council. Special meetings may be called at the 
discretion of the chairman or at the request of a majority 
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of the members. Quorum shall consist of three members 
from each association. 
EXPENSES 
The expense incurred by the council in carrying on its 
work shal] be assumed equally by the respective associations. 
VACANCIES 
Any vacancies which may occur in the membership of the 
council shall be filled by appointment by the president of the 
association in whose representation such vacancy occurs. 
AMENDMENTS 


The by-laws of the Mill Supply Council may be amended 
by the vote of two-thirds of all members attending any regu- 
lar or special meeting, provided that notice of such amend- 
ment shall have been forwarded all members at least fifteen 
days prior to the date of the meeting at which the amend- 
ment is to be voted upon. All proposals for amendments 
shall be in writing and shall be filed with the secretary, and 
it shall be the duty of the secretary promptly to send written 
notices to each member of the council. For the adoption of 
any amendment at least three representatives of each asso- 
ciation must be present and vote. 

Canons of Ethics 

These canons are presented in order that the trade may 
have a uniform code of business practices as a criterion by 
which they can govern the conduct of their business, and for 
the purpose of promoting in all branches of the trade mutual 
confidence, good will and friendly business relations, and the 
improvement of conditions in the mill supply industry, the 
attainment of which is the goal of this council and also of 
the associations the council represents. 

1. Successful business is based on confidence and good-will 
developed by integrity, fair dealing and efficient service, and 
the attainment of success depends upon the intelligent co- 
operation of all engaged in the mill supply industry in 
securing an adequate and fair remuneration on capital in- 
vested, effort expended and risks involved. 

2. The most economic method of distributing mill supplies 
is recognized as manufacturer to distributor to consumer 
and only by the realization of this vital principle can the 
industry hope to forge ahead to future progress and greater 
success, 

AGAINST OVER-SELLING AND INFERIOR QUALITY 

53. Since members of the associations represented by the 
Mill Supply Council can enjoy success and prosperity only 
through the prosperity of those with whom they do business, 
we consider it unethical, uneconomic and poor business prac- 
tice to (a) over-sell a customer and thereby compel him to 
carry excess merchandise for which he does not have a ready 
market and for which he cannot make prompt payment; (b) 
offer or deliver goods of inferior quality involving a lowering 
of quality standards. We believe that the prosperity of our 
industry and success of the individual members of the asso- 
ciations represented by the Mill Supply Council are dependent 
upon the constant endeavor of everyone to promote the in- 
terests of their customers in every possible manner. 

1. It is the consensus of the Mill Supply Council that in 
promoting the best interests of our industry the most vital 
factor is hearty co-operation through our associations for 
the benefit of all, keeping within the letter and spirit of the 
laws of the land and conforming to the highest standards of 
business ethics. 

RECOMMENDS CERTAIN PRACTICES 

>». We thoroughly approve and strongly recommend the 
following practices: 

(a) Installation of adequate costs systems. 

(b) Refraining from undue speculation in materials or 
merchandise. 

(c) The adoption of a definite sales policy and strict 
adherence thereto. 

(d) The development of an aggressive sales force trained 
to render service to customers in meeting their 
problems. 

(e) Concentration on well selected and representative 
lines of merchandise which can be sold consistently. 

CERTAIN PRACTICES BRANDED UNFAIR 

6. We consider unethical and unfair, and vigorously oppose 
the following practices: 

(a) Soliciting any order previously placed with a com- 
petitor. 

(b) Returning or allowing to be returned goods delivered 
on bona fide orders unless permission to return has 
first been obtained. 





(c) Cancellation of bona fide orders without first ob- 
taining permission. 

(d) Price cutting to influence business. 

(e) Taking or allowing unearned discounts. 

(f) Demanding or allowing unusual terms or datings. 

(g) Demanding or granting unfair or unjust price 
guarantees. 

(h) Asking for, accepting, or issuing false or padded 
invoices. 


(i) Making, encouraging or repeating false or dispar- 
aging statements regarding any competitor or his 
merchandise or policies. 

(j) Making or allowing deductions for freight, damage 
to merchandise in transit or any other deductions 
or allowances not previously agreed upon. 

(k) Demanding or granting quantity prices on small 
orders. 

(1) Interfering or tampering in any way with or en- 


deavoring to cause dissatisfaction among employes 
of competitors. 

(m) Misrepresenting merchandise in any manner. 

(n) Selling goods at or below cost to embarrass a com- 
petitor. 

(0) Failure to base policies on sound economic princi- 
ples and in conformity with current conditions, 
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which should be the subject of constant, thorough 
analysis. 

(p) Quoting on combinations of merchandise on the 
basis of under-pricing the more competitive lines 
with corresponding over-pricing of the lines where 
competition is less keen. 

(q) Where a manufacturer is not represented in a given 
territory we believe it ethically wrong and economi- 
cally unsound for him to sell consumers direct at 
prices less than he would sell the same goods for if 
sold through a distributor. 

(vr) The use of intermediate trading agencies between 
manufacturer and distributor and between distribu- 
tor and consumer adds an unnecessary burden to the 
cost of merchandise; is therefore uneconomical and 
demoralizing and should be discouraged in the in- 
terest of manufacturer, distributor and consumer. 

(s) Purchase of merchandise by a distributor for ac- 
count of a party not legitimate distributor or con- 
sumer of the merchandise. 

NECESSARY TO MAINTAIN ADEQUATE STOCKS 
7. We consider it essential for everyone to maintain a fair 
buying policy and to maintain such stocks as are necessary 
and adequate to meet the needs of their customers. 

8. We believe it essential that distributors concentrate 
upon their natural territory since that be most economically 
and efficiently served by them. 

9. We oppose as unfair and unsound any suggestion by 
manufacturers of resale prices which do not allow the dis- 
tributor an adequate margin to cover reasonable overhead 

(Continued on page 68) 
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MARCO-GRAM NUMBER TWO 


“QUALITY”, SAYS THE DIC- 
TIONARY, “SIS THAT 
WHICH MAKES A THING 
SUCH AS IT IS—A DISTIN- 


GUISHING CHARACTER- 
ISTIC.” 


Sustained high quality and 
dependable service distinguish 
“MARCO” Belting, Packing, and 
Hose from all other Mechanical 
Rubber Goods. This unfailing 
integrity of product builds good- 

_ will and wins the repeat order. 





Distributeryof the Mechanical Rubber Com paty P 
ling have these important advantdges: 

1. The most complete line of Mechanical Rubber Goods 

manufactured. 

2. Quality standardized and above question. 

34 Aline sold exclusi, -ly.through distributors. 

4. Effective, business-building sales assistance. 

5. A profitable.cost basis. 


Che Mechanical Rubber Co. 


“p CLEVELAND, OHIO 











“We Back*the dehher ’ 














enti oe 








27 





. a 0¢ Olne 
Decemh« r, 1927 RANI Lif * 


ea 
anne ~ 





a 
(7, 
ie 
“2 
| se 
¥ 

= 
= 
‘A 
Jt 





Inventory Methods of Supply Houses 


Final Check-up Usually Preceded by Preliminary Work—Sales 


Efforts Generally Affected, but 


Mill supply houses as a rule devote several days at 
the end of their fiscal year (which, in most cases, is prob- 
ably also the calendar year) to the taking of inventory. 
In a majority of instances the final check-up is preceded 
by certain preliminary work, which begins a few weeks 
ahead. While sales efforts and other business activities 


Little Business Loss Is Suffered 


have already been written up as on hand. Then when 
the entire inventory is taken the amount of goods shipped 
out during inventory time is deducted from the total 
inventory. 

“We have been using this system ever since we have 


been in business, or about 21 years. At no time do we 


are somewhat affected by the final 
inventory work, the period devoted 
to this work usually comes at a time 
of the year when business is gener- 
ally slack (between Christmas and 
New Years), so little loss is experi- 
enced. These are the general con- 
clusions to be drawn from replies to 
letters of inquiry sent out by MILL 
SUPPLIES on the subject of inven- 
tory. 

The Turner Supply Company, Mo 
bile, Ala., is the one company of 
those replying to the inquiry whose 
fiscal year ends at a time other than 
the end of the calendar year, and 
the company does not allow inven- 
tory work to interfere with the reg- 
ular routine of its business, in either 
the operating end or the sales de- 
partment, according to F. I. Spauld- 
ing, vice-president, who has had per- 
sonal charge of inventory since the 
Turner Supply Company has been in 
business. Mr. Spaulding stated that 
he company’s fiscal vear ends March 
Sist, that a complete inventory is 
taken once a vear, at the close of 
the fiscal period, and that this con- 
sumes about ten days time. 


+ 


NO INTERFERENCE WITH REGULAR 
BUSINESS 
“About the twentieth of March we 
start our porters and stock clerks to 
putting the merchandise in good con- 
dition, and keep three or four men 


regularly engaged in the shipping department counting We begin on 
and putting memoranda in each bin 
Mr. Spaulding. “We then start four 


the inventory, one to call out and 


They Are Doing A Service 
The last few days of the vear bring 
for most mill supply houses that 
bugaboo commonly known as inven- 
tory. No matter how accurate a 
check-up is kept on stocks of various 
items throughout the year. most 
houses find it necessary to make a 
final and conclusive inventory in 
order that they may have exact 
figures as to goods on hand when the 
end of the twelve month period ar- 
rives. In the belief that many dis- 
tributors would benefit by the experi- 
ences of other houses in the field in 
handling inventory. “Mill Supplies” 
sent out a number of inqutries as to 
methods used and the effect of in- 
ventory on sales and the regular 
routine of business. ete.. and received 
in return several interesting and valu- 
able statements from supply house 
executives. These statements are re- 
produced practically in their entirety 
in the accompanying article, and dis- 
tributors will find it interesting to 
study the methods employed. “Mill 
Supplies” wishes to express tts ap- 
preciation to the distributors who 
have so willingly contributed to this 
article, They are doing a service to 
the mill supply field as a_ whole 
through co-operation in the dissemt- 
nation of information of this kind. 


or shelf.” wrote 


men writing up same time prepare 
one to write down. 
We start on the slowest moving merchandise. Our 


quantity, number 


find it necessary to get outside help, 
neither do we allow inventory to in- 
terfere with our regular routine of 
business, either in the operating end 
of the business or the sales depart- 
ment. We work a full crew for prob- 
ably four or five nights until about 
10 o’clock, and on the last night un- 
til the figures are all in. 

“We do not have a perpetual in- 
ventory system. We do, however, 
keep a record in the office of the 
stock turnover so that we can gauge 
our purchases. We try to get a 
turnover on a 60 to 90 day basis. 
This, of course, will not work out 
as a whole, but has enabled us to 
reduce our stock very materially, and 
keep tab on slow moving and ob- 
solete merchandise.” 


STARTS PREPARATORY WORK DECEM- 
BER 1ST 


The Rayl Company, Detroit, be- 
gins preparatory work on its inven- 
tory on the first of December, ac- 
cording to B. H. Ackles, manager of 
the supply department and former 
president of The National Supply 
and Machinery Distributors’ Asso- 
ciation. Mr. Ackles stated that, un- 
der the method used by The Ray! 
Company, inventory interferes to a 
very small extent with sales effort 
and daily routine. 
as follows: 


His statement is 


“We take inventory once a year. 


December Ist and go through our entire 
stock, giving it a complete house-cleaning, and at the 


small inventory slips giving the 


and size of each item in our stock. 
sec- If, after the stock 


has been cleaned and counted we 





ond floor is our heaviest floor in shelf goods. and it takes 
about the three last days of the month to take that 
stock. 

“The inventory sheets are turned in to the writer each 
evening. The list prices are put in by office clerks, 
either during the day at their spare time, or at night. 
The cost prices are put in by the purchasing depart- 
ment. After about 300 pages are written up in this 
manner, then the entire office force and as many of 
the other white employes outside of the office as can 
figure are kept at night, extending the inventory sheets 
and double checking them. 

“From the time inventory actually starts until the 
end of the month the shipping department writes up on 
separate sheets all of the goods shipped from stock that 


make a sale, the quantity is changed on the inventory 
slip, which procedure we follow from the beginning of 
our house-cleaning to the time the item is entered into 
our inventory book. 

“We start calling our slow moving stocks approxi- 
mately three days before the 31st of December, and 
work into the faster moving stock on the last day, mak- 
ing it a point that all inventory must be called and in 
the books on December 31st. 

“When we start calling our inventory from the slips 
into the books we set up another book entitled, ‘Sold 
After Inventory,’ in which all sales made after the 
transferring of the items from the inventory slips to 
the inventory books are entered. 
tence approximately three days. 


This book is in exis- 
After our inventory 
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The Dodge Distributor 


—Consultant 





to Industry— 


HE properly qualified dis- 

tributor of Dodge prod- 
ucts is more than a store 
salesman. He is a consultant 
to industry. He represents an 
organization of unlimited re- 
sources for the manufacture of 
industrial equipment. 


With the aid of Dodge prod- 
ucts, data and engineers, the 
Dodge distributor assists ex- 
ecutives of industry to equip 
their plants for smooth and 
economic operation. He is 
backed by huge stocks of me- 
chanical equipment* at the 
Dodge Plant in Mishawaka 
and the warehouses at Oneida, 
N. Y., and Chicago. His value 
to industry in maintaining the 


*Power Transmitting, Material Handling, 
Special Machinery, Dodge-Timken Bearing 


Applications. 














When writing to 


uninterrupted flow of the 
world’s production is almost 
beyond estimation. 


There are 500 Dodge Distribu- 
tors operating under 13 differ- 
ent sales offices, putting Dodge 
experience and facilities at the 
command of all industry—and 
thereby making their service 
to their respective communi- 
ties exceedingly valuable. 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 














POWER TRANSMITTING — MATERIAL HANDLING AND SPECIAL EQUIPMENT 





Advertisers please mention Mitt Supp ies. 
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figures are completed we take the total amount of mate- 
rials in our ‘Sold After Inventory’ book and deduct 
it from the inventory. 

“Between the period from Christmas to January Ist 
we find it is convenient to have our sales force assist 
with our inventory. We usually divide our outside sales- 
men and stock men into units of one salesman and one 
stock man. The salesman does the writing in the in- 
ventory book and the stock man calls from the inventory 
slips. 

“The listing of our inventory books is done by our 
salesmen and telephone order desk men. The discount- 
ing of our books is done by our pricing department. 
The checking of discounts is done by the writer. When 
this complete detail has all been taken care of we em- 
ploy comptometer operators to do the extending of our 
inventory books. 

“On January 2d we go through all unpaid invoices and 
mark them with red pencil to indicate whether or not 
goods have been received and are in inventory. The 
detail of adding the amounts of these invoices or de- 
ducting same from our inventory records is left to our 
accounts payable department. 

“We find that 


with this procedure, inventory inter- 
feres to a very small extent with our sales effort or 
daily routine.” 
NO BUSINESS LOSS DURING INVENTORY 


P. O. Boylan, sales manager, The W. M. Pattison Sup- 
ply Co., Cleveland, stated that sales efforts necessarily 
lag during actual inventory taking, but that, since in- 
ventory is taken between Christmas and New Years, he 
does not believe the little lack of sales effort costs the 
company anything in actual business. He does not be- 
lieve the general conduct of business is affected adversel\ 
during this period. Mr. Boylan’s statement follows: 

“We take a complete inventory once every year. This 
inventory is taken between Christmas and New Years. 
As to the time required, the actual counting and tabulat- 


ing takes about four days. However, there is consid- 
erable preparatory work, which goes on for. several! 
weeks, and is done in leisure moments by various floor 


men and others. This work consists of straightening 
up the stock and putting it in shape to be counted rapidly 
and accurately at the actual inventory taking. 

“We do have a perpetual inventory system, but can- 
not give you any details as to its operation because oft 
the fact this is its infant year. We put it in about 
last February. We have great hopes that it will do for 
us what it has done for others, and, from what we can 
learn of perpetual inventories, they are a good invest- 
ment. 

“Necessarily sales efforts lag somewhat during the 
actual inventory taking, but since this period is between 
Christmas and New Years, we do not believe a little 
lack of sales effort costs us anything in actual business. 
We do not see that inventory work affects the general 
conduct of our business adversely. Things go along 
about as usual, and, as near as I can personally observe. 
it is my opinion that general business seems to be in 
sympathy with inventory time and is patient and entirely 
willing to help.” 

PRELIMINARY WORK BEGINS IN NOVEMBER 

Inventory work of the Interstate Machinery and Sup- 
ply Company, Omaha, Neb., begins as early as the mid- 
dle of November, according to G. C. Edgerly, president. 
Mr. Edgerly stated that his company’s sales effort lags 
more or less during the final inventory period and that 
it has some effect on the general conduct of business. 
He wrote as follows: 
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“In response to your letter of November 8th in regard 
to information in connection with inventory, we are 
pleased to advise that we make a complete inventory 
December 31st of every year. 

“Our procedure is to begin about the middle of Novem- 
ber and enter up on inventory sheets all the items car- 
ried in our stock. We also enter on these sheets the 
list prices. Having this part of the work done before 
hand proves of great assistance in getting through with 
the inventory at the first of the year. 

“About the fifteenth of December we start to count 
the stock. On such stock as is contained in bins, or 
in other places where it can be tagged, we place in the 
bin or on the show cases small tags with the amount 
of the stock on the date it is counted. There is a place 
provided on this tag for any deductions or additions, 
which might occur between that time and the 31st of 
December. On the afternoon of the these tags, 
which are all numbered consecutively, are assembled and 
during the first few days in January are copied on the 
permanent inventory which have already been 
made up. Of course there is a certain amount of stock 
which cannot be tagged in this manner, and it is neces- 
sary that this be taken on sheets the 
two or three days of the vear. 

*“At one time we tried to follow out the system of a 
perpetual inventory but found it entirely impractical and 
very undependable. 


3l1st 
sheets 


separate last 


“Answering your question in regard to sales effort, 
we are obliged to state that we have found it has more 
or less lagged when this inventory period is on and that 
the inventory work has some effect on the general con- 
duct of business.” 

SPREADS INVENTORY OVER HALF A MONTH 

The Power Equipment Company, Minneapolis, starts 
its inventory on December 15th, and endeavors to com- 
plete it by December 31st, according to A. L. Gholz, gen- 
eral manager. Mr. Gholz stated that inventory does in- 
terfere somewhat with sales effort and the general con- 
duct of business, but the season being a slack one, it 
does not have a very harmful effect. The Power Equip- 
ment Company's plan, as outlined by Mr. Gholz, is as 
follows: 

“We make no special claims for the efficiency of our 
system, but are glad to give you what information we 
can. We keep no perpetual inventory. We take actual 
inventory once a year, starting December 15th and en- 
deavoring to finish by December 31st. It is spread over 
this period in order to interfere as little as possible 


with routine sales and routine business, although, of 
course, it does interfere with sales effort in that our 
salesmen are usually called in to assist in the count. 


“When the count is started, each bin is provided with 
a card showing the amount on hand. Any additions or 
removals from the bin between the count and January 
Ist are shown on the card so that on January Ist the 
cards are collected and the balance struck for listing. 
Of course, we count the slower moving articles first and 
the more active near the end in order to avoid as much 
as possible unnecessary entries on these cards. 

“Naturally, inventory work have considerable 
effect on the conduct of our business, but the holiday 
period is usually a slack time anyway, and our sales- 
men can be used with inconvenience at that time 
than at any other period of the year. The salesmen, of 
course, take care of inquiries and calls during this time, 
but do very little new solicitation. 

“After listing the inventory, the articles are priced 
by the price clerk and the sheets divided up among the 


does 


less 
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force for figuring and checking, the various lines, of 
course, being kept separate in the totals.” 
SALES EFFORTS NOT AFFECTED HERE 

Louis Levy, president of the Central Supply Co., Inc., 
Passaic, N. J., stated that his company does not allow 
selling to lag during the inventory period, a week-end 
usually being used for inventory purposes. 

“Our inventory is taken annually in December,” stated 
Mr. Levy. “At least three weeks prior to the inventory 
date, which we usually set as a week-end, we count the 
items in the bins and have them tagged, and any addi- 
tions or removals thereafter are noted. Sections are 
divided among our entire force at inventory time and 
the goods on hand noted. We find that we can complete 
our inventory during these two days. 

“We do not have a perpetual inventory system, nor do 
we allow our sales efforts to lag during the inventory 
period. Neither does the inventory-taking period have 
much effect on the general conduct of our business.” 

According to Mr. Levy, the bin label and record system 
used by the company is a great help for inventory pur- 
poses, due to the fact that all items are kept in their 
respective labeled bins and the amount on hand can be 
verified immediately if necessary. 

In writing to MILL SUPPLIES on another subject Joseph 
Mideke, Jr., president of the Mideke Supply Co., Okla- 
homa City, Okla., touched upon inventory briefly as fol- 
lows: “At the end of each year, when we take inven- 
tory, we use a great many shipping tags. One of these 
is tacked on each bin and the number of articles in the 
bin noted on each one. After inventory has been writ- 
ten up, one man goes back over all these bins and takes 
the shipping tags off carefully with a small claw hammer, 
and we use them again for shipping purposes.” 
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COL. PAYNE MADE PRESIDENT 
Heads Associated Industries of Massachusetts —F. H. 
Willard Elected Vice-President 
Col. Frederick H. Payne, president of the Greenfield 
Tap & Die Corporation, Greenfield, Mass., was elected 
president of The Associated Industries of Massachusetts 
for the fiscal year 1927-28 at the twelfth annual meet- 
ing, held in Boston in October, and Frank H. Willard, 
president and general manager, The Graton & Knight 
Company, Worcester, was chosen as one of the vice-presi- 
dents. Among the members of the executive committee 
are: Messrs. Payne and Willard; Clifford S. Anderson, 
assistant secretary and counsel, Norton Co., Worcester: 
B. Preston Clark, vice-president, Plymouth Cordage Com- 
pany, North Plymouth; Howard Coonley, president, Wal- 
worth Company, Boston; J. William Fellows, factory 
manager, Boston Woven Hose & Rubber Co., Cambridge; 
Charles L. Newcomb, manager, Worthington Pump & 
Machinery Corp., Holyoke. Mr. Anderson is an ex-officio 
member of the executive committee, being a former presi- 

dent of the organization. 

Col. Payne is a director of the First National Bank, 
Greenfield Electric Light & Power Co., and the Goodell- 
Pratt Company, all of Greenfield, Mass., and of the West- 
chester Fire Insurance Co. and the Delaware Insurance 
Co., both of New York City, and a trustee of the Frank- 
lin Savings Institution, Greenfield. He is a former presi- 
dent of the American Hardware Manufacturers’ Associa- 
tion and has a number of club affiliations. In 1918 
he was appointed district procurement officer of the 
Bridgeport district and was commissioned as major of 
ordnance in the United States Army. 


Following the 
armistice, he 


was appointed a member of the Claims 
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Board, on which he served until July Ist, 1919. 
he received a commission as lieutenant colonel of ord- 
nance, U. 8. A. Officers’ Reserve Corps. Joseph C. Kim- 
ball is the retiring president of The Associated Indus- 
tries of Massachusetts. 

“As one travels over this country, the question is 
asked many times: ‘Is New England slipping, from an 
industrial standpoint ?’” stated Col. Payne in his inau- 
gural address. “The correct answer is: ‘No.’ It is 
true that many years ago we manufactured most of 
the textiles, boots and shoes used in this country. As a 


Later 











COL, FREDERICK H. PAYNE 


country grows, however, it is perfectly natural and right 
that a certain percentage of manufacturers should erect 
factories and mills in other districts to meet the require- 
ments of a growing population. 

“Take the tool industry, for example. I believe if 
the tool manufacturers did not have a dollar invested in 
New England at the present time and were beginning 
over again, they would come to New England rather than 
go to any other section of America. There is in the 
Connecticut Valley the finest labor for the manufac- 
ture of tools in America, or. for that matter, in the 
world. For example, during the war over 75 percent of 
the orders for small arms placed by the ordnance depart- 
ment were placed in the Bridgeport district, which com- 
prised Connecticut and western Massachusetts, and the 
balance was allocated to the remaining eleven districts.” 

Col. Payne sounded a call to the states and communities 
ot New England to follow the example of other sections 
of the country, and sell themselves to the world through 
paid advertising. Free publicity, he said, can be secured 
to boom a prize fight, but not a community or state. 

The second annual exhibition of made-in-Massachusetts 
products was held in connection with the annual meet- 
ing of the organization. 

9 —<—9 — 
Leather Belting Exports 

A total of 924,920 pounds of new leather belting. 
valued at $1,389,177, was exported during the first nine 
months of 1927, according to Commerce Reports, issued 
by the department of commerce. This compares with a 
total of 977,006 pounds new and second-hand belting ex- 
ported during the same period of 1926. It will be noted, 
however, that the 1926 figures include both new and 
second-hand belting, while this year’s figures relate to 
new belting only. 
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HEY had an electrically- 

driven triplex pump. It used 
up $20 worth of flax packing every 
6 months—S$40 a year. 

They then changed to Sea Rings. 
A $115 set lasted 5 years, 2 months, 
10 days—reducing the cost per 
year to $22.25. 

But that was not all. When 
Sea Rings were installed the elec- 
tric power consumed by the driving 
motor dropped from 9.6 kilowatts 
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The Tidewater 
Paper Company 


made an important packing discovery 


to 7.36 kilowatts—a saving in power 
cost of $167.73 yearly. Total Sea 
Ring saving per year therefore 
was $185.48. 

Sea Rings will save money for 
you, too, perhaps not so much, per- 
haps more. A word from you brings 
complete details of the Tidewater 
test and further interesting facts 
about the structure of Sea Rings. 
Use the coupon to make your 
request. 





JOHNS-MANVILLE CORPORATION 
292 Madison Avenue, New York 


ing. No obligation of course. 
Name - esoeatee 


CORPORATION die 


PRUNE sooo Sasa 











Please send me full details of the ‘Tidewater 
Paper Company test and data on Sea Ring pack- 








When writing to Advertisers please mention Mitt Supp ties. 
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Start of New Business Cycle Is Seen 


Valve and Fittings Index Indicates Stage Is Set for Recovery of 


Demand, with Production Presently Moving to Better Levels 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Since 1924 
September Final Index .... 100 
October Preliminary Index. ..102 

The monthly index is not based upon any single company’s 
experience but is developed from broadly selected measures 
of the quantity of demand in all those industries that use 
valves and fittings. The index has been corrected for irrele- 
vant seasonal fluctuations and price variations. 

The Valve and Fittings Index, by its current trend, 
shows that in 1927 we have completed the business cycle 
that began in 1924, and that carried us up the hill and 
down again through the years 1925 and 1926. There 
have been three such complete business cycles since the 
war. The first began its uphill climb in the early months 
of 1919, the second in late 1921, and the most recent 
in late 1924. In each case, after demand had recovered 
from below-average levels, it boomed to high levels only 
to be followed by sagging and recession. The current 
demand 
has spent its force and 
current postings prove 
that demand has sta- 
bilized at fair levels, 
ready for the begin- 
ning of the next busi- 
ness cycle. 

At a time when 
many of the so-called 
business “barometers” 
have been irregular 
and generally declin- 
ing, we want to know, 
first, how far they are 
going to fall, and, 
second, when they are 
going to stop falling. 
As usual, in spite of 
its erratic fluctuations, 
the Valve and Fittings 
Index is valuable dur- 
ing just such a period 
of general 
for our index is one 
of the first of the 
reliable barometers to mark its course clearly. 

Figure 2 shows these relations clearly. It is always 
necessary to keep in mind just what factors we are 
measuring. The volume of demand is usually first to 
show any definite change, prices ordinarily follow next, 
and production volumes change some time later. Price 


recession of 
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confusion; Figure 2—Comparison of Monthly Fluctuations in Two Basie Industries lowest 
(Valve and Fittings Demand vs. Pig Iron Production) 


and production data are freely circulated and reported 
in the press generally; demand data are not widely 
available, and so we are not used to thinking in terms 
of demand. Consequently, we must stress the fact that 
the Valve and Fittings Index, being based upon demand 
factors, naturally turns ahead of any general index of 
production, and we must be careful to understand that 
any rise in the trend of demand is not likely to be 
reflected in prices and production until after some months 
have passed. 

In Figure 2 we show the monthly record of the Valve 
and Fittings Index compared with the monthly record 
of total United States pig iron production. These two 
curves may well be paired together, as both indexes 
reflect the variations in basic industries. In the earlier 
post-war years, we seemed to have clear-cut “business 
cycle” movements that were evident from the ordinary 
charting of the index data. Under those conditions the 
monthly fluctuations of the Valve and Fittings Index 
seemed to run well ahead of the monthly changes in pig 
iron production. In the more recent years, the broad 
sweeping business cycle, carrying us up to mountain 
peaks and down into deep valleys, seems to have given 
way to more frequent up and down fluctuations. Things 
do not run badly askew for many months either way. 

When definite turning points are at hand, our demand 
index still records them 
ahead of the produc- 
tion index, but it is not 
now so easy to see just 
what the business cycle 
trend is—or that there 
is any clear-cut busi- 
ness cycle at all. On 
the other hand, it is 
possible to see from 
Figure 2 that the cur- 
rent postings of the 
Valve and Fittings In- 
dex have already sta- 
bilized in the last half- 
year at an average 
level well above the 
low levels reached in 

1924. The fact that 
T Sea °° demand has stabilized 
is in itself significant; 
for declines are usually 
sharp and reach their 
levels quickly. 
And the fact that de- 
mand has stabilized at 
such good levels gives us a measure of the moderate 
extent of the present recession. 

Figure 3 shows the comparisons of the two barometers 
upon the basis of their smooth trends, which simply 
iron out the irregularities of the monthly record by a 
statistical process. Here we clearly see that business 
cycles are still with us and that the Valve and Fittings 
Index still precedes the production index quite as 
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BEARIUM BEARING METALS 
In Standard Bars and Rods 
For All Bearing Applications 
























IDEAL ALLOYS MADE UNDER MODERN METHODS AND 
SOLD ONLY THROUGH EXCLUSIVE DISTRIBUTORS 





We Extend a Cordial Invitation to 
Executives of Mill Supply and Machinery Houses 
to Visit Us at the Sixth National Exposition | 
of Power and Mechanical Engineering, New York 


DECEMBER 5TH TO 10TH 
BOOTHS 512 and 525 THIRD FLOOR 


The New Processed Rod Now Offered Is Being Enthusiastically Received by 
Some of the Most Critical Buyers for Production in Nationally Known Industries 





Our Rapid and Substantial Growth Has Been Largely Due to the 
Splendid Cooperation of the Following Distributors 


F. Bacon & Company, Ltd. The C. S. Mersick & Co. 
Montreal, Quebec New Haven, Conn. 

Clark Witbeck Company Paulsen Supply Company 
Schenectady, N. Y. Chicago, Ill. 

Coblentz Tool & Supply Co. Pittsburgh Gage & Supply Co. 
Erie, Pa. Pittsburgh, Pa. 

Cook Iron Store Company Root, Neal & Company 
Rochester, N. Y. Buffalo, New York 

The Edwards & Chamberlin Hdwe. Co. J. Russell & Company 
Kalamazoo, Mich. Holyoke, Mass. 

Handlan-Buck Manufacturing Co. Strong, Carlisle & Hammond Co. 
St. Louis, Mo. Cleveland, Ohio 

H. A. Harrison Tool Co. Strong, Carlisle & Hammond Co. 
Toronto, Ontario Detroit, Michigan 

The E. A. Kinsey Company Topping Bros. 
Cincinnati, Ohio New York City, N. Y. 

The E. A. Kinsey Company Lewis E. Tracy Company 
Indianapolis, Ind. Boston, Mass. 

Long Island Hardware Co. The M. |. Wilcox Company 
Long Island City, N. Y. Toledo, Ohio 

Maddock & Company The C. H. Wood Company 
Philadelphia, Pa. Syracuse, N. Y. 


BEARIUM BEARINGS, INCORPORATED 


261 Franklin St., Boston, Mass. 


Foundries: Rochester, N. Y. — Toronto, Ont. 


Associate Member National Supply & Machinery Distributors’ Association 
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i 
definitely and by as many months as formerly. 

In smoothing out the curves as in Figure 3, it is not 
possible to show the smooth trend finally right down 
to the latest month, but it is possible to get at the 
approximate trends | 
very closely, and these 
are shown as dotted! 
lines in the 1927 space 
on the chart. Clearly , 
the Valve and Fittings 
Index shows that the” 
latest business cycle, in ° 
terms of demand, has 
been completed and 
that the stage is set , 
for recovery of de- 
mand during the com- 
ing year. In terms of wg 
production the recent, 
business cycle is not 
vet fully completed. ° 
Production rates are 
still sagging and _ ir-2 
regular. But, judging 
by the indications al- 
ready given by the Wisi 
trend of demand, pro- 
duction will presently 
stabilize at levels averaging well above the low levels 
of 1924 and will thereafter be stepped up to better levels 
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more in line with the improved demand that is already 
in prospect. 
(Editor's Note—Speaking before the fall convention 
of the American Man- 
60 ° ° 
agement Association 
at the Palmer House, 
so Chicago, in November, 
Joseph H. Barber, 
_ writer of this article, 
“stated that production 
bmontHs 60 costs are no greater 
=| co now than they were in 
3 MONTHS | € 
Ly 1920, as shown by an 





analysis of 1920 to 

1926 experience; that 
°C 20 percent is still 
coz ZQYOSS profit, and that 
.. the trouble today is 
not a narrowing mar- 
gin of profit, as has 
been supposed, but the 
difficulty of reducing 
o unit selling costs. He 

said that companies do 


* eee 


3 Comparison of Smooth Trends of Two Basie Industries not consider sufficient- 
(Valve and Fittings Demand vs. Pig Iron Production) 


ly the gross profit mar- 
gin when working for 
additional sales, and quoted Secretary of Commerce 
Hoover on the advisability of reducing territories. ) 





Business Good for the Alert 


Chicago “Tribune” Declares Present Progress Is but a Beginning 


Business is good, though it may be harder to get, and 
“the alert ride with the winds,” declared the Chicago 
Daily Tribune in a stirring message, entitled “Their 
Feet Are Awash in Gold, Yet They Waver,” which ap- 
peared in an advertisement in its own publication of 
November 16th. This message, which is full of truth 
and significance, is, in part, as follows: 

“Before the mighty columns of good business rise the 
cries of the timid. 

“Is America, like an old man with protected savings, 
now to be cautious? Can the daring of early pioneers 
be gone to seed? With a fighting record behind them, 
are American men to tolerate soft living or soft pedal- 
ing ? 

“America must go forward. The lashings of pride, 
the thirst for progress, should drive us on. Only de- 
cadence or an old man’s phobia can halt us. There is no 
place in this country for the timidity that hoards its 
possessions. We are too young to withdraw hand and 
brain from the fight. America has won its place 
through stubborn combat. Our present progress is but 
a beginning. We have but culled the first fruits. 

“Business is good, though the spiritless find the new 
competition tough going. New forces, which as yet 
have not been measured, are in play. There are new 
sweeping currents in business which have been set in 
motion and which are puzzling. 

“The spectacle of life has become kaleidoscopic. Yet 
the aggregate volume of business is steadily mounting. 
The clink of coin and the rustle of greenbacks in the 


pay envelope are louder. The wage earner is earning 
more, is spending more. 

“The gas of war boom has escaped. There still re- 
main great volumes of business for those who want it 
hard enough to take it. 

“A multitude of new wants has junked old stand-bys. 
Time has transformed many former novelties and spe- 
cialties into staples. Popular demand for some has van- 
ished overnight. Style and progress have made some 
products suddenly obsolete. If yours is one which has 
seen others swept along on the tide of public favor, 
find out why. 

“True, because ten new products are now clamoring 
for a share of the public’s dollar, business may be harder 
to get. But the prizes are just as lucrative as ever. 
Tactics must change. If people are not buying from 
a certain group of factory owners, it is because they 
are buying elsewhere. Some manufacturers suffer not 
because people are not buying at all but because the 
public does not want their commodities or does not 
know about them. Compare your own diversity of ex- 
penditures with those of your father’s. 

“Who is getting the money? Check payments, less- 
than-carload merchandise shipments, savings deposits, in- 
vestment purchases, all are on a rising tide. 


Business 
is different, but also it “3 bigger. 


The saddle-worn have 
little to give to the new competitive selling. Mass pro- 
duction and an increased wage scale have smashed them. 
The diehards face disaster. The alert ride with the 
the winds. When sales come harder. additional 
effort produces the quota. When competition cuts in on 
business. more prospects must be reached.” 











XECUTIVES who are interested in 

cutting power bills will want a 
copy of this test, recently conducted at 
the China Grove Cotton Mills. A test 
on the comparative power consumptions 
of machines, equipped with Fafnir Ball 
Bearings and with plain bearings. 


The figures speak for themselves. In 
power alone, Fafnir Ball Bearings 
showed a saving of about $5,000 a year. 


A typical Fafnir installation! In 85 
other comparative tests made over a 
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Report of Tests Showins 


Saving of 
FAFNIR BALL BEARINGS 
vs 


FRICTION BEARINGS 
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THE FAFNIR BEARING CO 
NEW BR \ CONN 











Saving $5000 yearly in power alone! 


period of three years in 25 different in- 
dustries, Fafnir Ball Bearings showed 
an annual average return on the invest- 
ment of 66%. That is, Fafnirs paid for 
themselves in 18 months on the direct 
savings in power, oil and maintenance 
labor over the plain and roller bearings 
which they replaced. 


r If you are coming to the New York 
Power Show be sure to ask for a copy 
of this test at Fafnir Booth No. 246. 
Also, let the Fafnir Engineers in at- 
tendance point out how you can realize | 
similar economies in your own plant. - 





THE FAFNIR BEARING COMPANY, NEW BRITAIN, CONN. 
Makers of high grade ball bearings—the most 
complete line of types and sizes in America 


European Agent 
Benjamin Whittaker, Ltd., Aldwych House, London W. C. 2, England 


IRAIFINIIR 


BALL BEARINGS 


Molybdenum 


IN BOTH RINGS AND BALLS. 
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Basic Policy to Protect the Dealer 


Armstrong Bros. Tool Co., Chicago, a Thorough Believer in Sup- 
ply House Distribution, Adheres to Long Established Principles 


SUSA P. MOORE 


The sales set-up of the Armstrong Bros. Tool Co., 
Chicago, is of particular interest because of the com- 
pany’s policy in its relation to its distributors. This 


firm believes that its goods are best handled by supply 


houses. It is the function of supply houses to stock and 
distribute goods, branch houses of the manufacturer en- 
croach upon these functions, therefore it pays not to have 
branch houses, the company declares. 

It is interesting to observe how the Armstrong policy 
has operated during the last thirty-five years, and dis- 
cover how the company’s principles have influenced its 
internal sales organization and field activity. 

The basic policy of protecting distributor interests 
prevails throughout. Since the company feels that 
branch houses compete with the distributor, Armstrong 
branch houses do not exist, even in remote territories 





Photo by Moffett Studios 
HORACE ARMSTRONG 


like New York or San Francisco. 
are supplied direct from Chicago. Armstrong sells all 
legitimate distributors. Salesmen from the factory call 
on the trade direct and consumer interests are handled 
continuously in Chicago, but wherever possible orders 
are put through a distributor, and where consumers 
insist on dealing direct, they receive no concession; they 
pay the consumer price. 


All goods for all fields 


Three types of field salesmen represent the company. 
A force called “missionary men” have no fixed territory, 
but are sent wherever a dealer needs support, a new line 
needs introducing, or further trade development is to be 
undertaken. The regular sales force have fixed terri- 
tories and call regularly on distributors and consumers. 
Three other men from the sales organization, including 
Horace Armstrong, sales manager, travel and coordinate 
the sales work at strategic points. 

The missionary men do all routine intensive develop- 
ment. They confer first with the local distributor and 
follow any suggestions he may make for claim adjust- 


ment, complaint, or follow-up. They then turn to con- 
Sumer prospects. All orders they take are put through 
the distributor who is the customer’s choice. Orders are 
filled at once by the local distributor if the articles are 
in stock. The dealer is pleased with the increase in 
orders that results from an intensive campaign which 
involves no expense or trouble to himself. Any diffi- 
culty in filling these orders direct brings out deficiencies 
in distributors’ stocks and possible resistance to new 
lines. The choice of dealers made by the customers sold 
is a reliable index of local prestige. New lines, new 
stock taking, and better sales effort result, for the mis- 
sionaries are inspirational men. 

“So-called overstock is too often neglected stock—dead 
stock,” stated Horace Armstrong. “The prosperous 
dealer is the man who is informed. He stocks up to date 
and keeps stocks moving. The successful distributor 
knows what it costs him to move a line. He is not the 
man who allows a few specialties to absorb the whole 
time of his salesmen at the expense of standard, staple 
lines; and he is not the man who undercuts for the 
doubtful privilege of handling unprofitable business.” 

Conservative margins nearly always follow when 
local dealers bring together in trade association or 
chamber of commerce committee work reliable market 
data on their particular lines, and co-operate in giving 
consistent attention to the costs of doing business. 
“Price wars are usually waged in crass ignorance of 
distribution facts,” he observed. 

“We discourage overstocking,” he went on to say. 
“The manufacturer is often the possessor of sound 
market data in a given district, and he can often make 
valuable sugestions. It is never to the manufacturer’s 
interest to give bad advice, and he sidesteps his respon- 
sibility to the dealer if he does not aid him in obtaining 
an objective viewpoint toward his business.” 

COMPANY BELIEVES IN THOROUGH ADVERTISING 

Mr. Armstrong believes in advertising. His company 

uses trade papers exclusively. Educational advertising 
as included exhibits of Armstrong tools at the more 
important national trade meetings and industrial exhibi- 
tions all over the world. 

Much literature is distributed. “All printed matter is 
fully descriptive, but all copy is directed to the users of 
tools,” stated Mr. Armstrong. ‘‘None aims to intrigue 
the dealer. The object of all direct mail effort is to 
create a consumer demand and help move Armstrong 
tools off of the dealers’ shelves to the consumer. Cir- 
culars that bear the distributor's imprint are furnished 


free. Loose leaf catalogue pages, standard for Kalama- 
zoo binders, are supplied to dealers on request. Direct 
mail work is done on request in the interest of the 


dealer.” 

Armstrong Tool Co. sells to 
Mill supplies and hardware; (2) plumbing and steam 
fitting; (3) the oil field, and (4) the automotive field. 
It is in mill supplies, where the company has been estab- 
lished for 35 years, that Armstrong tradition is best 
noted. The business policy is a father-to-son legacy, and 
the tradition of making the machinist’s tool a precision 


3ros. 


four fields: (1)° 
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LINEAR 
THE JOBBER’S QUALITY PACKING LINE 


Get a Sample Case—have 
your Packing Salesmen use 
it regularly for three months 
“and how” 
you'll be surprised. 







ATTRACTIVE 
CONVENIENT 


COMPLETE 


Your 

Brands or 

ours—as you 
prefer 


INVESTIGATE 
This line of High Quality Packings made for distribution through the JOBBER ONLY 





LINEAR PACKING AND RUBBER CO., Inc. 
1901-5 No. Marshall St. Philadelphia, Penna. 
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instrument of quality is as carefully carried out by each 
individual tool maker in the present large, up-to-the- 
minute plant as it was years ago when the Armstrong 
brothers made Armstrong tools with their own hands in 
the little lean-to in the rear of their father’s house. 

The company’s plant management does not use piece 
work methods, which the company believes make a man 
hurry too much for consistently good work. Quality 
comes before quantity in this plant. Girls are employed 
nowhere in the shops. White labor only is used. The 
foremen in the plant are mostly men who have worked 
there for 20 vears or more. Salesmen and field men are 
preferably chosen from the factory force. In every case 
salesmen undergo training in the shop. 

“Our salesmen must be able to talk to the shop super- 
intendent intelligently about his problems,” stated Mr. 
Armstrong. “They must know more about our tools than 
the distributor handling them. Too often salesmen know 
less about the goods they sell than the dealers on whom 
they are calling. 

“The entire Armstrong organization and plant are de- 
voted to making Armstrong tools, and Armstrong tools 
only. We make no special tools, brand products, or spe- 
cial forgings. Moreover, we appreciate the fact that this 
policy increases our responsibility to our distributors, 
and we never allow anything to interfere with either 
quality or production. Deliveries must always be made 
without delay so that the dealers in turn may be in posi- 
tion to distribute our tools at the peak of the demand, 
when prices are good. The distributor is in business to 
distribute goods at a profit to himself. To do this he 
must have goods to distribute when business is good as 
well as when it is just fair. 

WARTIME EXPERIENCES RECALLED 

“What interruption of this policy may 
mean to the distributor is well understood by the supply 
houses which weathered the strenuous period of the 
world war. The demand for mill supply products was 
bevond all precedent, and prices were high; but war 
contracts prevented many of the usual sources of supply 
from filling the distributors’ Deliveries failed 
on many lines and distributors were unable to fill many 
profitable orders on their books.”’ 

Many were offered Arm- 
strong Bros. Tool Co. but, realizing their responsibility 
to their distributors who were relying on them to fur- 
nish many of the tools they were selling, they turned 
down all war contracts and devoted themselves to making 
Armstrong tools exclusively; thereby enabling their dis- 
tributors to profitably deliver the Armstrong tools for 
which there was a verv heavv demand at that time. 

Perhaps the most significant single movement which 
now occupies the mill supply trade is the trend toward 
simplification of lines. Here, too, Armstrong has been 
active. The drop forged wrench line was simplified by 
adopting a single standard finish and single list price. 
as against the three or four finishes and the several lis 
prices in use four years ago. Other wrench manufac- 
turers have done the same and today the distributor finds 
the selling of drop forged wrenches much simplified as 
against earlier practice. 


any serious 


orders. 


attractive war contracts 


<P 
Company Changes [ts Name 
Linear Packing & Mfg. Co., Ine., Philadelphia. has 
changed its name to Linear Packing & Rubber Company. 
“Through the past five vears we have had a very mate- 
rial increase in our volume of business,” stated A. W. 
Swartz, president of the company, in discussing the 
change. “We have been producing so many rubber and 








duck styles of packing that we decided to incorporate 
the word ‘rubber’ instead of ‘manufacturing’ in our title. 
The increase in volume of business has made it necessary 
to materially increase our capital. investment. This 
change will take place on the first of January. Among 
the items of increase, we have been furnishing flax for 
the United States Navy contract this year. We expect 
to continue the policy of producing Linear brand and 
private brand packing for the semi-packing manufactur- 
ers and mill supply distributors.” 


——— eee 


STOCKHAM ADDS TO LINE 
Birmingham Company Is Now Manufacturing Cast Steel 
Flanged Fittings and Flanges 
The Stockham Pipe & Fittings Co., Birmingham. Ala., 
has added cast steel flanged fittings and flanges to its 
line of cast iron and malleable fittings, in order to supply 
the requirements of power plants, process plants, oil 
refineries and other industries using hizh pressures and 

temperatures. 

Stockham cast steel flanged fittings and flanges are 
made from electric steel for working steam pressures 
of 150, 300, 400, 600, 900 and 1.350 pounds, and, accord- 
ing to the company, meet the tentative standards of the 


American Standards Engineering Committee and the 
specifications of the American Society for Testing 
Materials. In addition to its stocks at Birmingham, the 


company maintains complete stocks in its warehouses in 
New York, Boston, Chicago and Los Angeles. According 
to the company, sales are made through distributors 
exclusively. The company has published the Stockham 
Steel Book, containing complete pressure and tempera- 
ture ratings, tables of dimensions and other data neces- 
sary for estimating and specifications. 

Prior to starting the manufacture of steel fittings, the 
Stockham Pipe & Fittings Co. for more than a quarter 
of a century had specialized exclusively in the production 
of cast iron and malleable fittings. 

Oe 

TO MANUFACTURE KULP BULBS 

General Electric and Westinghouse Companies Contract 
to Produce Theft-Preof Lamps 

A recent announcement of interest and importance is 
that. through contracts just signed between the General 
Electric Company, Westinghouse Electric & Mfg. Co., 
and the Kulp Theft-Proot Lamp Company, Chicago, Gen- 
eral Electric and Westinghouse will begin immediately 
to manufacture and bill Kulp light bulbs in quantity. 
These bulbs are already being used widely by railroads, 
and in industrial piants. hotels and public buildings, 
according to the company. 

Both General Electric and Westinghouse expect to pro- 
vide Kulp lamp bases for any of their brands of Mazda 
lamps, it is announced, and these can now be obtained 
on Edison, National or Westinghouse lamps on present 
contracts, upon demand or as required. 

The Kulp lamp goes into the standard socket and is 
of simple construction. The screw shell is held to the 
base by a tiny pin, however, which is sheared off when 
the lamp bulb is given an extra twist after contact is 
made, and therefore cannot be removed until burned out 
and broken open. In other words, the lamp base itself 
contains the theft-proot features, and requires no extra 
attachments, keys, guards or special sockets. In addition 
to the theft prevention feature, the Kulp lamps are an 
aid in the prevention of accidents and reduction of haz- 
ards, investigation has revealed. Company officials state 
that the loss of bulbs in the United States through theft 
alone amounts to approximately $12,000,000 annually. 
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The Lowest Priced Electric Hoist On The Market 


Because as can be seen from the picture all parts are simple and easily made 
in large quantities. The assembling time is cut down due to the few number 
of parts; their uniform size and quality and absence of a large number of 
screws, bolts and keys. This system of gearing can be driven only from 
the motor shaft which eliminates holding and lowering brakes. This feature 
also makes it possible to put a hook on either or both ends of the chain. The 
limit stop acts with the hook on either or both ends of the chain. The uni- 
versal hoist requires only eleven inches of head room for its operation. 
When equipped with the universal motor this hoist will operate from either 
an A. C. or D. C. lamp socket the same as an electric drill. This hoist can 
be furnished with a 110-, 220- or 440-volt three phase motor without addi- 
tional cost. For I beam trolley type add $15.00 to list price. List price 


includes 12 feet of load chain and one detachable swivel hook. Send for 
circular on the universal hoist. 


MANUFACTURED BY 


McCOLLUM HOIST & MFG. CO. 


723 Rogers St., Downers Grove, Illinois 
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Bolt 





and Nut Activities Discussed 


C. J. Graham Tells Hardware Convention of Progress Being Made 


by Manufacturers Among Selves and in Relations with Distributors 


Charles J. Graham, president of the Bolt, Nut and 
Rivet Manufacturers’ Association, discussed the situation 


in this industry, both as to the co-operation among 
manufacturers and their relations with jobbers and 
distributors, in a very interesting address before the 


recent National Hardware Association convention. 

“The great problem which faced our industry three 
years ago, and which we are bending effort to solve, 
and have with a fair degree of success, was the question 
of saving it from absolute ruin,” said Mr. Graham. 
“The steps we have taken are the steps that must be 
taken by many other industries, should they hope to 
transfer their positions from the unsuccessful class to 
the successful. 

“This apples to the jobbing industry as well as the 
manufacturing, as, from the best information we can 
the jobbing industry is suffering from over 
capacity, and the net return on capital invested is far 
from satisfactory.” 

Mr. Graham told how the manufacturers have gotten 


secure, 


together and educated themselves to feel that every 
progressive manufacturer making bolts and nuts by 


modern methods has a right to live and is entitled to 
the same proportionate return on _ his' investment, 
whether his business be large or small. The frequent 
meetings, he said, had created friendships, where 
enmity existed before. Mr. Graham emphasized the fact 
that price discussion is not permitted in any of the 
association’s meetings, and that the association always 
works under the supervision of a competent attorney. 

“We felt that by working along constructive lines, 
making a study of our business methods, both operating 
and selling, digging out the evils and eliminating them, 
one by one, as they were brought into the light of day, 
that eventually price would take care of itself, and the 
results have proved that this theory at least is correct. 

“We have had a better stabilized market on our prod- 
ucts the past two than any other competitive 
industry we know anything about. and today, with the 
lowest operating conditions that have been reported in 
three years, we have better market conditions from a 
price standpoint than ever before existed, not excepting 
the war period when our prices were more or less under 
government control.” 

Mr. Graham stated that as a result of co-operative 
efforts, the industry had a profit of approximately six 
million dollars in 1926, compared with a loss of approxi- 
mately 12 million dollars in 1924. While the percentage 
of profit was very narrow, it was caused mainly by lack 
of sufficient operation, Mr. Graham stated, and continued, 
“and our only hope of improving it lies not only in an 
improvement in business, but the further success of our 
work with the railroads and large industrial corpora- 
tions, by having them eliminate the manufacture of our 
product, and instead, secure their requirements from 


us, 


vears 


WORKING OUT PLAN WITH DISTRIBUTORS 

Turning to the relations between the manufacturers 
on one hand. and the jobbers and distributors on the 
other, Mr. Graham went on to tell how the association 
is proceeding in bringing about better distribution con- 
ditions. He spoke in part as follows: 

“You are all familiar with our activity beginning about 
a year ago to eliminate a further evidence of our selfish- 


ness—the struggle we had been making for years to get 
all of the bolt business in the country direct from the 
consumer. We were marching ruthlessly over the job- 
ber’s head without any consideration for his necessity 
as a distributor, his tremendous investment, both money 
and effort, or his right for his chance to live, and be 
paid a decent return for his effort and work in our behalf. 

“We have devised a plan with which you are all 
familiar that has already showed practical results in a 
very large section of the United States. By the ex- 
penditure of much time and money, we have carried this 
plan and presented it to you in 25 of the leading jobbing 
centers of the country, east of Denver. In the month 
of November, a number of our executives who are 
leaders in our industry will carry it to the far West, 
holding meetings in Seattle, San Francisco, Los Angeles, 
Salt Lake City and Denver. Every jobber, as far as we 
know, has had an invitation from us to attend these 
meetings, so that all might be familiar with the plan and 
have an opportunity to be heard. 

ANTICIPATE INCREASED DISTRIBUTOR BUSINESS 

“We anticipate that, with the full and complete opera- 
tion of this plan, the bolt and nut business of the jobbing 
interests will be increased from 50 to 100 percent, 
depending on location, and we know that with the proper 
co-operation of the jobbing interests, it will be on a 
much more satisfactory basis from the standpoint of 
both jobber and manufacturer than ever before existed, 
and out of this the public will reap the real benefit. 

“We wish to make the bolt and nut business an asset 
to the jobber. We want him to feel that his stock is 
always an asset. We want him to carry a full and com- 
plete stock. We want him to fill his orders out of stock 
and eliminate direct shipments for his account. 

“And please bear this very important fact in mind, 
that it is a part of your duty, under this plan, to lend 
all the aid you can, consistent with good business judg- 
ment, and a knowledge of the law, in the maintenance 
of the present stabilized conditions of our markets. The 
encouragement by vou of the radical price cutter in this 
or any other line means demoralization to vou as well 
as to us. It means the conversion of your vast stocks 
into liabilities, rather than assets, and means the break- 
ing down of all our effort, and creates a waste of all 
the time and money expended in the furtherance of the 
proposition. 

“The greatest weakness in both jobbing and manu- 
facturing today is selling. The man who defines your 
sales policy must be a student, he must be in a position 
to know that your costs are right and in line with your 
competitors’ costs. This does not mean particularly your 
purchase price of goods, but all of the costs which enter 
into your operation.” 

ae 
Purchases Another 

The Salt Lake Hardware Co., Salt Lake City, dis- 
tributors of mining, industrial, irrigation and road 
building machinery and supplies and general hardware, 
has purchased the Colorado-Utah Hardware Co., Grand 
Junction, Colo. This purchase is in line with the plan 
of expansion inaugurated by the Salt Lake Hardware Co. 
last March, when it purchased the assets and good-will 
of the Northrop Hardware Co., Boise, Idaho. 


Company 
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from 


enses and allow a fair profit 
vice rendered and risks taken. 
10. We consider reprehensible and stronely onvose the 
giving of commissions, donations, gifts, special considerations 
or any other remuneration, to anyone connected with organi- 
zations or firms with whom business is transacted. 


commensurate with the 


OPPOSES SPECIAL INDUCEMENTS TO SECURE BUSINESS 
11. We 


priviles Sy 


oppose the ranting of 
allowanees. discounts or 
ments to secure business. 

12. Realizine that litigation is wasteful and 
destructive to friendly relations, we recommend that, wher- 
ever possible, controversies be adiusted bv voluntary agree- 
ment or impartial arbitration and that litigation he not re- 
soviel to mnless. after a fair trial these means shall have 
failed to adjust the question at issue. 

13. We recommend lawful co-operation of all members of 
the three associations represented in this council, in support 
of these canons of business conduct, and in eliminating all 
trade ahvyses and all wasteful and uneconomic practices. 

14. We consider detrimental to the aims of this covncil 
and the welfare of the industry, the failure of any member 
of the three associations to give the benefit of counsel and 
advice on all questions affecting the industry as a whole. 

15. Realizing that restrictive legislation tends to hamner 
and demoralize industry. we hold it the duty of all corpora- 
tions, firms and individuals engaged in business so to conduct 
their activities as to inspire the confidence of the public. 

16. Seasonable fluctuations in business may be unavoid- 
able but such fluctuations result in a #reatly increased per- 
‘entage of overhead exnense, and no effort should be snared 
to ameliorate such conditions and lessen the severity of sea- 
sonable depressions. 

17. The creation or marketing of unnecessary stvles and 
izes tending to lower turnover, increase inventory losses and 
raise overhead, is uneconomic and wasteful. and all efforts 
toward reasonable and advantageous standardization and 
simplification should be heartily supported. 


anv special or 


terms or other 


prnayal 
induce- 


expensive, 
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DISTRICT MEETINGS HELD 


Members Secured by 


New 


Southern Association at Ses- 
sions Attended by Secretary Smith 
Alvin M. 


Supply and 


Smith, secretary-treasurer of the Southern 
Machinery Dealers’ Association, spent the 
first two weeks of November on a trip through the south- 
ern territory. District meetings were held in Hunting- 
ton, W. Va.; Nashville, Memphis, Mobile, New Orleans, 
Houston, Dallas, Birmingham, and Charlotte, N. C. Asa 
result of this series of meetings, and other efforts, ten 
members been added to the roster of the 
Southern Association, and more houses are expected to 
join. 

“To all invited the members of 
our association and the eligible prospects in each local- 
ity,” said Mr. Smith. 
problems of the 


} > 
nave 


new 


these meetings were 
“Full and free discussions of the 
industry were engaged in and the credit 
volume of 


situation and business 


received attention. 
“Business generally throughout the South was shown 
) be fair, though not satisfactory in volume; flood con- 
ditions naturally having affected the situation in the 
valleys of the Mississippi and its tributaries. with an 
apparent let-down in demand from all sections. 

“Agricultural conditions seem to be better than a vear 
ago, With increased purchasing power on the part of the 
farmer, but it would appear that such additional funds 

has secured from this year’s crop have 
liquidation of debts, rather than the pur- 
chase ot new necessities or luxuries. 

“We these meetings to increase the 
spirit of co-operation among the members of the industry 
and create a greater loyalty to the association and its 
efforts, and to place the industry on the highest possible 
plane; in which we feel that we have succeeded to a 
large extent; in addition to which, the series of meetings 


+ 


farmer 
into the 
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gone 


endeavored at 
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has increased our membership by some ten members, 
with encouraging prospects for additional memberships.” 

Following are the new members of the Southern Asso- 
ciation: Beckley Hardware & Supply Company, Beckley, 
W. Va.: Baldwin Supply Company, Charleston, W. Va.; 
Southern Supply Co., Jackson, Tenn.; J. E. Dilworth Co., 
Inc.,. Memphis, Tenn.; Biggs & Company, Wichita Falls, 
Texas; The Hutchens Company, Huntsville, Ala.; Sutton- 
Dickerson, Inc., Richmond, Va.; Raleigh Mill Supply & 
Equipment Co., Raleigh, N. C.; Standard Equipment Co., 
Mobile, Ala.; Tidewater Supply Co., Inc., Columbia, S. C. 


—\ i 


National Adds Four Members 

Four new houses have been added to the membership 
of The National Supply and Machinery Distributors’ 
Association since the last issue of MILL SUPPLIES, as fol- 
lows: Bliss Supply Co.. Cleveland; Hansen & Yorke 
Company, Inc... New York; Mohr-Jones Hardware Co., 
Racine, Wis., The Pierce Hardware Co., Taunton, 
Mass. This makes a total of 29 new members secured 
by the National Association since the triple convention 
in June, in addition to two reinstatements. 


and 


9 —r— 0 | -- 
Tentative American Standards 

A tentative American standard on steel pipe flanges 
and flanged fittings has been issued by the American 
Engineering Standards Committee, 29 West 39th street. 
New York. These specifications were approved by the 
committee in June. 

——__—_—_»— - 
Vanagement Meeting Held 

Several important points were brought out at the fall 
convention of the American Management Association, 
which was held in the Palmer House, Chicago, in No- 
vember. Among these, it noted that increasing 
attention is being given to market research; the advisa- 
bility of not setting quotas by arbitrarily increasing the 

vear’s business a certain percentage was 

stressed. and the value of job analysis in setting maxi- 
mum and minimum salary rates was emphasized. In 
discussing departmental budgeting, stress was laid on 
the fact that this assumes the existence of a budget 
organization. Departmental budgets should be taken up 
one at a time, it was said, for it is not advisable to try 
to establish all departmental budgets at once. The first 
technical meeting of the Institute of Management, a 
research group of the American Management 
tion, preceded the association sessions. 


Was 


previous 


Associa- 


o~ae 

at Gas Show 

annual convention of the American Gas 
held during October in the Hote! 
Stevens, Chicago, and, in connection with it, the twenty- 
first annual exhibit of the Gas-Association National Ex- 
hibitions. Two large exhibition rooms were filled with 
gas burning equipment of all kinds, as well as supplies 
and equipment used by gas companies and industrial gas 
users. Among the exhibitors well known to the mill 
supply field were: The Bristol Company, Waterbury 
Conn.; Chaplin-Fulton Mfg. Co., Pittsburgh; Fisher 
Governor Co., Marshalltown, Ia.; General Brass Co., De- 
troit: Hays Mfg. Co., Erie, Pa.; Imperial Brass Mfg. Co., 
Chicago; Johns-Manville. Inc., New York; Link-Belt Co.. 
Chicago; Lunkenheimer Co., Cincinnati; Lyon Metallic 
Mfe. Co., Aurora, Ill.; National Tube Co., Pittsburgh; 
Roberts Brass Mfg. Co., Detroit; Geo. D. Roper Corp., 
Rockford, Ill., and B. F. Sturtevant Co., Boston. 
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*CV is a Bonney 
trademark 

ma registered in the 

ma U.S. Patent Office. 


Chrome Vanadium 
registered 
August 11, 1925. 


of “CV. Chrome Vanadfim Ex@ineer's Wrenches 
$ 8. 2 5 . To secure Mechanic’s discount, 


fill in and mail this coupon. 
The No. 25 Set consists of 6 Bonney *CV Chrome 
Vanadium Double End Engineer’s Wrenches—differ- MECHANIC’S COUPON 
ent size openings at each end. 
This set takes care of 21 different size nuts and bolts Bonney Forge & Tool Works, 
from 4°’ U.S. Standard to 34’’ Hex Cap Screws. :; Allentown, Pa. 


; Gentlemen: 
The leading Automotive Jobbers carry these 


wrenches in stock. 


Bonney Forge €# Tool Works 


Allentown, Pa. 


Iam a Mechanic employed at 


Makers of Special Service Wrenches of Chrome Vanadium,  § 
. Es ; (Address) 
Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. : and as such, am entitled to your 
Budi Mechanic’s discount. Am at- 
taching remittance of $5.50 for 
one of the No. 25 Sets described 
above, which is to be mailed to 
me at the address shown above. 


Vanadium 
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The 


TIMKEN 
EQUIPPED 


PILLOW 
BLOCK 





Alignment Preserved 


In addition to preserving positive alignment, Medart Timken-equipped Spheri- 
cal Ball and Socket Pillow Blocks provide these desirable advantages:— 


They save power and lubricant...Practically eliminate wear... Are economical, 
particularly in duplicate machinery ...Can be modified to suit almost any 
engineering or structural requirements. ..The appliance comes to the user filled 
with lubricant.. Bearings are permanently and properly set up. .Can be applied 





The Ball and Socket to the shaft without disturbing the working elements, simply by clamping up 
Hanger Bearing two bored steel clamping collars... No sleeve threads to weaken the structure. 
—when applied in either 
peony sap of tne Other appliances in the Medart Timken-equipped Line of Industrial Applica- 
a te ey pong tions are (1) The Ball and Socket Hanger for line shafting usage, (2) The Unit 
fuel, power. , . Mounting adapted to use in individual machines, and (3) The Loose Pulley. 


This added line makes Medart a more complete source for mechanical power transmitting machin- 
ery and allied products than at any time in its nearly 50 years of serving industry. Ask for Bulletin 
on Medart Timken-equipped Line and for Catalog No. 43 on all other Transmission Equipment. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U.S. A. 
Office and Warehouse in Cincinnati’’ Offices in Chicago, Philadelphia, Pittsburgh, New York and Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 
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COLUMBIA AXLE C0. CLEVEIAND, OHI, USE 


BLACK & DECKER 


Portable Electric Tools 
With the Pistol Grip and Trigger Switch” 















We are 
y illustrating 
onlya few of the 
operations on 
which the Colum- 
bia Axle Co. saves 
time and money 
through the useof 
Black & Decker 
Portable 
\ Electric 
Tools. 

















RUNNING UP CAP SCREWS 
Black & Decker No. 3 Electric 
Socket Wrenches are suspended at 
the beginning of each assembly line 
and are used for running up ten 3/g"' 
cap screws. 


COUNTERSINKING 


Black & Decker Portable Electric 
Drills are used for countersinking 
drilled holes in axle housing. 











TAPPING 


Black & Decker Electric Tappers are 
used for tapping for adjusting-hole Bl : 

, : : ack & Decker Portable Electric 
plate on Citerentiol Rousing. Grinders are used for various 


. operations, including that shown 


“GRINDING 


in illustration. 


The BLACK &* DECKER MFG. CO. 


TOWSON, MD., U. S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, Slough, Bucks, England 


Branch Offices with Service Stations in 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 


When writing to Advertisers please mention Mitt Suppties. 
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The Donnelley Jobbers’ Catalogue Department 


Let These Men Build You a Catalogue 


Measure 


To Your 


OU can have an up-to-the-minute catalogue of 
your own “hand picked" selection of goods at 
work for you in the Spring, if you say the word. 


And you can escape the endless labor of collecting 
data and engravings from 400 or 500 manufacturers, 
the compiling of the copy, the proofreading, the check- 
ing of the lists, and the compiling of the index, if you 
merely turn the whole job over to the Donnelley organ- 
ization. 


You will have complete freedom in the selection of 
goods to be shown, and in the grouping of them, but 
the building of the catalogue will be done for you by 
these practical mill and factory supply men, who have 
made hundreds of catalogues for representative jobbers 
of mill supplies from Coast to Coast. 


It is highly probable that 95 per cent of your cata- 
logue is already compiled, for we now have about 
45,000 Units of mill supplies ready for your selection. 


Each Unit shows one type of wrench, or one steam 
trap, or one wheelbarrow, or one kind of packing, or 
one electric drill, or one hoist, or whatever the article 
may be. 


Under the Donnelley Unit Selection Plan you do not 
select by stock pages’’ nor by “stock columns’’ of as- 
sorted goods, but you will “hand pick”, Unit by Unit, 
the individual articles that you wish to show. There 
will be no dead wood in your catalogue, since every 
article in it will be selected by you. 


Your catalogue will be an accurate reflection of the 
individuality of your business. It will do more than 
anything else to help your customers translate their 
needs into terms of the goods you have to sell. 


We shall be glad to make a detailed survey of your 
individual requirements for quotation at your office, 
without expense or obligation to you. Why not dis- 
tribute a new catalogue in the Spring? 


Jobbers’ Catalogue Department 


DONNELLEY & SONS COMPANY - Chicago 
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Transmission Association Meeting 


Important Business to Be Transacted at Annual Session—Prominent 





Speakers on Programme 


The annual meeting of the Power Transmission Asso- 
ciation will be held in the Hotel Commodore, New York, 
December 7th, and a busy and interesting day is prom- 
ised. Officers are hoping for a 
large attendance, as the sessions 
will be very important. The 
American Society of Mechanical 
engineers and the American So- 
ciety of Refrigerating Engineers 
will meet in New York at the 
same time, and the Sixth Na- 
tional Exposition of Power and 

' Mechanical Engineering will also 
POWER TRANSMISSION  ASSOCIATI be in progress. 
Another Sugge sted 
Emble vie 








The day’s programme will be- 
gin with the board of directors’ 
breakfast, which will be held at 8 o’clock in the lobby 
cafe, rooms A and B. At 10 o’clock separate sessions 
will be held by the association proper and the board of 
advisory engineers, the former in the west ball room 
and the latter in Tavern Room C. At 1 o’clock a joint 
luncheon will be held in the west ball room, followed by 
a general meeting. 

Those who will eppear on the programme include R. N. 
Hudson, of the division of simplified practice of the 
United States Department of Commerce; W. H. Rastall, 
chief, industrial machinery division, United States De- 
partment of Commerce; Mr. Schlink, American Engi- 
neering Standards Committee; R. T. Kent, chairman, 
American Society of Mechanical Engineers Standing 
Committee on Professional Divisions; W. L. Batt, presi- 
dent, S. K. F. Industries, Inc., New York; W. H. Fisher, 
secretary and sales manager, T. B. Wood’s Sons Com- 
pany, Chambersburg, Pa., president of the Power Trans- 
mission Association, and William Staniar, belting and 
transmission engineer, E. I. du Pont de Nemours & Co., 
chairman of the board of advisory engineers of the 
Power Transmission Association. 

MERCHANDISING RECEIVING ATTENTION 

Another important group has been appointed by the 
executive committee, to be known as the Merchandising 
Advisory Committee, and one of the main reports at the 
annual meeting will be that of this committee. W. W. 
French, advertising manager, Dodge Manufacturing Cor- 
poration, Mishawaka, Ind., is chairman of the commit- 
tee, and the other members are: J. H. Hopkins, adver- 
tising manager, Chicago Belting Co., Chicago; W. W. 
Warr, The Manhattan Rubber Mfg. Co., Passaic, N. J.; 
Kk. T. Cregier, sales manager, The Medart Company, St. 
Louis; Wylie K. Lee, president, Clipper Belt Lacer Co., 
Grand Rapids, Mich.; H. M. Carroll, advertising man- 
ager, Hyatt Roller Bearing Co., Harrison, N. J.; Russell 
C. Ball, president, Philadelphia Gear Works, Philadel- 
phia; F. E. Barth, vice-president, Graton & Knight Co., 
Worcester, Mass.; E. A. Emmons, sales manager, Foote 
Bros. Gear & Machine Co., Chicago. 

“This committee will be added to from time to time,” 
stated W. S. Hays, executive secretary of the associa- 
tion. “It is the intention to include men who, it is 
believed, will be valuable as chairmen of sub-committees 
to be appointed later on. There will be appointed on 
December 7th two outside advisory committees to this 
committee, one on dealer relations and the other on pub- 


Merchandising Advisory Committee Named 


lisher relations. The members of these committees will 
be from leaders among dealers and publishers interested 
in mechanical power transmission. 

“One of the main reports and recommendations to be 
made before the annual meeting is that of the Merchan- 
dising Advisory Committee. Mr. French and other mem- 
bers of the committee have been giving the matter 
considerable thought and most constructive reeommenda- 
tions are anticipated from them, both in regard to 
activities of the association along advertising and mer- 
chandising lines and of individual members of the asso- 
ciation.” 

The important business to be transacted and sub- 
jects to be discussed at the annual meeting will be found 
in the following advance programme: 


Association Meeting, 10 A. M—West Ball Room 


Report of president. 
Report of treasurer. 


® 














W. H. FISHER 


Adoption of constitution and by-laws. 

Appointment of nominating committee. 

Report of surveys. 

Recommendations of 
mittee. 

Report of nominating committee. 

Election of directors. 

Discussion. 


merchandising advisory com- 


Other business or matters members may bring up for 
action or discussion. 


Board of Advisory Engineers Meeting, 10 A. M—Tavern 
Room C 

Opening remarks by Chairman Staniar. 

Discussion of proposed Staniar Power Transmission 
Association Handbook to be published late in 1928. 

Approval of sections. 

Assignment of sections for preparation not already 
covered by chairman’s data and plan. 

Appointment of sub-committee for first editorial 
review. 

(Continued on page 72C) 
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Edison, National and Westinghouse Mazda Lamps 


with the famous 


KULP THEFT-PROOF 


No More Stolen Lamps! Users Save 
Thousands of Dollars Annually! 


Kulp Theft-Proof Lamps — always 
popular with industrial plants, rail- 
roads, hotels and public buildings— 
will now be in greater demand than 
ever. Due to contracts just closed, 
Edison, National and Westinghouse 
Mazda Lamps can now be had with 
Kulp Theft-Proof Bases. Such lamps 
can be purchased against present 
standard lamp contracts with their 
attendant discounts. 


Firms serving industrial, railroad or 
other large buyers of lamps are en- 
thusiastic over the theft-proof feature 
of Kulp Bases. Users demand them, 
when they learn they serve as a check 
on the 15 to 30% losses sus- 


—basements, corridors and rooms of 
office buildings—all require such pro- 
tection. The field is unlimited. Are 
you prepared to supply the demand? 
Your patrons will welcome the extra 
service given by Kulp Theft-Proof 
Bases. 





Large lamp users insist upon Kulp 
Bases. Once screwed into a socket 
they cannot be removed during the 
life of the lamp, or until the bulb is 
broken for removal. They save not 
only the cost of stolen lamps, render 
100¢¢ service during full life, reduce 
hazard and increase safety—but the 
theft-proof feature is built into the 
base, requiring no special 





tained through theft alone. 
Machine shops, foundries, 
factories, mills, industrial 
plants of every sort—rail- 
road shops, roundhouses, 





sockets, fixtures or wiring. 
Mail coupon below for de- 
scriptive literature. A FREE 
sample lamp will be sent 
recognized concerns upon 





stations and terminals 


Kulp Theft-Proof Lamp Co. 


360 N. Michigan Ave. 


General Offices: 


Chicago, Ilinois 


request. State voltage. 


Name 
Address 


City 
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\ Few | sers: 


Standard Oil Co. 
International Harv ter 
General Motors 
Commonwealth 
Edison 
Pullman Company 
Bethlehem Steel 
American Tobacco 
Anaconda Copper 
N. Y. Central Ry. 
U. S. Gypsum 
H. J. Heinz 
Ford Motor Co. 
American Can 
and hundreds of 
others 
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Kulp Theft-Proof Lamp Co. 
360 N. Michigan 
Chicago, Hlinois. 


Avenue 


Please send me literature descriptive of Kulp 
Theft-Proof Lamps. 


State 
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(Continued from page T2A) 
Adoption of procedure for final approval of board. 

Discussion of other board activities. 

Approval of proposed recommendations to association. 

Tentative draft submitted to each member in advance 
and all desirable mail suggestions and corrections will 
1ave been included.) 

Suggestions of any additions to board to make it thor- 
oughly representative of designing and operating engi- 
neers in various industries. 

Discussion of other matters members of board may 
bring before meeting. 


Joint Luncheon, West Ballroom—1 P. M. 

Greeting by President Fisher. 

What Can the Department of Commerce Do to Improve 
Domestic Sales and Conditions in Transmission Indus- 
tries ?—W. H. Rastall, Chief, Industrial Machinery Divi- 
sion, U. S. Department of Commerce. 

Mechanical Power Transmission and the American 
Society of Mechanical Engineers.—W. L. Batt, President, 
S. K. F. Industries, Inc.; R. T. Kent, Chairman, A. 5. 
M. E. Standing Committee on Professional Divisions. 

Address, “Mechanical Power Transmission Economies.” 


William Staniar, Belting and Transmission Engineer, 
Ek. I. du Pont de Nemours & Co. 

Presentation of Recommendations of Board of Advis- 
ory Engineers. 

Possiblties of Applying Advantages of Simplified Prac- 
tice to Belting and Other Power Transmission Indus- 
tries.—R. N. Hudson, Division of Simplified Practice, 
U. S. Department of Commerce. 

Report of Survey Committee, Chicago Leather Belting 
Club. 

Report of progress in Standardization of Driven 
Speeds.—Mr. Schlink, American Engineering Standards 
Committee. 

Members of the American Society of Mechanical Engi- 
neers are cordially invited to participate in these sessions 
and luncheon. 

Manufacturers of mechanical power transmission ap- 
purtenances, accessories and supplies are invited to attend 
the association morning session to learn first-hand about 
the progress of work of this new association and plans 
for future activities, and to receive the report of the 
Board of Advisory Engineers at luncheon and participate 
in discussion of the afternoon. 

The Power Transmission Association announces the 
following recent additions to its board of advisory engi- 
neers: Walter C. Beckjord, American Light & Traction 
Co., New York; H. D. Fisher, New Haven Pulp and 
Board Company, New Haven, Conn.; S. 8. Ingman, South- 
eastern Contracting Corp., Savannah, Ga.; L. F. Adams, 
General Electric Company, Schenectady, N. Y.; L. L. 
Goding, Wagner Electric Company, St. Louis; R. W. 
Owens, Westinghouse Electric & Mfg. Co., East Pitts- 
burgh, Pa.; M. M. Fitshugh, Newport News Shipbuilding 
& Dry Dock Co., Newport News, Va.; L. W. Robert, Jr., 
Robert & Company, Inc., Atlanta Ga. 
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COMPANY IN RECEIVERSHIP 
Wickwire Speneer Organization Expected to 
Greatly by Voluntary Action 

The Wickwire Spencer Steel Company, New York, vol- 

untarily went into receivership under date of October 

22nd, and Edward C. Bowers and Charies L. 
were appointed receivers by the court. 

“Mr. Bowers has been for the last two years presi- 


Senefit 


Feldman 


dent of the corporation, and his appointment as active 
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director of affairs denotes greatest confidence in his 
direction of the company’s business and in his ability to 
carry on to successful termination the present readjust- 
ment proceedings,” says a statement issued by the com- 
pany. “It is expected they will make the company one 
of the strongest financially in its line of endeavor. 

“Mr. Bowers’ appointment has insured the retention of 
the present organization, which covers administration, 
operation and selling. All plants will be operated as 
heretofore without shut-down. Any unfilled commitments 
on the books of the company will be successfully handled, 
as will future business that is placed with it. There 
will be no rearrangement of the selling organization in 
any respect, and sales contacts which customers have 
had will be maintained as in the past.” 

The American Wire Fabrics Corporation, while a sub- 
sidiary of the Wickwire Spencer Steel Company, is not 
in the receivership and is in no way affected by these 
proceedings. 


oe 


BOOKLET AIDS SELLING 


Somers, Fitler and Todd Company's “Products of Merit” 
Handy for Buyers and Salesmen 

Somers, Fitler & Todd Co., Pittsburgh, distributor of 
machinery and supplies for mills, mines, railroad and 
contractors, has published a handy little booklet entitled, 
“Products of Merit,” which shows many of the lines for 
which the company is exclusive or semi-exclusive dis- 
tributor. 

The booklet, which was arranged by the Somers, Fitler 
& Todd Co. advertising department, is about 814 by 514 
inches in dimensions and contains 24 pages and an 
attractive cover. It contains brief descriptions and good 
illustrations, and is in two colors. The company states 
in its foreword that the purpose of the booklet is to give 
the buyer accurate information in a handy form and to 
make him better acquainted with the “House for Better 
Service,” also to assure him that adequate stocks to take 
care of the demand for these products are always on 
hand in the company’s warehouses. 

William T. Todd, Jr., sales manager of the Somers, 
Fitler & Todd Co., stated that these books are distributed 
personally by the salesmen, and are not sent out by 
direct mail, as is advertising literature. 

“The booklet is a help to our salesman in talking to 
prospective customers, as by showing them the items in 
the booklet, he can back up our statements that we are 
in position to render service,” stated Mr. Todd. 
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AUTO EQUIPMENT EXPOSITION 
Many Manufacturers Exhibited Their Products at An- 
nual Show in Chicago in November 

The twelfth annual convention of the Automotive 
Equipment Association, and the exposition staged in con- 
nection with it, were held in the Coliseum, Chicago, No- 
vember 7th to 12th. Many manufacturers and jobbers 
were in attendance, and the meetings and exhibit were 
highly successful. Among the manufacturers who had 
space at the exposition were the following: 

American Chain Co., Inc., Bridgeport, Conn.; Apple- 
ton Electric Co, Chicago; Bastian-Blessing Co., Chicago; 
Bonney Forge & Tool Works, Allentown, Pa.; Binks Spray 
Equipment Co., Chicago; Blackhawk Mfg. Co., Milwau- 
kee; Brunner Mfg. Co., Utica, N. Y.; The Black & Decker 
Mfg. Co., Towson, Md.; Berger Mfg. Co., Canton, Ohio: 
The Billings & Spencer Co., Hartford, Conn.; The Car- 
borundum Company, Niagara Falls, N. Y.; Crescent Tool 
Co., Jamestown, N. Y.; Canedy-Otto Mtg. Co., Chicago 





Heights, Ill.; Columbus McKinnon Chain Co., Tonawanda, 
N. Y.: Curtis Pneumatic Machinery Co., St. Louis; The 
Columbian Vise & Mfg. Company, Cleveland; Dover 
Stamping & Mfg. Co., Cambridge, Mass.; Federal-Mogul 
Corporation, Detroit; Hide, Leather & Belting Co., In- 
dianapolis; The Imperial Brass Mfg. Co., Chicago; Johns- 
Manville Corporation, New York; Keystone Reamer & 
Tool Co., Millersburg, Pa.; Kennedy Manufacturing Com- 
pany, Van Wert, Ohio; Kellogg Mfg. Co., Rochester, 
N. Y.; Lyon Metallic Mfg. Co., Aurora, Ill.; David Lup- 
ton’s Sons Co., Philadelphia; McCord Radiator Mfg. Co., 
Detroit; Noera Mfg. Co., Waterbury, Conn.; M. L. Ober- 
dorfer Brass Co., Syracuse, N. Y.; Pyrene Manufacturing 
Co., Newark, N. J.; Wm. E. Pratt Mfg. Co., Chicago; The 
Chas. Parker Co., Meriden, Conn.; Rees Mfg. Co., Pitts- 
burgh: The Russell Mfg. Co., Middletown, Conn.: The 
L. 5. Starrett Co., Athol, Mass.; Smith Welding Equip- 
ment Corporation, Minneapolis; Stevens, Walden-Wor- 
cester Co., Worcester, Mass.; South Bend Lathe Works, 
South Bend, Ind.; United States Air Compressor Co., 
Cleveland; The United States Electrical Tool Co., Cin- 
cinnati; Van Dorn Electric Tool Co., Cleveland; Wright 
Mfg. Co., Lisbon, Ohio; J. H. Williams & Co., Buffalo; 
The Yale & Towne Mfg. Co., Stamford, Conn. 
oi? 

PASSAIC EXHIBIT A SUCCESS 
Second Annual Exposition Conducted by Central Sup- 
ply Co. Attended by Thousands 

The second annual exposition for manufacturers of 
factory, heating and plumbing supplies conducted by the 
Central Supply Co., Inc., Passaic, N. J., in its building 
at 838-856 Main avenue, from November 16th to 19th 
Was an unqualified success, according to Louis Levy, 
president of the company. One hundred booths were 
occupied this year, compared with 60 last year. 

“Everywhere the most favorable comment was made, 
and judging from the interested attitude of the people, 
we feel we have not only boosted Central Supply Co., but 
all those industries allied with us in the exhibition; and 
created that which is the keynote of all success—good 
will,” stated Mr. Levy. “Even the most disagreeable 
weather did not keep the crowds away, and we can 
safely say that between 20,000 and 25,000 visited the 
exposition. Of particular note is the fact that owners, 
plant managers, superintendents and other executives 
thought it worth their while to come themselves. and 
then took the time to congratulate us upon our success 
in such an enterprise. Such reaction is indeed most 
gratifying.” 

Among the companies exhibiting at the show ind 
some of those in charge of the exhibits were the follow- 
ing: U. S. Air & Vacuum Valve Co., East Boston, Mass., 
J. J. Murphy; Duriron Co., Dayton, Ohio, A. K. Smalley; 
S. K. F. Industries, Inc., New York, C. A. Decker and 
D. W. McAllen; Cleveland Twist Drill Co., Cleveland; 
Jenkins Bros., New York, J. A. La Due; The Unishear 
Co., Inc., New York, D. S. Lane and H. J. Weller; Nye 
Tool & Machine Works, Chicago, Harry Olsen; The 
Swartwout Co., Cleveland, J. W. Johnson; Van Dorn 
Electric Tool Co., Cleveland, George Whitman; Reading 
Tron Co., Reading, Pa., S. H. Blackwood; McLean Mfg. 
Corp., New York, E. H. Gill; The Oster Mfg. Co., Cleve- 
land, H. W. Oster; Johns-Manville Corp., New York, 
J. F. McMahon; Wright-Austin Company, Detroit; 
Reading Steel Casting Co., Bridgeport, Conn., W. W. 
Case; The American Engineering Co., Philadelphia; 
Stanley G. Flagg & Co., Inc., Philadelphia; Eddy Valve 
Co., Waterford, N. Y.; David Lupton’s Sons Co., Phila- 
delphia, L. R. Nachman; Diamond Expansion Bolt Co., 
Garwood, N. J., E. Jones; The Borden Co., Warren, Ohio, 
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M. Mitchell; Everlasting Valve Co., Jersey City N. J.; 
Central Tube Co., Pittsburgh; Foster Engineering Co., 
Newark, N. J., George E. Breece; Sarco Co., Inc., New 
York, H. W. Angerley; The Leslie Co., Lyndhurst, N. J., 
J. A. De Long; Fairbanks, Morse & Co., Chicago, E. W. 
Knauer and W. G. Kenyon; The Josam Mfg. Co., Michi- 
gan City, Ind., R. O. Stickles; Grinnell Company, Provi- 
dence, R. I., Eugene Moran, W. Readey. 
a 
NEW ORGANIZATION CREATED 
American Leather Belting Association Formed, with 
Frank H. Willard as President 
A new organization, to be known as the American 
Leather Belting Association, was formed with the aim 
of bettering the condition of the leather belting industry 
at a meeting in New York October 20th, and the follow- 
ing officers were chosen: 
President—Frank H. Willard, Graton & Knight Com- 
pany, Worcester, Mass.; first vice-president—R. M. 
Pindell, Jr., Alexander Bros., Inc., Philadelphia; second 





FRANK H. WILLARD 


vice-president—G. H. Fisher, The Fisher Leather Belting 
Co., Philadelphia; secretary-treasurer—Julian  Alex- 
ander, E. P. Alexander & Son, Inc., Philadelphia; Exec- 
utive Committee—Frank H. Willard (ex-officio) ; 
Messrs. Pindell, Fisher and Alexander, and Edward H. 
3all, Chicago Belting Co., Chicago; G. Arthur Schieren, 
Chas. A. Schieren Co. New York; P. C. Brown, I. B. 
Williams & Sons, Dover, N. H., and W. T. Bell, Page 
Belting Co., Concord, N. H. 

“The association aims to better the condition of the 
leather belting industry but has no specific objectives at 
the present time,” stated President Willard. “We will 
probably collect statistical information that will be of 
benefit to belt makers as a whole, and will develop other 
activities as occasion may warrant.” 


no 


Babbitt Meta! Consumption 

The total apparent consumption of babbitt metal in 
October was 5,115,598 pounds, compared with 4,792,367 
in September and 5,471,086 in October, 1926. These 
figures are based on reports received by the department 
of commerce from 31 firms, this consumption being cal- 
culated from sales by manufacturers and consumption by 
those firms consuming their own production, including 
several important railroad systems. Of the total October 
consumption, 3,860,239 pounds was on sales by manu- 
facturers. 
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Methods of Compensating Salesmen 


While No Single Method Fits All Cases. There Are Various Factors 
and Systems to Be Considered in Determining the Best Plan 


J. J. BERLINER, B: C. S. 


Senior Member of The National Accounting Systems 


There is no single method of compensating salesmen of the results that have been secured during that period. 
that will work equally well for all types of representa- At the end of the calendar year, which is also the 
tives or all types of business, or fit in with all conditions fiscal year, sales results as compared with the sales 
of selling, but here are certain elements relative to com- quotas for the entire year are computed. 
pensation that must be considered by all business houses. Next is determined the percentage by which sales re- 
These elements may be classified in the following way: sults for the year exceed the year’s quota. This favor- 


1. A subsistence salary. $$$ _ able percentage, if any, is divided 
) 


te : con “i | : 

2. A commission for sales above a What Method Do You Employ? | among the salesmen in accordance 
Bong . with their accomplishments. 
In establishing vour method of | \d ; : lisad ' f 
. : Advantages and disadvantages o 
remunerating salesmen, have vou FF g dys wnie! ‘ a 
. ; . . ~ ¢ | tne salary and co ssk 2tTNods 
taken into consideration all the vari- | the salary and commission methods 
| 


set quota, such commission to be 
graded by the net profits to be real- 
ized. 


3. Bonuses for unusually good 


. jay be ined as follows: 
ous factors that should be borne in | ™2Y > outlined as follows: 
performances—the bonuses for re- : 


mind? Have vou, for instance, care- 
fully weighed the advantages and dis- 
advantages of the salary and commis- 


; a ; : Advantages of Salary Method 
ductions in selling expenses being of 


— Secures adherence to sales prin- 
timely importance. 

ciples of the house. 

sion methods? Have you thought of | Allows 
the different performances for which 
bonuses might be paid? Have vou 
considered net profits on sales and of clerical work. 

reduced selling expenses, for which Has authority of long usage. 
the members of your sales force Leaves the house free to transfer 
might be rewarded? Have you taken | oa yogmen to other departments or 


account, in your method of payment, 


4. Penalties for slovenly perform- 
ae for proper degree of de- 
ances. MD cst 
velopment of missionary work. 


Easy to compute, eliminating a lot 


5. A money equivalent for all serv- 
ices the salesman renders. 

In general, the method of com- 
pensation should be designed to de- 
velop the best efforts of salesmen, 
to provide for their living and busi- 





Spas we F ee s territories. 

ness expenses and something besides, | of the services rendered by salesmen ; 

all at an expense in line with the | other than actually bringing in orders | Disadvantages of Salary Method 
present day demand for lower costs services which should be ener- | Salesmen often grow dissatisfied 


of distribution. 


getically encouraged? Have vou ever 
Following is the method of com- 


thought of the point svstem of com- 


pensation used by one large com- | pensation? J. J. Berliner, B.C. S.. 
pany: 


when salaries are not raised fre- 
quently. 

Does not stimulate the salesman 
to his best efforts. In different 


} 
| 
| 
| 
calls vour attention to these various | 

factors and systems in this very inter- | fields, some companies have found 
| 


A salary payable monthly is estab- 


lished at the beginning of the year | esting article, one which every dis- | that by changing from salary to a 


for each salesman. The factors con- | tributor and manufacturer of mill | commission basis, the salesmen’s 
sidered by the manager in establish- | supplies can read to advantage. business has improved; on the other 


ing the salary are: First, person- — a hand, other houses have found that 


when they changed from a commission to a salary basis, 
magnetism; second, knowledge of the product, company — better work has resulted. 
policies and other valuable information; third, sales ac- 
complishments, his total sales compared with potential 
sales, and company brand merchandising; fourth, prob- 
able future value to the company. 

Furthermore, the sum of the total salaries must be 
such as may be included equitably in the operating bud- 
get established at the beginning of each year by ihe 


ality—his initiative, aggressiveness, industry, habits and 


Advantages of Commission Method 
Compensation is measured directly by the results. 
The risk and responsibility is placed upon the sales- 

men. 
Salesmen are stimulated to harder work in order to 
increase their income. 


general manager of sales, with the approval of the presi- Disadvantages of Commission Method 

dent. Relation between salesmen and house is likely to be 
In addition to the guaranteed salary, a commission is distant. 

payable to each salesman, which is determined as fol- Encourages overselling to the neglect of service and 

lows: 


missionary work, or calling on prospects. 

Sales quotas are assigned for each salesman, territory Too much is earned by the salesmen in periods of 
or article at approximately ten percent less than ihe prosperity, and too little in times of depression. 

sales expectancy. Difficulty found in determining a proper rate of com- 
Sales results are weighed with the price thereof, and mission. 

thereupon total percentage of results to the sales quotas 


Very frequently, with the best of intentions, a com- 
for each month is determined. 


pany and a salesman enter into a commission arrange- 
Sales quotas are announced at the beginning of each ment under which the remuneration turns out to be 


half year, and the results computed at the conclusion either too small or too large. 


If it is too small, the sales- 
thereof. 


man is dissatisfied and it must soon be increased. If it 


At the end of the first half year announcement is made is too large, the salesman is still more dissatisfied in 
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case of reduction, and yet if it is not reduced, other 

salesmen in positions of like importance are dissatisfied. 
VARIATIONS IN METHOD 

1. Straight commissions 
all sales. 


a fixed percentage paid on 


2. Sliding commission—commission percentages in- 
creased as definite sales totals are reached. 

3. Group commission merchandise divided into 
groups, each carrying a different rate of Commission. 

4. Commission and drawing account 
teed, or applied against earnings. 


either guaran- 
(There is a growing 
realization of the necessity for allowing a salesman a 
regular and fixed income, not large enough to encourage 
loafing, but sufficient to cover living and business ex- 
This holds true particularly for new men, or 
old men working new territory. Thus one company has 
found from years of experience in handling specialty 
salesmen that the commission plan of compensation with 
a weekly drawing account has proved most satisfactory. 
This company requires the salesmen to establish a credit 
balance before they draw more than their weekly draw- 
ing account, and while debit balances may run to consid- 
erable figures on men temporarily not producing, the 
conditions existing must be taken into consideration 
before discharging them on this account. When sales 
come hard, it is necessary to be a little more lenient in 
this respect than at other times, and the purpose and 
value of the drawing account is to relieve the worry 
incidental to a straight commission basis and to assure 
a man a weekly compensation on which he can rely.) 


penses. 


5. Salary and commission on sales over quota. 

An illustration of the latter method is the practice of 
one company which pays the salesman a moderate salary 
on an amount of business which it thinks the territory 
should yield, and then gives him a commission for sales 
over and above the volume. In effect, the salesman must 
do a given amount of business to earn his salary and 
hold his job and he shares in any sales above this mini- 
mum. 

Where quotas are fairly set, salesmen are wont io 
enter into this arrangement enthusiastically. 

BONUSES AND OTHER ADDITIONAL REWARDS 

The bonus is not a method of regular compensation, 
but an additional reward for particularly meritorious 
service, over and above salary or commission. 

Bonuses are given for a variety of performances. 
They may be paid for the largest volume sold in dollars 
or quantity, for the largest increase in percentage over 
the quota for a given territory, or for the best record on 
outstanding accounts. A company desiring wide distri- 
bution may offer a bonus for the most calls made, for the 
most customers sold, or for the greatest number of new 
customers added. A firm desiring to encourage new 
salesmen may give a bonus for the best record of the 
salesman employed by it for two vears or less. Addi- 
tional compensation may be given also for selling slow 
moving merchandise, seasonable specialties and package 
versus bulk goods. 

A form of bonus that has much to commend itself is 
that granted for a saving in the percentage of selling 
expense. A selling expense percentage is fixed, based 
upon the actual experience of prior years, and any saving 
of actual over allowed selling percentage is shared with 
the salesman. 

An equally significant form of bonus is that paid on 
net profits. All sales are not equally profitable. Compe- 
tition whittles away the profits of some lines; and, 
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furthermore, the margin of gross return, the percentage 
of selling and administrative overhead and the rate of 
turnover vary on different classes of products. A satis- 
factory method of compensation must not only stimulate 
volume, but the most profitable kind of volume, through 
sales showing the best net return. This was a need felt 
by the company which instituted the following method of 
compensation. 
REWARD FOR GOOD NET PROFITS 

The salesmen are equipped with costs of all commodi- 
ties as well as maximum and minimum selling prices, 
this range of selling prices being quoted so that they can 
talk intelligently with the customer who wants to pur- 
chase in very large quantities. The company pays the 
salesmen, first, a wage and expense allowance, and, sec- 
ond, a bonus if they exceed the dead line between profits 
and losses on their sales. In putting salesmen on this 
profit-sharing arrangement and furnishing them with 
costs, the company has found that they endeavor at all 
times to sell profitable merchandise. Also, where they 
find a customer’s order containing many low-profit items, 
they try to sell him some items ot larger profit to absorb 
the shrinkage that they would show on the short profit 
ones. 

If the company finds that the salesman’s business does 
not show at the end of the month the desired percentage 
of profit, the matter is discussed with him in an effort to 
bring his profits for the future to the desired basis. It 
is seldom, however, that the firm is compelled to take 
this step, as the salesmen know the profit they must aim 
for and nearly always secure it. 

Firms that have the interest of their salesmen upper- 
most in mind give a bonus for the greatest improvement 
in efficiency, which is determined by a consideration of 
all those factors that go to make up a valuable salesman 
productiveness, i. e., the securing of profitable business; 
economy, as shown by expense accounts; industry, as 
shown by the number of calls; aggressiveness, illustrated 
by the number of new customers secured; trustworthi- 
ness, shown by an absence of complaints. 

Bonuses are often used to develop the spirit of co-oper- 
ation. Thus they are given to sales branches or depart- 
ments upon attaining business in excess of quota, and 
are shared by the branch or department manager and 
the salesmen. Again, the sales contest is widely used 
to create the spirit of play in selling, to give vent in a 
healthy way to the element of rivalry and competition. 
Where organizations are large enough, branch is set off 
against branch, division against division. It is becom- 
ing a popular device to adopt much of the machinery of 
the baseball pennant race, with its teams, captains, scores, 
etc. In this way the contest relates itself closely to the 
life and imagination of the men. Mid-season results are 
frequently bulletined and distributed, and the interest is 
maintained at fever heat. In contests of this sort care 
should be taken to place men and branches or depart- 
ments on an even footing, insofar as possible. 

ANALYSIS OF THE TASK—THE POINT SYSTEM 

A leading authority on methods of compensation for 
salesmen stated that “methods of compensation for sales- 
men require an appraisal of the job to be done. Find 
out what the job is worth and the concern is willing to 
spend to accomplish the job. Also find out what the 
operations are and how much the concern is willing io 


spend of the total sum, or how much should be paid for 


each operation. Then take into consideration the indi- 


vidual, his cost to live, his expenses, his ab‘lity, his right 
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th 
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to save and accumulate and the need of stimulation 
through incentives.” 

The desire to reach a fair basis of compensation leads 
invariably to an analysis of the job or task. The ulti- 
mate object of the salesman is obviously to sell goods, 
but there is much else he must do before and after re- 
ceiving an order, for the salesman is the manufacturer’s 
or distributor’s representative in the field. 
much to win back customers once alienated, and he must 


He can do 


be ever alert for new customers. 

The salesman for the manufacturer can report on the 
advertising activities of the dealers, whether they are 
advertising independently or whether they are using the 
firm’s literature, and perhaps he can induce them to use 
the company’s electrotypes or give window display to its 
All advertising material costs money and it 
pays to check up and intelligently guide its use by the 
dealer. Here the salesman can do much good work. 


products. 


Moreover, the salesman can materially assist the credit 
department by informing it promptly of a turn for the 
better in a weak account, or a turn for the worse in 
what was a dependable account. He can make a local 
investigation of a new account, and, by quick action, be 
able to save loss on a failing account. 

The right kind of salesman will do a certain amount 
of prospecting and missionary work, making calls where 
he does not expect immediate orders, and striving in 
every possible way to widen the scope of distribution. 
He may even secure mailing lists from dealers. The alert 
salesman will report back to the production department 
alleged defects, strong points and suggested changes in 
the company’s products. and he will overlook no oppor- 
tunity to demonstrate the use or operation of his ma- 
terial. 

To encourage all such beneficial activity on the part of 
salesmen, companies are definitely recognizing its worth 
by paving for it exactly as they might for orders re- 
ceived. Payment for services as well as sales involves 
finding some common denominator and this is obtained 
by using the point system of compensation. The sales 
of the product requiring the least resistance usually 
furnish the unit of measure and a point is given for 
every dollar of sales of such product. From this founda- 
tion a table of values is established for every kind of sale 
and service rendered. Additional points per dollar of 
sales are granted for products offering increased net 
profits, for products especially hard to sell, for products 
that are being closed out. The salesman, too, will be 
credited for every kind of service he may render. He 
will be given points for turning in sales reports promptly, 
for calls made without sales, for assistance to the credit. 
advertising or production departments. for demonstra- 
tion of products, and for securing particularly desirable 
new business. 

Not only is the salesman given points for desirable 
performances, but he is penalized for those actions which 
do not reflect credit upon the house. Penalties are in- 
fiicted, for example, for misrepresentation of wares, ex- 
cessive returns of merchandise and the loss of customers. 
The salesman may even be held responsible in part for 
losses from bad debts. 

<i @ 
Plumbing Fixture Prices 

The October wholesale price of standard plumbing 
fixtures for a six-room house, as collected by the depart- 
ment of commerce from reports of 12 representative 
manufacturers and wholesalers, was $104.71, as com- 
pared with $104.51 in September, $106.19 in October, 


SI 
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1926; $111.77 in October, 1925, and the year’s average 
» 
3) 


for 1915 of $67.58. There was a decline in price from 


January, 1925, to last October of $10.57. 
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CO-OPERATION WITH DEALERS 
flow the MeCrosky Tool Corporation’s Factory Men 
Work with Distributors’ Salesmen 
How the McCrosky Tool Corporation, Meadville, Pa., 
manufacturer of machine tools and accessories, co-oper- 
ates with dealers in the sale and servicing of its 
products, is told in an interesting article in Class and 
Industrial Marketing. R. W. Thomas, secretary and ad- 
vertising manager of the company, is quoted as follows: 
“We send a representative to work with the dealer’s 
salesmen. This representative is a factory man with 
sales experience. He is able to go into a shop and show 
the machine operator how our tools can save him time 
and labor. He is also an expert service man and can 
clear up difficulties that our tools may have encountered 

on the job. 

“Our dealers usually give this man an opportunity to 
talk to a group of their salesmen and emphasize the 
important selling points of our tools. From this group 
our service man picks one salesman, or one is assigned 
to him by the dealer. Together, they make the rounds 
of the most important customers and prospects in that 
territory. The representative proceeds in his usual 
manner, and the dealer’s salesman is mainly an observer. 
The purpose of this method is to coach at least one man 
in the dealer’s organization until he has a working 
knowledge of our tools and their service requirements. 

“When working with our dealer’s salesmen, our service 
man always emphasizes the fact that he will return regu- 
larly to the territory and will be available for special 
service calls. In this way we not only develop a particu- 
lar representative among the dealers’ salesmen, but we 
establish in the mind of the customer the idea that we 
can give him direct assistance when this is needed. 

“When we first started this plan there seemed to be 
some fear in the minds of dealers that we were prepar- 
ing to deal direct with the prospects. After a dealer 
has once got the real idea, however, he welcomes co-oper- 
ation of this kind. and asks for more, rather than less 
help.” 


<= 


HOW HOUSE WAS FOUNDED 
A. Me Holter Had Difteulty Getting Supplies. So Started 
Business Bearing His Name 

wi "Way back in 1867, Anton Holter found it difficult to 
obtain equipment for his several saw mills, one of which 
was in Helena, Mont., as well as general merchandise, so 
he built a shack from boards from his own mills and 
stocked it with general merchandise, and this was the 
origin of the A. M. Holter Hardware Co., of Helena, 
distributor of hardware, engines, boilers, machinery, pipe 
and fittings and auto supplies. 

A large part of the stock Mr. Holter carried in his 
shack was to supply the needs of his saw mills, but he 
also supplied the townsfolk. He was forced to travel 
across the plains to St. Louis for his first hardware 
stock. The business grew and prospered, and in 1873 
Mr. Holter found it advisable to drop the general mer- 
chandise lines. The business was known as A. M. Holter 
& Bro., from 1867 to 1887, Anton Holter’s brother, M. M. 
Holter, having been associated with him; but in 1887 it 
Was incorporated under its present name and a new build- 
ing erected. The structure was so carefully planned 
that it still adequately houses the business. 
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Use Horse Sense With Your Employes 


Organization Is Basis of Success and Employers Should Pay 


Attention to the Little Things Inspiring Loyalty and Efficiency 


AS TOLD TO EDSON RICH 


The president of the manufacturing company sat at 
his desk and drew four circles. He designated them from 
one to four—organization, production, overhead and 
sales, respectively. 

“Tf there is something wrong with things, don’t try to 
mend them wrong end to,” he said, as he placed his pen- 
cil on the marked You can speed up 
sales and help matters along a little, but that won’t last. 
Pressure selling is all right for a while, but you can’t 
keep that up indefinitely. You can also raise the price 
of a commodity, but neither does that work a permanent 
cure.” The pencil moved to “overhead.” “Or, you can 
concentrate on overhead, being careful not to spend 
twenty cents looking for a nickel. Then, there’s 
something to be said for production. 


“sales.” “ 


circle 


too, 


“But,”’ and the point made several emphatic dots over 
the circle labeled ‘‘organization,” “it’s your organization 
that counts. When your organization is riding along on 


the ground you aren’t going to get anywhere with your 


business. When you haven’t that something called 
‘esprit de corps’ there is no use in working. If, how- 
ever, your employe is getting consideration and feels 


that the business depends upon him, he is bound to re- 
spond, and the business with him. 
BUILD UP MORALE QUIETLY 

“My point is that you can’t run an organization on 
Billy Sunday tactics and expect to build for permanence. 
I have little patience with so-called efficiency, over-sys- 
tem, committee meetings, conferences, pressure-selling. 
I believe in going along without making a fuss and seeing 
to it that the morale of the people who are working with 
you is up. 

“Don’t get the idea that I am disparaging the impor- 
tance of those other three factors,” he went on. “I can 
quote you figures, if you like, to prove that we have paid 
close attention to each one. There has been a speeding 
up of selling, there have been the usual rearrangements 


to cut costs, and, as vou know, a good deal has been 
done about production. But it started with organiza- 
tion.” 

“You mean the relation of the employer to the em- 


ploye, don’t you?” the manufacturer was asked. 

“Call it that if vou like,” he replied, and went on: “I 
used to work in a factory. Like the men out in these 
shops, I used to sit around at noon and tell how I’d run 
the plant if I we Well, I’m boss now and it’s 
up to me to remember how I decided the factory ought 
to be run when I was in overalls. I know that there are 
men out there who will go farther than I ever can be- 
fore they are through. They are entitled to every con- 
sideration—don’t you think? 

“We don’t play friends and relatives here. I 
work for a relative and I never will. There are too 
many organizations that are family affairs. I recall one 
place where four sons and three sons-in-law were all 
heads of departments. No one can tell me that God was 
so kind as to place all the talent in that factory in one 
family, and its married relations. 

“Too many relations in good positions have a bad ef- 
fect on the man in the ranks. If he thinks there is 


boss. 


don’t 


someone in his road to advancement, he’s going to be 
dissatisfied. If he’s of any account, he’ll go. 

“If I don’t believe in playing friends and relatives, 
neither do I believe in employing a paternalistic attitude 
toward the men who are working with me. I mean, for 
example, sending visiting nurses around to tell work- 
men’s wives they should keep the babies cleaner and to 
brush the flies off the milk bottle. They resent intru- 
sion into what are, after all, their private affairs. 

“It doesn’t seem to me necessary to be a hail-fellow- 
well-met with those men out there, either. Don’t try to 
make people like you. If you go along and play your 
game right, you'll get along with them. You’ll get their 
respect and confidence without any slapstick stuff. Try- 
ing to make employes like you is no more essential than 
it is for a salesman to play good golf. 

COURTESY PAYS BIG DIVIDENDS 
“*Thank you’ and ‘please’ pay more dividends in a 
year than anything else. Courtesy is something that 
costs nothing, and it always pays. I know of two stores 
in this city. One is well thought of, the other not. The 
only difference between them is that one pays attention 
to courtesy and to details and the other does not. 

“Take the matter of suggestions, just by way of illus- 
tration. If you come to me with a suggestion and | 
rustle the papers on my desk and laugh at you, you'll 
go right back and think up two more good ones to tell 
me about, won’t you? Hardly. But out of a hundred 
snggestions there’s bound to be a good one. Your busi- 
ness depends upon the man in the ranks. Lack of cour- 
tesy destroys initiative. 

“We don’t give a lot of orders. That isn’t saying 
that we don’t do a lot of talking. If you can get the 
other fellow to think that your idea is his, he gets into 
a way of feeling that the business depends on him. 

“The first sixty days I was here I didn’t do anything 
except to familiarize myself with the business. Why 
should I? Any company that is still running must be 
80 percent right. It would be difficult to estimate the 
harm that is done when a man comes into an organiza- 
tion and jumps to conclusions—and into reform. 

“Previously there had been committee meetings every 
Tuesday, when the affairs of the company were talked 
over and suggestions made as to what could be done to 
better them. I arrived ona Monday. There was a meet- 
ing on Tuesday. There has been none since. Meetings 
are like conferences. There is lots of talking done, but 
nothing said. 

“T believe, rather, in personal contact. 
such contact with the men here. 
get more accomplished that way. 
They take time and aren’t of 
The same with rules. 
to be broken. 


I have had 
Somehow, I seem to 
We post few notices. 

much account anyway. 

All that ever happens to them is 


“You can see for yourself,” concluded the president, 
“that this relationship of employer to employe, is just 
made up of a lot of little things. After all, it all boils 
down to horse sense. The trouble is that so many peo- 
ple are looking for something big to do. ‘Now, let’s see,’ 
they say, ‘what great big thing can I do?’ It’s the 
little things, the little things that count.” 
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How Stock Turnover Was Increased 


By Inducing Customers to Keep Fair Supply on Hand Montana 


Hardware Co. Also Increased Sales Profits and Stock “Spread” 


RUEL McDANIEL 


Stock turnover is not everything, but it has a great 
deal more to do with the profit of the business than one 
may surmise without considering it thoroughly, accord- 
ing to L. G. Belveal, manager of the mine and mill supply 
department of the Montana Hardware Co., Butte, Mont. 
Also, according to this firm’s experience, it is possible to 
derive the benefits of a quick rate of turnover without 
losing the advantages of a slow rate 
of turnover. 

A greater part of this firm’s mill 
supply business is with mines and 
smelters in the district. Some firms 
to which the company sells consume 
supplies that amount to upward of a 
million dollars a year. These com- 
panies can buy in large quantities 
if they feel that it is to their advan- 
tage to do so. 

Mr. Belveal has shown his cus- 
tomers that it is to their advantage 
to carry a fair stock of their nor- 
mally needed supplies at all times. 
By so doing, he has been able to re- 
duce his own stock considerably and 
speed up turnover until it is nearly 
twice as favorable as it was a few 
years ago when he took charge of the 
department. 
ment in supply stock on hand is 
lower, the sales and profits are con- 
siderably higher. 

Obviously it is considerably easier 
to formulate such a theory than it is 


Their Problem 


age distributor of 


wider range of 


used by 
greater, 


to put it into practice. It is easier | Slory. Its method has resulted in 
increased turnover, sales and_ profits 


to plan it than to convince the cus- 


tomer that it is right. Several 
] 


factors enter into this firm’s plan of | ried on hand, as well as reduced sell- 


putting the idea across. 

First of all, Mr. Belveal maintains 
that it is essential that the mill supply department head 
and his salesmen know something about the business 
of the firms to which they sell. That is to say, he 
believes that in order to induce mine operators to stock 
goods in sufficient quantities to enable the supply com 
pany to reduce the amount of stock carried on hand at 
all times and provide a more balanced “spread,” it is 
necessary for the supply salesmen and the manager of 
the supply house to know intimately the problems and 
needs of the mine or smelter operator. 

Long before Mr. Belveal became a mill supply man, 
he was a miner. He has dug ore himself. He knows 
the kind of tools the man who does the actual digging 
needs; he knows the peculiar prejudices of the miners, 
and what they like in tools. He knows the problems of 
the safety engineer, because in the past he has been 
closely associated with that job in the mines. He knows 
the kind of equipment the engineering department of 
the mine needs, for he has worked in that department. 
Through years of practical experience, he has learned 
just what items are most commonly needed in the mines 
and the smelters; he knows what articles wear out 


The problems confronting the aver- 


somewhat different from those which 
the Montana Hardware Co. has to 
meet. The average distributor has a 
industries and a 
greater) number of plants to serve 
and the variety of items commonly 

customers — ts 
{s Mr. McDaniel points out, 
the mines and smelters, which are 
the chief customers of the Montana 
Hardware Co., use great quantities of 
certain supplies, and if this company 
were to maintain sufficient quantities 
of these goods on hand to be ready 
for any emergency, it would have 
Although the invest- | !0 carry an enormous stock, one 
which would tie up a great amount of 
capital and prevent: the company 
from carrying stocks of less com- 
monly used items. 
has met this problem is an interesting 


and a greater “spread” of items car- 


ing and delivery expenses. 


quickly, and why they wear. He can go into a mine, 
feeling at home, and talk with an engineer in the latter’s 
own terms; he can talk as intelligently as the engineer 
himself about supplies. He can do the same thing with 
the storekeeper. 

So with this intimate knowledge of the needs of his 
customers, Mr. Belveal is able to go into an engineer’s 
office, or into the storeroom of a 
mine and by practical suggestions 
show those responsible for the buy- 
ing why it is profitable for them to 
carry a fairly complete stock of the 
more commonly needed items. 

“Of course it ties up money for 
vou to carry a lot of stuff here,” Mr. 
Belveal points out, “but money with 
you fellows is a lot cheaper than 
time. What is the difference if you 
keep money tied up in a piece of 
equipment a month or two, if you 
have that article on hand when a 
breakdown demands it? For a few 
cents interest on tied up capital you 
can be assured against delays of 
hours, sometimes, while vou’re wait- 
ing to get the needed supplies. And 
another thing: If you keep a reason- 
able stock on hand yourself, you 
can get better service from us. be- 
cause we are able to buy farther in 
advance of our needs and regulate 
our buying more sensibly. If your 
stocking the more commonly wanted 
items enables us to reduce materially 
our warehouse supply of such items, 
then we release capital to invest 
other articles not so often wanted. 
but which are needed badly at times 
nevertheless; and thus we are able 
to supply you with such items out of our stock at once, 
instead of vour having to wait until we can get ship- 
ment from the factory.” 

Because Mr. Belveal talks in the customer’s own 
language and about his specific needs in such a way as 
to convince the customer that he does know what he is 
talking about, the latter reasons that Belveal probably 
is right about the advantage of the customer carrying 
a reasonable amount of stock on hand. 

By becoming closely acquainted with the engineers 
and storekeepers, Mr. Belveal has succeeded, to a degree. 
in inducing the stock man who issues a certain article 
out of the mine company’s storeroom to notify the 
proper official of such requisition and have it replaced 
in regular routine. By the customer handling the orders 
in this way, there is seldom any big rush for an order. 
Even if the supply house does not have it in stock, it 
is often possible to order it out from the factory and 
fill the customer’s requisition before the article is 
actually needed. 

It is largely a matter of getting those responsible for 
purchasing at the mines into the habit of ordering re- 
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mill supplies are 


probably 


How the company 
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Mason Standard 
Reducing Valve 


Reducing Valves 


Regulator 
Boiler Feed Line 
Regulators 
Hydraulic Damper 
»sulators 








There is a Mason Regulator 


for every kind of pressure 
designed, built and 


tested to meet the most ex- 


control, 


acting conditions of service 


and backed by national ad- 
vertising that is read every 
month by more than 150,000 
plant engineers, superinten- 
dents and others who specify 


pressure control equipment. 


Jobbers find it easier to sell 
more Mason Regulators than 
any other make. A new cata- 


log will be ready shortly. 


MASON REGULATOR CO. 


Boston, Mass. 
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Broken down—in his prime! 


Poor fellow. He caved in before he 
hardly got started. Couldn’t stand the 
gaff. 


Truck hospitals are full of these fail- 
ures. And they are costing truck users 
thousands of dollars. 

The Anchor Truck has solved the 
problem. Made of steel throughout. 
Has no wood to splinter or break. Only 
a few parts—practically nothing to get 
out of order. 

Made in a wide variety of types and 
sizes. 

Your truck customers 
Truck. Write for 
copy of Catalog 


will welcome this Anchor 
complete information and a 
> 


ANCHOR POST FENCE COMPANY 
9 East -_ St., Ney w York, m. ¥. 
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placement merchandise as the stock goes out of the stock- 
room. By so doing, they keep their own stock at an 
even level and assure themselves that they most likely 
vill have in the stockroom any ordinary item wanted, 
when wanted. 

“We find.” declares Mr. Belveal, ‘that it is more profit- 
able in the long run to buy in comparatively small quan- 
tities the lines in general demand, especially if they can 
be re-ordered and stocked with regularity, even though 
it is possible to make a slight saving by buying in large 
quantities. By following the former plan it is possible 
for us to spread our stock over a wider range and handle 
more specialties that are wanted occasionally but gen- 
erally are hard to find in stock. We speed up the turn- 
over of the more common items through regular buying 
and inducing our customers to stock and buy regularly, 
and are then prepared to accept slower movement of 
the special items which are not in regular demand, but 
which, nevertheless, help to build business and good will.” 

Not only has the firm’s plan of inducing customers to 
carry appreciable stocks of their own and order regularly 
materially aided turnover, but it has helped in other ways 
as well. For one thing, it has reduced the cost of selling. 
By getting customers in the habit of buying as their 
own stock diminishes, it is not necessary for a salesman 
to call so frequently. As a matter of fact, Mr. Belveal 
and one assistant handle the selling of the entire depart- 
ment; and that includes a considerable over-the-counter 
business. Outside selling is limited generally to good 
will visits among customers. 

In addition to reducing the cost of selling, the plan 
has reduced the cost of deliveries. By getting customers 
to stock regularly instead of having to place rush orders 
for merchandise as needed, the Montana Hardware Co.'s 
supply department has been able to reduce its delivery 
trips to one a day. A truck—or more than one if neces- 
sary—makes the rounds of the company’s free delivery 
zone each morning; and that is the only run the truck 
makes. if a customer does not place his order in time 
io make that delivery, he waits until the following 
morning. There are no special delivery runs made. 

It is possible for the department to adopt such a de- 
livery rule, and make it stick, because the average cus- 
tomer is not in immediate need of the supplies he buys. 
Because he is buying for his own stockroom, and_ not 
for immediate use, a day or two’s delay does not mean 
anything. It may be anywhere from three or four days 
to that many months before the merchandise ordered is 
actually needed. 

o—= «© — 
NEW OPERATING COMPANIES 
Two Organizations to Care for Manning. Maxwell & 
Vioore Enginecring and Vanufacturing 

Manning. Maxwell & Moore, Inc., New York, have 
announced the formation of two new operating com- 
panies to care for their rapidly expanding engineering 
and manufacturing interests: The Shaw Crane-Putnam 
Machine Co., Inc., and the Consolidated Ashcroft Han- 
cock Co., Inc. The former is a combination of The 
Shaw Electric Crane Co., Muskegon, Mich., and The Put- 
nam Machine Co., Fitchburg, Mass., while the latter is 
a combination of The Hancock Inspirator Co. and The 
Hayden & Derby Mfg. Co., of Boston, and The Ashcroft 
Mfg. Co. and The Consolidated Safety Valve Co., of 
Bridgeport, Conn. The two new operating companies 
will be operated under the sole ownership of Manning, 
Maxwell & Moore, Inc., whose general offices are at 100 
Kast 42nd street, New York. 

According to the company’s announcement, the oper- 
ations of the Shaw Crane-Putnam Machine Co., Inc., will 
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include the engineering development of new mechanical 
machines and devices, as well as the manufacture and 
sale of the present line of electric traveling cranes, heavy 
machine tools for industrial and vailroad service, and 
special production machinery. The operations of the 
Consolidated Ashcroft Hancock Co., Inc., will include the 
development of new devices for power plants, steam loco- 
motives and marine service, as well as the sale and manu- 
facture of the present extensive line of steam specialities. 

C. A. Moore, Jr., president of Manning, Maxwell & 
Moore, Inc., is chairman of the board of directors of 
the Shaw Crane-Putnam Machine Co., Inc., and Consoli- 
dated Ashcroft Hancock Co., Inc. F. J. Baumis, a vice- 
president of Manning, Maxwell & Moore, Inc., has been 
made president of the Shaw Crane-Putnam Machine Co., 
and H. D. Carlton, also a vice-president of Manning, 
Maxwell & Moore, Inc., has been chosen president of the 
Consolidated Ashcroft Hancock Co. 

iam A 
PRICE VS. QUALITY BUYER 
The Boyer-Campbell Co.. Detroit, in Its Monthly Broad- 
cast, Raps Evil of Price Cutting 

Price cutting being one of the problems receiving the 
close attention of mill supply distributors today, a mes- 
sage from a well known supply house, The Boyer-Camp- 
bell Co., Detroit, to its customers on this subject is of 
particular interest. 

Each month this company sends out a four-page adver- 
tising broadcast to its customers and prospects. On the 
first page there is always some message to readers from 
the company in letter form. In the November issue ap- 
pears a letter from J. F. Phillips, sales manager, which 
is titled, ““Price Buyer versus Quality Buyer.” 

“The foundation of sales built on service and quality 
rather than price cutting, whether by the manufacturer 
or by the distributor, is as strong and lasting as the very 
rock of Gibraltar, and it cannot be undermined any easier 
than could that great fortress,” stated Mr. Phillips. 

“Price cutting is reflected all along the line and finally 
ends in quality cutting. I believe a price buyer always 
expects more than he pays for, while a quality buyer asks 
only for what he has a right to expect. 

“It seems to me that a cut price article presupposes 
inferiority, and in the last analysis it is impossible for 
an inferior article to give service. 

“We handle only quality merchandise. 
profits are fair. 


ness.” 


Our prices and 
On this basis we ask for your busi- 


Aside from the point discussed heretofore, but still of 
interest, is the postscript to Mr. Phillips’ message, in 
which he asks the customers to pass the monthly broad- 
cast along to superintendents and shop foremen, “or, 
better still, give us their names, so we can mail them 
additional copies each month.” The company announces 
in the November broadcast that it has been appointed 
representative of Holcomb safety garments and Perk 
satety washers. 
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Power Show This Month 

The Sixth National Exposition of Power and Mechani- 
cal Engineering will be held in the Grand Central Palace. 
New York, December 5th to 10th, inclusive. The annual 
meetings of the Power Transmission Association, the 
American Society of Mechanical Engineers and the 
American Society of Refrigerating Engineers will be 
held in New Yerk that week, so many in attendance at 
those meetings will have the opportunity to “kill two 
birds with one stone.” The number of this year’s ex- 








































“Bristol’s Steel 
Belt Lacing has saved thou- 
sands of belts from the scrap 


pile.” 


Give broken belts a new lease on life by 
repairing them with Bristol’s. This lacing 
makes a joint that lasts as long as the belt, 
and it is the simplest method of joining belts 
of all kinds. When a break occurs, simply 
square up the ends of the belt and butt them 
together on a block of wood. Place Bristol’s 
over the joint, drive them through, turn over 
and clinch. No special tools required .. . 


only a hammer. 


Bristol’s belt lacing is made 
all 


thicknesses of belting; one size 


in several sizes to join 
joins more than one thickness. 
In stock at most mill supply 
houses; if yours does not have 
Bristol’s, The 
Bristol Co., Waterbury, Conn. 


Send for Bulletin 723-H. 


write us. 





{ll you need 


is a Hammer 
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hibitors will be well ahead of last year’s total. There 
will be many exhibits of power generation, distribution 
and utilization; heating and ventilating equipment and 
refrigeration, and instruments for control of time, pres- 
sure, temperature, volume, etc. There will be a marked 
increase over past years in the number of exhibits of 
machine equipment, including metal and wood- 
working machines, transmission equipment, tools and 
machine tools. Many new outstanding exhibits of trans- 
mission equipment and numerous displays of materials 
handling equipment will attract interest. 


shop 


DEATH RESULTS IN CHANGES 
Officers Chosen by Warner Hardware Company 
Because of Demise of Leon C. Warner 


New 


New officers of the Warner Hardware Company, Minne- 
upolis, dealer in hardware, machine shop and contractors’ 
supplies, have been chosen as a result of the death of 
Leon C. Warner, president and treasurer of the company. 
They are as follows: E. L. Warner, president; E. F. Carl- 
son, vice-president; Charles H. Oslin, secretary; B. D. 
Straughan, treasurer. E. J. Mills is general manager of 
the company. 

Mr. Warner died in his home in Minneapolis, September 
28th, following a short illness. He was born in Mower 
county, Minnesota, January 11, 1876. His father, 
Frank R. Warner, was engaged in the hardware business 
in Grand Meadow, Minn., but moved to Minneapolis 
1882, where he joined a brother who had operated a tin 
shop there. The businesses of the two were consolidated 
enlarged into a general hardware store. This 
partnership continued until 1893, when Frank Warner 
bought out his brother’s interest. In 1897 the Gardner- 
Hardware Company was formed. Leon C. 
Warner, who had entered his father’s store in 1895, was 
made vice-president when the Gardner-Warner company 
was incorporated. The Gardners purchased the Warner 
interests in 1901, and a month later Leon C. Warner, his 
uncle, R. L. Warner, and S. F. Kirk formed the Warner 
Hardware Company, with Leon Warner president 
and manager. Mr. Warner was one of the organizers 
of the Red Top Cab Company in 1923 and served 
treasurer and a director of the company. 

Deceased was prominent in the church, civic, business 
and club life of Minneapolis. He was a member of a 
number of organizations and had served as president of 
the Minneapolis Hardware Dealers’ Association, the 
Minneapolis Athletic Club, Rotary Club and the Inter- 
lachen Club (of which he was president at the time of 
his death), and as an officer of the Minneapolis Retail- 
ers’ Association and the Automobile Club of Minneapolis. 
He is survived by his widow; a Leon C. Warner, 


Jy., and a daughter, Mrs. Weir Agnew Jepson. 


as 


as 


son, 
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Midwestern Power Exposition 
The third annual Midwest Power 
held in Chicago, February 14th to 
western Engineering and Power Exposition, staged an- 
nually in connection with the conference, will be held 
from February 14th to 18th. The conference headquar- 
ters and meeting place will be in the Hotel Stevens, where 
500 rooms will be set aside for use of visitors to the show 
and conference. The programme will consist of seven 
sessions, a banquet and an afternoon of inspection trips. 
Many exhibitors will again show their products at the 
exposition, which will be held in the Coliseum. G. E. 
Pfisterer, 53 West Jackson Boulevard, Chicago, is secre- 
tary of the Midwest Power Conference. 


Conference will be 
17th, and the Mid- 
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ew England Starts on Reconstruction 


Disastrous Flood, Causing Many Millions of Dollars Damage, Will 


Necessitate Much Rebuilding and Big Replacement of Equipment 


C. E. LINDSTROM 


Special Correspondent, Haitford, Conn. 


New England is still counting its losses from the dis- 
astrous inundation that spread death and destruction 
in that section of the country early in November, and 
while a flood is not by any means a blessing, it does 
mean that property destroyed must be rebuilt, which 
means work, which means business, provided people are 
in the rebuilding spirit, and New Englanders certainly 
are. 

Karly estimates on the money loss in the four states 
affected—Vermont, New Hampshire, Massachusetts and 
Connecticut—are rough values, but there 
no doubt but that the figures will run well 
toward $100,000,000. New Hampshire authorities early 
placed that state’s loss at $50,000,000, including damage 
to homes, farms, industries, 


necessarily 
seems to be 


highways, and cessation of 
wages. State Commissioner of Labor John S. B. Davis 
said 15,000 persons were out of work in the days im- 
mediately following the flood. Vermont was much harder 
hit in every way, but there is the consolation that earl 
estimates are always high. 

It does not appear that mill supply houses in the flood 
territory suffered any appreciable damage, but 
small mills and factories did. 
tion that 


many) 
There is every indica- 
a goodly number of manufacturers of various 
products will be in the market for equipment. Literally 
hundreds of bridges, from highway culverts to railroad 
trestles, must be replaced, and highway 
equipment will be in big demand. 


construction 

The railroads were heavy losers. The Boston & Maine 

An official of the 

road said that 500 miles of roadbed had been ruined and 

that it would require 10,000 men to make repairs. The 
Central is reputed to have lost 35 bridges, 

and small. 


put its loss at upwards of $5,000,000, 





Vermont large 


In Rutland, Vt.. the 
more than $5,000,000, and a 
Vermont Marbl 


Co. The mayor of the city was planning at this writing 
a $200,000 bond issue to be 


Quarries will require equipment. 
damage was estimated at 
third of this is counted against the 
to ask used on bridges and 
highways alone. In Waterbury, Vt... practically 
home in town 
at $2,000,000, 


every 
Montpelier counted its loss 
Towns along the Winooski River for 
miles were practically devastated. Bel 
Newport, Burlington and Barre, all in Ve 
and Becket in Massachusetts were heavy sufferers. 
estimated its damage at $1,500,000. 


was damaged. 


stretch of fifty 
lows Falls, Ne 
mont, 
Connecticut 
While the 
Merrimack 


textile centers along the Connecticut and 
Vermont, New Hampshire an 


suffered considerable damage, the 


Rivers in 


Massachusetts chiet 


direct industrial loss was to the varied industries of 
particularly in the Winooski Valley, 
Waterbury, with a population of 3,542, manufactures 
boxes, clothespins, clapboards, and has grist 
Duxbury makes clothes 
pins, chair stock, box shooks, stanchions and other wood 
products. Two mills were washed away at Warren, Vt. 
In the Missisquoi Valley, in northwestern Vermont, the 
towns of Swanton, Highgate and Sheldon, which have 
lumber and grist mills and also manufacture paper, axes, 


Vermont, where 


carriages, 


mills, granite and tale plants. 


furnaces, lime and marble, were hard hit. In 
the Lamoille Valley, in western Vermont, where the dam- 
age was great, Milton, Fairfax and Cambridge have mills 
and wood products factories. 


stoves, 


When the flood struck such cities as Hartford, Conn., 
mill supply houses which carry pumps found themselves 
unable to meet the demand. Water backing up in sew- 
ers immediately presented the danger of disease epidem- 
ics. Cellars were flooded in downtown buildings, menac- 
ing heating plants. In warehouses valuable stocks of 
merchandise were ruined where pumps were not available 
in time. 

Opinion unanimous in Hartford mill 
supply circles that there is business ahead. One promi- 
nent figure in the trade, who says that the year’s busi- 
ness is below the average, is definitely inclined toward 
optimism. Another states that his company struck bot- 
tom in July and that the trend is now assuredly upwards. 


seems to be 


Other News of the Flood 


Flood conditions were discussed briefly in a letter to 
MILL SUPPLIES from L. H. Laythe, sales manager, Butter- 
field & Co. Division of the Union Twist Drill Company, 
Derby Line, Vt.. as follows: 

“While we ourselves suffered considerable damage, we 
were fortunate in not being injured to an extent which 
would prohibit manufacturing as soon as the high water 
had subsided. As a matter of fact, our plant was closed 
up for two days only. Hundreds of others throughout 
New England were not so fortunate, however, as a great 
nany plants have been destroyed entirely and others so 
crippled that it will be anywhere from a week to months 
before they will be able to operate again.” 

Mr. Laythe’s letter was written under date of Tues- 
day, November 8th. At that time they had received no 
mail since the Thursday preceding. all railroads were 
tied up through loss of bridges, washed out tracks and 
landslides, and the highways leading south were in the 
same condition. 

Most of the valuable machinery was removed from 
Wiley & Russell plant of the Greenfield Tap & Die Corpo 
ration, Greenfield, Mass., before the water rose a foot 
ubove the The basements and part of the 
machine shops of the Moore Drop Forging Co., Spring- 
field. Mass., were flooded, but damage was slight. 

The Windsor, Vt., plant of The National-Acme Co. 
is said to have sustained about $50,000 property and 
production loss. The basement and first floor of the 
shops were flooded and many shop records ruined. No 
damage was done to the offices. 
pended for almost a week. 


second flcor. 


Production was sus- 
J. C. Dennison of the Howard Hardware Co., Bellows 
Falls, Vt.. distributors of hardware and mill supplies, 
informed MILL SUPPLIES that the paper mill of the Bab- 
bitt, Kelley Co. in that city was practically destroyed, 
with an estimated loss of $250,000, and the Moore & 
Thompson Paper Co. mill was damaged to an estimated 
extent of $100,000. According to Mr. Dennison, the 
Moore & Thompson Co. is repairing. but at the time of 
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Philadelphia: Widener Bldg. 





108 Washington St., New York 


7752 Du Boise St. 
Cleveland: Auditorium Garage Bldg. 


Detroit: 


Too much care cannot 
hydraulic fittings. 


Write for catalogs. 





be taken 
You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. 
build everything necessary to the installation of hydraulic 
systems from pipe to press. 


Our experience of nearly 
80 years is at your disposal. 
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CHICAGO: 549 Washington Blvd. 
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Repeat Orders 
Are Profit Makers 


The Republic jobber who 
wrote us this note has his 
proof of Republic quality 
in his cash drawer. 


“The Invader Belt bought 
from you about a year ago 
has been very satisfactory. 
Please ship Belting per list 


enclosed immediately.” 
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THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 
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writing the Babbitt, Kelley Co. was undecided about re- 
building. 
DISTRIBUTOR WRITES OF CONDITIONS 

The FE. J. Davis Machine Co., Inc., Burlington, Vt., 
machinists, engineers and dealers in mill supplies, re- 
sponding to a query from MILL SUPPLIES, wrote in part 
as follows concerning the flood and prospects for business 
for mill supply houses: 

“It is with pleasure that we advise that this city 
escaped the flood waters with hardly any damage at all. 
In the surrounding vicinity, however, the loss to both 
life and property was heavy. 

“Just at the present time (the letter was written 
November 17th) it is hard to say exactly the amount 
of damage, but it will run to many millions of dollars. 
We believe that people outside of the state little realize 
the magnitude of this disaster. It certainly has struck 
Vermont a hard blow because the flood was not confined 
to just one section of the state, but nearly every city, 
town and farming community was in the path of the 
waters. 

“Now, as to the reconstruction work in its relation 
to mill supply houses, we are at a loss to say definitely 
what this will amount to, but we can say that there are 
many plants in the state that, if not wiped out entirely, 
have suffered terrible losses. As an example, one large 
mill just about a mile from us had a loss of one million 
dollars. We do think, however, that there will be a fine 
trade in the mill supply line a little later, when these 
companies start rebuilding.” 

ot 

SEES DISTRIBUTION CHANGES 
Speaker Predicts Fewer Varieties. Customers: 

Territory for Distributor 
varieties, fewer customers and_ restricted 
territory, for the individual distributor, as a basis for 
higher net profits,”” was described as the next great 
advance in jobbing and wholesaling by Alvin E. Dodd, 
manager of the domestic distribution department of the 
United States Chamber of Commerce, in an address be- 
National 


Limited 


“Fewer 


fore the 
Jol bers. 

“More selective sales effort,” he said, “‘will lead to 
more economical and profitable distribution.” He pre- 
dicted “concentrated effort on the part of each individual 
distributor to determine: Kinds of merchandise which 
are profitable and appropriate to his business; customers 
who are profitable; area of the territory beyond which 
business is not profitable.” 

Criticizing the “scramble for volume” when it made 
unprofitable sales necessary, Mr. Dodd declared that “‘it 
appears almost as if a new movement might be started 
to avoid the losses inevitable when strenuous efforts are 
made to get that last unprofitable 10 percent.” 


Association of Electrical Supply 


*—>< 


Adds Plumbing and Heating 

The Ross-Willoughby Company. Columbus, Ohio, with 
a branch in Springfield, Ohio, has taken over the stock 
of plumbing and heating supplies of the Scioto Valley 
Supply Company in Springfield. The Scioto Valley and 
Ross-Willoughby companies are closely affiliated, and the 
former has for a time carried a stock of plumbing and 
heating supplies in Springfield. According to W. C. 
Hunter, general manager of The Ross-Willoughby Com- 
pany, the move simply means that his company has taken 
over the Scioto Valley plumbing and heating supply busi- 
ness in Springfield and established a separate department 
to handle it. Mr. Hunter states that the addition of 
the new lines has not necessitated additional warehous- 


ing facilities at the Springfield branch. Walter J. Nafz 
has been appointed manager of the plumbing and heating 
supplies department. He has been with the Scioto Val- 
ley Supply Co. for the last five years. E. S. Bolen is 
manager of the Springfield branch of The Ross-Wil- 
loughby Company. 


<2 —___ 

BUILDS NEW CHICAGO BRANCH 
Grinnell Company Occupies Modern Structure. De- 
signed Primarily for Supply Division 
The Grinnell Company, Inc., Providence, R. I., has 
erected a building for its Chicago branch, at 4425 South 
Western avenue, and the structure has been occupied. 
It is of brick and steel construction and has a floor 
area of 77,000 square feet in two stories and a basement. 
The old building, at 1511 West 38th street, has already 

been sold. 

Although designed primarily for the company’s suppl) 
division, the new plant will increase the facilities for 
service on Grinnell automatic sprinkler equipment in- 
stallation. A complete stock is carried of Grinnell fit- 
tings and adjustable pipe hangers, also of pipe, valves, 
boilers, heating and plumbing supplies. The new build- 
ing has efficient crane equipment for handling pipe and 
fittings, and has considerable more space for storage of 
products handled by the company, and larger and better 
facilities in every way than the old location. 

The Chicago branch is operated by the Grinnell Supply 
Division. Grinnell Company, Inc., is selling agent fo 
the General Fire Extinguisher Company. The Chicago 
branch, of which Thomas Floro is manager, sells the 
products of the General Fire Extinguisher Company and 
has exclusive rights on certain other supply lines. The 
Chicago branch is one of the eight Grinnell warehouses 
operating along the same lines. 

oie 
SAE Industries to Exhibit 

SKF Industries, Inc., New York, will have an extensive 
display of its ball bearing transmission equipment at 
the Sixth National Exposition of Power and Mechanical 
Engineering in the Grand Central Palace. New York, 
from December 5th to 10th, inclusive. Several novel 
devices will portray visually the features of anti-friction 
bearings. A scenic background, covering the entire back 
of the double exhibition booth, illuminated with a large 
Neon sign of the SKF letters and colored lamps, will 
focus attention on a large painting showing the many 
flags of the world under which the company’s bearings 
are sold and service rendered. R. N. DeMott, A. Vieth, 
G. W. McAllen and C. A. Decker will be in charge. 


oe 


Milford Business Changes Hands 
H. S. Chadbourne Company, Milford, Mass., dealer in 
hardware, cutlery, seeds and paints, has purchased the 
business of Clark Ellis & Sons, also of Milford. distribu- 
tors of mill supplies and hardware, and moved into the 
old Ellis location at 228 Main street. ‘There will be no 
changes in our former methods, and the officers are the 
same as they have been,” stated H. S. Chadbourne, treas- 
urer of the company. “The general Jines of our business 
will be as they have been, and the territory will be soon 
enlarged as much as possible.” H. S. Chadbourne Com- 
pany has been in the hardware business in Milford since 
\pril, 1909, and previous to that H. S. Chadbourne was 
for ten years with Stanley Bisbee, Rumford Falls, Me. 
Ferdinand S. Adams is president of the company and 
Frances W. Chadbourne, clerk. The two sons of Clark 

Ellis & Sons have retired from active business. 







































BE SURE/TSA 


H-K-Wood'’s 
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The American Super Steel 
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THE WOOD SHOVEL AND TOOL CO pioqua onion. usa 





VERLASTING shovels and scoops! Well, 
they never have been made, but there is an 
approach to this ideal tool —H. K. Wood's 
Mo-lyb-den-um Steel Shovels and Scoops that 
only take on a good polish while others wear out. 
Half a dozen ordinary shovels or scoops simply 
can not stand up under the use that a single Moly 
is equal to, and more. 


The extreme durability is due to the special 
molybdenum steel which is heat treated after a 
patented process to produce the hardest, toughest 
and strongest shovel blade known. The blade is 
therefore the lightest for equal capacity and 
strength. 

So there is the certain economy in shovel and 
scoop cost and the reduction in shoveling expense, 
for, with the use of the lighter shovel there is an 
increased efhiciency with less effort. 

For the asking we will send you really amazing 
facts about savings made by users of Moly tools 
that will give you the real reason for the wide 
standardization of these remarkable shovels and 
scoops in some of the greatest mills in the country. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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When men want 
better hammers 
they say, “Cheney” 


— because experienced mechanics 
know that “Cheney” on a hammer 
handle is the insignia of a well-made 
tool. From the handles of smooth, 
strong, second-growth hickory to the 
heads of evenly tempered tool steel 
Cheney Hammers are made of the 
stuff that counts—the best materials 
put into hammers with a_ perfect 
“hang” and the ruggedness to stand 
plenty of rough usage. That’s what 
appeals to men who use hammers day 
in and day out. And that’s why they 
ask for Cheney Hammers. Can you 
supply them? 








The Cheney 


Nailer 


LEN 
NESS 


-110 LAFAYETTE ST. NEW YORK CITY 
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Your Business a Chinese Wall? 


Dont Establish a Deadline and Be Satisfied to Reach It, but 


Be Constantly on the Alert for Ways to Expand Your Activities 


FRED COUNTERMAN 


They say that no man or no business can stand still. 
Either they advance or Whether that is 
technically true or not, it certainly is practically true. 

There are men, probably some of them in the mill 
supply business, who are satisfied with what they are 
doing. They have built up a profitable business and they 
They 
are not willing to show any interest in propositions look- 


retrovress. 


don’t care whether it grows any bigger or not. 


ing to the further development of their business. They 
say, in effect at least, let well enough alone. 

These men pay no attention to the circulars and form 
letters that come to them other than to glance through 
them and note that they seem to be only attempts to 
interest them in buying something 
bother with such appeals? 


and why should they 
They pay little or no heed to 
the advertising pages of the business papers in their 
field because they aren't looking for anything new or 
different. They are satisfied. They are letting well 
enough alone. 

Let me call attention to what seems the most shining 
example (if shining is the word) of letting well enough 
alone, so far as history shows it. That is China. For 
century after century she was satisfied that she was 
doing well enongh. She never thought it worth while 
to do anv better. 

CHINA WAS SATISFIED TO LET WELL ENOUGH ALONE 

China built and maintained a great wall to keep out 
all the new ideas that might get in with the entry of 
“foreign devils.” Perhaps China did not actually retro- 
gress under those conditions, but it amounte¢ 
same thing, since the rest of the world went ahead and 
left her stewed in her benighted past. 

What had been good enough for centuries continued 


to the 


to be good enough for China. She sought no way 
through to better things. Why should she? Wasn't it 
all right to let well enough alone? Other nations prog- 
All right; let them. As for China, she was satis 
fied. Happily the Chinese 
American spirit. 


, 
ressed. 


spirit has not been the 


Can you say that vou know of no mill supply hous« 
that has built a. Chinese wall around itself, keeping out 
new propositions and opportunities by perching a pert, 
gum chewing flapper at a desk by-the door and giving her 
instructions to let no one in who seems to want 
up some executive’s time with new ideas and new propo- 
sitions? Can you say that in your own house there is 
always a welcome for information about anything new? 
And if you always have someone willing to listen to the 
visitor with something to propose, can you say that you 
are otherwise always on the lookout for new ideas and 
for methods that will advance the business, whether they 
come through direct mail advertising or through the 
advertising pages of the business papers’? 


tet 
to take 


I know of men whose businesses are standing as still 
as China stood for a thousand vears because they thin! 
that what was good enough for last vear is good enough 
for next year. Some executives practically establish 2 
deadline in the matter of their business growth. They 
are not quite as conservative as the ones who do not 


want to increase the business, but they make a very 


conservative estimate of the growth they expect to make 
and are satisfied if they reach that estimate. 

At Andersonville civil war prison there was a stockade 
within which there was a deadline all the way around, 
some fifteen feet from the fence. Guards were mounted 
on parapets with instructions to shoot any man who 
crossed the deadline. There was some sense in not 
monkeying with that deadline. To cross it was fatal. 

But the deadline a man sets for his business growth is 
a different matter. He does not need to set it and he 
does not need to observe it. It is a good thing to make 
an estimate of what vou believe you can accomplish but 
why not regard that as a minimum of accomplishment 
rather than as a maximum? Men who settle upon a 
deadline limit for their growth for the vear work with 
that limit in mind. They are trying to reach that limit 
and they are not trying to go bevond it. 

SOME REFUSE TO BE ROUND BY LIMITS 

But there are men who recognize no limits and who 
refuse to be bound by any limits others may place upon 
their business growth. It means nothing to such a man 
to be told that he is doing all the business he can expect 
to do under the circumstances. He kicks aside the paper 
is expected to hold him and plunges on 
bevond what would be the deadline in another man’s case. 

The deadline fellows turn into drudges. They just 
plod along behind the mark they have set for themselves. 
They are looking no farther ahead than they have al- 
They might be aggressive, pushing 
aside all limits. and, instead of being deadliners, become 
headliners. 


stockade that 


ready decided to go. 


The man who is going to pass the deadline stage is the 
man who, unlike the Chinese. opens his door to the world 
and welcomes new methods, new lines, new equipment, or 
at least welcomes any information about them. 

Sometimes a man unthinkingly limits his business 
erowth because he has no imagination, no real vision. 
He may be making a product of very limited use and 
think he is doing pretty well with it because he seems 
io be selling it to every prospective buyer in sight. 
Sometimes a mill supply distributor believes he is getting 
as much business as anyone can get in the field he 
covers. 

There may seem good reason for regarding those 
limits as final, and yet they probably need not be so. 
They seem final merely because the man does not see 
around them. He sees no way to expand the field. That 
does not mean that the field cannot be expanded, for 
there is someone somewhere who can show how it can be 
done. The man who is not hiding behind a Chinese 
wall of exclusion, who is not accepting his self-set dead- 
line as final. will find means for further growth if he 
looks for them: and if he does not look for them, but 
merely takes a receptive attitude, those means are pretty 
sure to be brought to his attention by someone whose 
interests will be furthered by furthering the interests 
of the other. 

The automobile manufacturers in the early days of the 
industry set liberal marks for the possible growth of the 


business. In 1911, when the estimates of all the manu- 
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give satisfactory service, day in and day out, winter and summer 









The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 


bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 




















VOGEL Patented Frost-Proof Closets 
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“SUPERIOR” 
Cap Screws and Bolts 
for 





_ Quality and Service 
Machine Bolts 


Carriage Bolts Specials — —- 
“So — Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Belts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) 


St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. 


Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 





Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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facturers were compiled, it was discovered that produc- 
tion was planned for 300,000 cars! But, in the face of 
that, Wm. C. Durant, then president of the Buick Motor 
Company, declared that the day was not distant when 
they would be making 500,000 cars a year. Last year 
the production of motor vehicles reached the figure of 
4,500,000. 

The automobile industry has been marked by vision. 
An unusual industry, but vision need be no unusual thing 
in any industry. The most successful industries, those 
in which business has run to enormous figures, are indus- 
tries in which men have told themselves that the sky was 
the limit, and have not been hampered by foregone con- 
clusions as to what might be accomplished. 

What business in mill supplies or in other lines wants 
is men who will step out. Men who will go beyond the 
imaginary deadlines of trade must be men of vision, 
but they must be men who will step out to put their 
vision into action. 

Anyone can dream dreams and make plans and esti- 
mates on paper, but it is the execution of those dreams 
that counts. Plans that are never carried out bring in 
no money. We sometimes think that the plan that is 
never carried out is a plan that cannot be carried out, 
but that is not necessarily true. 

Some mill supply distributors who see what appear 
to be good opportunities for expansion fail to make use 
of those opportunities because their development seems 
formidable. The proposition looks too big to be tackled. 
A proposition looks difficult because we view it as a 
whole. The builder is not aghast at the problem of 
erecting a skyscraper, because he knows that it is built 
inch by inch. There is nothing complicated about taking 
out the first shovelful of dirt in making the excavation 
and no succeeding shovelful offers any greater compli- 
cation. There is nothing difficult about laying the first 
stone and the second stone and each succeeding stone is 
just as easily laid. 

It seems a difficult matter to sell a thousand high 
priced machines, but in selling a thousand, as in selling 
a hundred, it is simply a multiplication of individual 
selling incidents. In selling a thousand, one at a time, 
the single sale is the same matter as in selling a hun- 
dred. If there are sufficient prospects, the sales can be 
made. The important thing is the well founded belief 
that the required number of prospects are available, just 
as in building the skyscraper the important thing is to 
have the material available for the building. 

Self-imposed limits are keeping many mill supply dis- 
tributors and manufacturers from increasing their busi- 
ness as they might. I know that some readers will say, 
“That’s all right. It’s easy enovgh to sit down at a type- 
writer and write that, but actually getting the business 
is another thing.” Certainly there is something in that 
statement, but the man who sits back and accepts the 
limit on his business usually lives to see someone pass 
him on the way out to get the business. 

ee 
Tool Manufacturers in Session 

A group meeting of manufacturers of mechanics’ tools 
was held October 19th in Atlantic City, A. E. Alverson, 
Greenlee Bros. & Co., Rockford, Ill., the chairman, pre- 
siding. It was pointed out that in the face of growing 
foreign competition inadequate tariff protection is given 
American producers. The importance of uniformity of 
practice throughout the mechanics’ tool industry regard- 
ing manufacturers’ wuarantees was stressed, and, while 
no definite action was taken, it is understood that efforts 
will be made to have the industry standardize on some 


form of guarantee which will be fair to all concerned. 
Consideration was given to the increased demand for low- 
priced tools, and it was stated that more educational 
work should be done on behalf of quality tools. Another 
subject discussed was the practice of some jobbers re- 
turning slow selling merchandise. 
a 
STUDY OF COSTS IMPORTANT 
Dr. Klein Says Many Firms Are Trying to Get Sales 
Volume Without Relation to Expense 

In his address, ‘The Persistent Riddle of Better Dis- 
tribution,” before the American Association of Adver- 
tising Agencies, Dr. Julius Klein, director of the bureau 
of toreign and domestic commerce of the department 
of commerce, pointed out how the science of distribution 
has failed to keep pace with improved manufacturing 
methods, and stated that, in his opinion, the big job 
before the economic service units of the government is 
to work with business in considering the many vitally 
important problems of distribution efficiency and_ in 
attacking them with the more modern weapons of scien- 
tific analysis so that maximum benefits may accrue to 
the consumer as well as to the producer and the dis- 
tributor. 

“A more detailed study of the cost of distribution 
is an important line of attack,’ said Dr. Klein during 
the course of his address. ‘Admirable surveys in this 
field have already been made by some universities, trade 
associations and research agencies, but there is still un- 
questionably a woeful lack of knowledge regarding the 
various factors in the cost of distribution. 

“One firm reported to the department of commerce 
that one of its best selling lines was being handled at 
a loss, and, in spite of everything it could do, this line 
could not be made to show a profit. After some con- 
sultation the company had the courage to act upon the 
evidence, and dropped this line of goods entirely from 
its catalogue. The thousands of dollars worth of busi- 
ness involved was turned over to one of its competitors, 
but since then the company’s profits have shown a 
decided increase. 

“There are many such firms which are trying to get 
a volume of sales without any relation to cost. Volume 
is, of course, an important factor in any business if it 
can be secured without an undue increase in costs of 
operation. Where it involves an expansion of territory, 
there is often a chance that the cost is greater than 
the added profits. No one seems to know how many 
distributors are selling goods in territories where they 
are now losing money on every sale.” 

Dr. Klein told of the steps being taken by the govern- 
ment to help the cause of better distribution, such as 
the experimental census of distribution in a dozen cities 
throughout the United States, conducted by the census 
bureau last summer; a series of nine regional commer- 
cial surveys by the bureau of foreign and domestic 
commerce, in an attempt to determine the basic com- 
mercial attributes, the factors affecting distribution and 
the actual status of the buying power of the various 
economic areas of the country; analysis of the distribu- 
tion problems of certain commodities, and analysis of 
the costs of wholesaling and the definition of trade terms. 

oe 
Acquires Additional Property 

The Knight & Wall Company, Tampa, Fla., has pur- 
chased the property at the corner of Water and Jackson 
streets, which adjoins its present property. There is a 
brick building on the newly acquired property, two stories 


in height, 90 by 120 feet in dimensions. According to 
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he is equipped with a Kalamazoo cata- 
log cover which enables him to make 
sheet changes easily and quickly without 
tools, muscular exertion or loss of tem- 
per. Kalamazoo covers are the easiest, 


fastest operating binders on the market. 


If you are planning on getting out a new 


catalog—write us. 





KALAMAZOO LOOSE LEAF BINDER CO. 


Division Remington Rand. Inc. 








Factories at Kalamazoo, Mich., and 
Los Angeles, Calif. 
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We have never known the 
body of a 


SKINNER 


Steel body Independent 
Chuck to break in service. 


Remember this—it will help you to 
close your next chuck sale 


Next month 


We will tell you about our trade mark. 


THE SKINNER CHUCK COMPANY 
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New Britain. Conn.. U.S. A. 
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F. M. Cooper, vice-president, it is used as a store build- 
ing, and the company will make no changes in it at this 
time, nor wil! there be any changes in the scope or method 
of business. The Knight & Wall Company carries a line 
of general hardware, mill supplies, builders’ hardware, 
paint, automobile accessories, electrical’ supplies, marine 
hardware, sporting goods, fishing tackle and, in its retail 
department, it handles china. The company owns a con- 
siderable share of the stock of the Machin-Wall Com- 
pany, Havana, Cuba. 
>< 


HAS MODERN WAREHOUSE 


New Building of Syracuse Supply Company Is Equipped 
with Up-to-Date Conveniences 

The Syracuse Supply Company, Syracuse, N. Y., has 
a new warehouse with many modern features. The 
building is just over the half-mile circle from the whole- 
sale center of Syracuse and is in the midst of the manu- 
facturing district. It is served by a railroad siding 
which will hold five carloads of merchandise at one time. 
The merchandise is unloaded directly onto the main 
floor and may be transferred by large electric freight 
elevators to other floors. The warehouse also has an 
overhead traveling equipment which conveys steel and 
other heavy merchandise to various positions on the 
lower floor. It has conveyor chutes from the top to the 
lower floor. 


The building is of modern steel, concrete and brick 
construction throughout and is fireproof. It is of extha 
heavy construction so that the floors will stand heavy 
loads of machinery and other weighty merchandise. It 
is so constructed that additional floors may be added or 
the building expanded wherever necessary. The main 
store and offices of the Syracuse Supply Company con- 
tinue at 314 West Favette street. 


MUCH BUSINESS AT A LOSS 


Large Number of Corporations Operating at a Deficit 
Shows Need for Waste Elimination 

“Forty-two percent of the total corporations reporting 
to the United States Bureau of Internal Revenue do 
business at a loss!” is the surprising statement made by 
R. M. Hudson, chief of the division of simplified practice 
of the United States Department of Commerce, in an 
article citing the need for simplification and other waste 
elimination efforts, which appeared in Judustry. 

‘*Statistics of Income’ for 1925 has just come to 
hand, and the surprising thing is that the ratio of win- 
ners to losers hasn’t changed much, aithough 47,000 
more corporations reported in 1925 than 1922, and the 
volume of business had jumped from $101,000,000,000 to 
$136,000,000,000—an increase of 35 percent. 

“For the four vears studied, this 42 percent averaged 
a loss of 9.7 percent, on an average annual gross income 
of $21,500,000,000. There is some comfort in the fact 
that the loss ratio dropped from 10.6 percent in 1922 to 
8.7 percent in 1925, but there is evidently a large oppor- 
tunity for the further application of simplified practice 
and other waste-elimination measures among those 170,- 
000 firms that regularly bear this loss. 

“On the other hand, we might reasonably assume that 
the 58 percent of our corporations making a profit over 
these four years are constantly engaged in waste-elimi- 
nation efforts of one kind or another. But note that this 
group’s profit margin is 8.4 percent in 1925 as against 
8.6 percent in 1922, vet they did 41 percent more busi- 
ness. This slight drop in profit margin may not be sig- 


nificant, but we may well question whether profits will 
show up as good when the 1926 and 1927 figures come 
mm.’ 
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BUYS MORE RUBBER GOODS 


Volume of Shipments to Brazil During First Half of 
1927 Much Larger Than Year Ago 

Exports of mechanical rubber goods to Brazil during 
the first six months of 1927 had a value of $126,209, 
compared with $76,420 in the same period of 1926, ac- 
cording to Commerce Reports, published by the bureau 
of foreign and domestic commerce of the department ot 
commerce. Exports of rubber goods as a whole to that 
country during the first six months of this year had a 
value of $1,490,698, compared with $681,994 during the 
first half of 1926. Value of mechanical rubber goods 
shipments to Brazil constituted 11.2 percent of the total 
during the first half of 1926 and 8.4 percent of the total 
for the first half of this vear. 

The percentage of increase in volume of mechanical 
rubber good shipments to Brazil during the first half 
ot 1927 over the same period of 1926 was 95, while the 
increase in value was 65 percent. All classes in this 
group except packing showed increased volume over last 
vear, but declines in unit values. Exports of rubber 
belting to Brazil during the first half of 1927 totaled 
143,673 pounds, with a total value of $81,468 and a unit 
value of 57 cents, compared with 35,345 pounds, with 
a value of $29,486 and a unit value of 83 cents, in the 
first half of 1926; rubber hose shipments to that country 
during the first six months of this year totaled 80,119 
pounds, with a total value of $33,560 and a unit value of 
12 cents, compared with 63,380 pounds, with a_ total 
value of $31,347 and a unit value of 49 cents, in 1926: 
packing shipments totaled 8,468 pounds, with a _ total 
value of $4,559 and a unit value of 54 cents, compared 
With 15,814 pounds, with a total value of $7,275 and a 
unit value of 53 cents. in 1926; and rubber and friction 
tape shipments during the first six months of 1926 
totaled 24.444 pounds. with a value of $6,622 and a unit 
value of 27 cents, compared with 19.173 pounds, with a 
value of $8,312 and a unit value of 43 cents, in 1926. 

<i ¢ 
New Supply House Organized 

The W. M. Fleming Machinery Co., Inc.. Jacksonville, 
Fla., has been organized with a capital of $50,000, to 
distribute machinery and mill supplies. M. Fleming. 
president of the new company. has been identified for 
several years with the machinery and machine tool busi- 
ness of the southeastern district. 


ee 
Exports Exceed Imports 

Exports of merchandise from the United States during 
the fiscal vear 1926-27 had a total value of $4,968,000,000, 
while imports amounted to $4,253,000,000, giving this 
country an excess of exports over imports of $715,000,000, 
according to Commerce Reports, issued by the depart- 
ment of commerce. Exports exceeded imports in our 
dealings with Europe, northern North America, Oceania 
and Africa, while imports from South America and Asia 
were greater than exports to those continents. The great- 
est balance in trade in favor of the United States was 
in this country’s dealings wih Europe, exports to that 
continent exceeding imports by $1,129,000.000, while the 
largest contributing factor to the favorable trade balance 
with Europe was the United Kingdom, our total trade 
with that country amounting to $1,328,600,000. 
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GARCO 


Folded & Molded 
Brake Lining 


, GARCO 
Woven 
Brake Lining 





GARCO 


ASBESTOS BRAKE LINING 














GARCO . asbestos 
brake lining—FOLD- 
ED AND MOLDED 
or WOVEN is built 
with the idea of giv- 
ing particularly de- 
pendable service. 
Whether it is 14%” or 
1” thick, the user can 
be assured that it is 
quality brake lining. 


You sell either type 
of GARCO brake lin- 
ing with the knowl- 
edge that it offers the 
greatest value and 
longest service of 
any brake lining on 
the market. 


GENERAL ASBESTOS 
& RUBBER COMPANY 
North Charleston, S. C. 




















Equally efficient for 
easy or hard work; 
under clean or dirty 
conditions. Stand 
gruelling punishment. 
Give longer service, 
dollar for dollar than 
any other clutch 
made. Your custom- 
er deserves the best. 
See that he gets an 
“M&W” the next 
time you sell him a 
clutch. 


“Moore & White” 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 







»~ 
MADE IN 
FOUR STYLES 
1. Standard 
2. High speed 


3. Double disc 
4. Sleeve type 












Catalogs on 
» request 
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THE MOORE & WHITE CO. 


2711 N. 


15th St. 


Philadelphia, Pa. 




















THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 











Sellers’ G uide 
Supply | 


Contains reliable lists of the 
Mill and Plumbing Supply 
Houses of the United States 
and Canada, Wholesale Hard- 
ware Houses, Manufacturers’ 


Agents, 


etc. For salesmen 


and sales managers. 1927 edi- 
tion now available—1928 edi- 
tion ready in January. 


Price Three Dollars 


The Crawford Publishing Co. 


537 South Dearborn Street 


Chicago 
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Samuel C. Rogers & Company, 191- 
205 Dutton avenue, Buffalo, are manu- 
facturing the new improved 54-inch, 
Type F knife grinder, with emery wheel 
spindle mounted on ball bearings. The 
manufacturers state that the ball bear- 
ing spindle mounting eliminates bear- 
ing replacement and adds to accuracy 





and precision of grinding wheel action. 
The grinding wheel speed has been in- 
R.P.M. The grinding 
wheel spindle is 114 inches in diameter. 


creased to 1,150 


The table travel has been increased to 
145 feet per minute. A cup wheel 8 
inches in diameter with 31!2-inch face 
and l-inch rim is” used. A double 


ratchet feeding device automatically 
controls the cross feed with a range of 
21!) inches. It is operated by worms 
Hand wheels at either end 
of the table provide for hand feeding, 
if desired. This grinder is furnished 
in five sizes and is designed to grind a 
variety of knife blades up to 12-inch in 
thickness. 


and gears. 


Kustern Tube & Tool Co., Ine., 594 
Johnson avenue, Brooklyn, is now mak- 
ing deliveries on its No. 35 Ette: 
speed tapping attachment, 
ates up to °s of 


» high 
which oper- 
an inch, and which is 
designed for high speed sensitive tap- 


re 





ping. There is no friction for the oper- 
ator to set, and the leather-lined cone 
clutch and east iron driving cone have 
a smoothness of action and a slipping 
point which prevent tap breakage. The 
operator enter or stop a tap at 
whatever speed is desired, regardless of 
the speed of the drill press, by the 
simple regulation of the press lever. If 


can 


a tap sticks or hits the bottom of a hole, 
the clutch slips; if it sticks backing out, 
the reverse cone slips. The reverse is 
twice as fast as the forward speed. By 
locking the threaded Morse shank in 
the tapper, left-hand threads can be 
tapped. An aluminum case and light 
alloy steel parts greatly reduce weight. 
This tapper can be applied to light drill 
presses. According to the manufac- 
turer, in some cases this attachment will 
increase production from 100 to 500 per- 
cent. 

The Patent Co.. 1550 
Dayton street, Chicago, is introducing 


Seaffolding 


a new ladder with safety features, 
known as the “Gold Medal Platform 
Step Ladder.” This ladder has an 


automatically folding platform provid- 





the usev’s 


ing ample area for feet and 
giving a wide of action than on 
the ordinary step ladder. The position 
of the side rails and curved top guard 
are said to afford an unusual degree 
of protection. Two of these ladders 
may be adapted to the construction of 
a temporary scaffold, with the addi- 
tion of a plank or featherweight plat- 


range 


form, as the back rungs coincide in 
elevation to the steps. The ladder is 


constructed of straight grained Cana- 
dain spruce and selected hardwood, and 
the metal components are of steel and 
malleable iron. Each step is doubly re- 


inforced with steel angle braces and 
truss ties. Sizes range from three to 
eighteen feet. The ladder can be fitted 
with two accessories—a_ sliding com- 
partment for tools, ete., and a hook 


which slips over the edge of a pail to 
hold it in position. 


Bonney Forge & Tool Works, Allen- 
town, Pa., announce a new chrome vana- 
dium Lockheed brake wrench, the heads 
of which are only of an inch in 
thickness. This extreme thinness is 
said to make the wrench easier to use 
in the adjustment of Lockheed brakes, 

the adjusting nuts of which are not 


87 


readily accessible to ordinary wrenches. 
This brake wrench is a “double ender” 
with %s-inch opening at each end for 
the “; S. A. E. adjusting nuts. One 
opening is at 2215 degrees and the other 
at 60 degrees to the handle, making it 
possible to turn the adjusting nuts no 
matter in what position they may be. 


Breuer Electrie Mfg. Co., 844-856 


Blackhawk street, Chicago, is manufac- 
turing a portable type of small electric 





blower for blowing dust out of motors, 
machinery, shafting, ete. It is known 
as Breuer’s Ball Bearing Tornado Port- 
able Electric Blower, No. 6, and is 
equipped with a 4 horsepower G. E. 
motor, mounted on Norma Precision 
ball bearings, which require no oiling. 
It weighs only 7 pounds and requires no 
installation, a 20-foot reinforced cord 
and separable steel covered plug, with 
wood handle, connecting it to any elec- 
tric socket. Suction attachments and a 
dust bag may be obtained which will 
convert the “Tornado” into an electric 


suction cleaner to remove dust from 
stock bins, automobile upholstery, 
motors, machines, ete. A spray tank 


can also be supplied for attaching to the 
nozzle. 


H. D. Conkey & Company, Mendota, 
Ill., is now manufacturing a line of 
“Coneco Steelbilt” wheelbarrows for a 
variety of purposes. They have one- 
piece, all-steel, 144-inch channel frames, 
and the wheel guards and axle brackets 
are part of the frame. The barrows are 
equipped with 1!2 by 14-inch flat steel 
legs, with heavy, durable shoes. Han- 
dles are of 1-inch pipe, and the riser is 
so placed that the tray in wheeling 
position is level. The front brace is out 
of the way of the wheeler’s legs. Wheels 





are of 16-inch diameter, with ten 7/16- 
inch round steel spokes, and the tire is 
1!2 by s-inch flat steel. One frame 
will accommodate any of the trays, 
which are uniform in their capacities 
and gauge for the several sizes in which 
they are built. According to the com- 
pany, the “Conco” pivots 80 per cent 
of the load on the wheel. The barrow 
illustrated is the No. 10-C general pur- 
pose barrow. 


Stephens-Adanison Mfg. Co., Aurora, 
Ill., is manufacturing the new Sinden 
box car loader, which utilizes centrifu- 
gal force to throw the 
desired position. 
thus eliminated 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 
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dustrial 
Plant Is a 
Good Pro- 
spect for 
This Porta- 
ble Blower 


. 
Price 
; $45.00 
& 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on nee that 
have motors, generators, switchboards, wood-working machinery, 
looms, knitting machines, and other acted nt where dirt, dust and 


lint quickly injure the delic ate workin 


parts You can’t remove 


this dust efficiently by using rags, a becom or a duster 


The “Marvel” Portable Blower 


yrces DRY air into every nook and 
corner. Dust and dir cannot accum 





Write at Once for Discount 
This is_a SE L L ING propos it ion, NOT 


UNLESS yt 
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Your Customer Will Reorder 
‘The Chain with the Inswell”’ 


The extra swell at the inside of the weld 
that makes Inswell deliver a bigger day's 
work also IDENTIFIES it. No other 
chain can be confused with Inswell. 
The Columbus McKinnon Chain Company 
General Sales Offices: Tonawanda, N. Y. 
P Fanawanta. 


Colun 
In ( Me Ninne Colum! tice Le me eens, © 


“INSWELL’ £LECTRIC WELD 
CHAIN 





Merely for Protection 





AUTOMATIC 
INJECTORS 
Are Worth Their Cost 


doubts their reliability and 


of the equipment. 


absolutely automatic and they 
always operate — particularly 
when you need them the most. 
We will be glad to send you 
particulars. Write now. 


PENBERTHY 
INJECTOR COMPANY 


1262 Holden Ave., Detroit, Mich. 


Canadian Plant, Windsor, Ont. 








No one who has ever had experiente with them 


sure-fire operation. 


Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 


Engineers all over the world know the Penberthy 
Injector—they are used in every country. They are 





Safeguard Automatic 
Water Gage 





Write for 
particulars 








CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


CRESCENT MACHINE CoO. 
96 Columbia Street - Leetonia, Ohio 
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is little larger than a wheelbarrow, can 
be manipulated by one man, and which, 
it is claimed, will load a box ear in 15 
to 30 minutes. It consists of a short, 
high-speed, motor driven belt, fed by a 
hopper and mounted on running gear 
consisting of two large iron wheels. 
Material drops through the bottom of 
the hopper on the downward moving 
belt and is thrown off tangentially. An 
important feature of the loader is its 
low loading point, the top of the load- 
ing hopper being only 2 feet, 10 inches 
above the floor. The machine, which 
weighs 750 pounds, is operated by a 
3. H.P., -1,800 R.P.M. Westinghouse 
motor, equipped with Westinghouse 
safety starting switch. 

Penberthy 1242 
Holden avenue, |etroit, is manufactur- 
ing the improved “Filordrain,” a device 


Injector ¢ OM pany, 


for filling or 
any 
kind of a= re- 
ceptacle. Pri- 
marily, the 
“Filordrain” is 
used in the 
laundry, but it 


draining 





has a variety 
of uses. By at- 
taching to the 
faucet and us- 
ing a short 
length of 

inch garden 
hose, eithe 
cold oO} hot 


water, or both, can be conveyed to the 


washing machine. By turning a valve 


the action of the wate) coming from 
the faucet will pull the dirty water out 
of the machine. The improved “Filor- 


than the old one, 
yet will handle 25 pereent 


drain” is much smalle 


more water, 


The company also manufactures th: 
Penberthy faucet adapter, which con- 
verts any smooth faucet into a stand- 


ard threaded 


tachment 


faucet to permit of at- 
not only of the “Filordrain,” 


but garden hose and other equipment. 


Northern Kngineering Worl . Bo 


Chene street, Detroit, has recently add- 
ed to its line of cranes a new series of 


“Hi-Lift”’ 


“hi-hft” feature, which permits of pull 


hoists. These hoists have the 





ing the load hook up within 14 inches 
from the under side of the 
the center of the hook, and have been 
from the company’s Stand- 
Type LE trolley. They are 


beam to 


patterned 
ard-ized 


furnished in one and two motor de- 
signs. They have plain, I-beam trolley 
and corner collectors and are provided 
with two breaks—a motor check break 
attached to the end of the hoist motor 
armature shaft, and a mechanical low 
break in the hoisting gear train. By 
means of the one piece unit casting the 


two sides are connected permanently, 
thus keeping them in absolute align- 
ment. The rope drum and frame cast- 


ing are so arranged as to eliminate the 
possibility of rope going 
over the ends of the drum. One stop 
prevents the load hook from going too 
high and the prevents it from 
completely unwinding the and 
=tarting it up on the wrong side of the 
drum. 


the hoisting 


other 


rope 


Clayton & Lambert Mig. Co., 6282 
Beaubien street, Detroit, announces a 
new firepot that embodies a number of 
new features in generator burner con- 
struction. While in general appearance 
resembles the established 
lighter, and, according to 
the manufacturer, more easily handled 
Amone the 


it closely 


lines, it is 


advantages claimed by the 


oR 





— 





manufacturer are Freedom = from 
carbon; the gas is generated and tool 
rendy for work in 90 seconds; opera- 


and smokeless: 
cannot be enlarged or 
shut-off vadve; 
the flame can be regulated to 
ume and left indefinitely, 
turned low. 


tion noiseless, odorless 
the burner orifice 
damaged by forcing the 

, 
anv vol- 
any Vo} 
even when 


Operating economy is also 





claimed. The generator, which is en- 
tirely protect by a shield, can be 
lighted and operated in high winds or 
cold weath eadily as indoors, it is 
claimed The firepot ean be furnishes 

th eithe tie Number’s shield or tin 
ner’s hoo¢ 


The Master Eleetrie Compa 
and Maste1 


. Linden 


avenues, Dayton, Ohio, is 


manufacturing the new Master motor 
grinder, which may be used for powe1 
or grinding, or both. The pulley is 


already in place on this motor-grinder, 
ind if it is desired to use a crown face 
pulley instead of the standard 
grooved pulley supplied with the unit, 
it. 1S remove the grinding 
attachments with a serew driver. The 
unit may be belted temporarily or per- 
manently to a small drill press, lathe, 
jig saw, washing machine, churn, fan 
cr any other equipment for which a 14 


paper 


possible to 








































































h. p. split phase motor is suitable. It 
will do light grinding of all kinds and 
will operate from an ordinary lamp 
socket. The motor, Type SA, has self- 
aligning, phosphor bronze bearings and 





<plash-proof guard. By disassembling 
the grinding attachments the motor, 
switch, line cord and plug can be used 
or sold as a standard 4 h.p. motor. 
1). C. motors, type DM, for 32, 115 or 
230 volt, can be supplied where neces- 
sary. They are interchangeable with 
type SA in dimensions. 

K. & M. Steam Engineering Co., 94 
Franklin avenue, West Orange, N. J., 
has brought out a steam trap in which 
the float is subjected to the same pres- 
sure on the inside as on the outside, thus 
eliminating the danger of trap failure 
due to a collapsed float, according to 
the company. Other features of the 
trap listed by the company are: Valve 
on the inlet, safety trap, accessibility 
of all working parts, only three mov- 
ing parts, but three steam joints, with- 
self-grinding valve, trap 
and easy subjection 


company 


out gaskets; 
of large capacity 
to positive 
also states that t 


inspection. The 
he trap will automat- 
cally pass air or non-condensible gases 
and free air or gas lines of moisture. 
This trap serves a line carrying steam 
at 185 pounds per square inch 
pressure and 120 degrees Fahrenheit 
super-heat. 

The Leetonia Lee- 
tonia, Ohio, is now manufacturing the 
“Red Breast.” the new 
auger for use in drilling holes in coa 


blasting. 


Tool Co pa? 
Leetonia breast 
] 
| 


for inserting explosives fon 


The twists, oval and conveyor, are 
made of steel and the couplings of re- 


iron. The conveyor twist 
— 


fined malleable 





is used for dry drilling and the ova 
for damp drilling. The company states 
that the 
hold the crank and auger as 
welded. The 
with the 
bending and are provided with 
malleable grips. A hardened steel ball 
eliminates friction between the crank 
and plate. The augers are made in 
both the single and double erank 
and either may be used with the breast 


tool is so constructed as to 
rigid as if 
cranks are made of steel 
proper carbon content to pre- 


vent 
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Wood Split Pulleys 





Prompt Shipment Always, from Maysville 
Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 





“HILL CLUTCH” 








MILL EQUIPMENT 


Brim-full of 


new information! 
HILL CLUTCH - 
MILL EQUIPMENT 


SHAFTING 
BEARINGS 


The New General Catalog 


“Hill Clutch’’ 
Mill 
Equipment 














{LLCLUTCH 
\ YLEQUIPMENT 


CLUTCHES 
PULLEYS 
BELT TIGHTENERS 


It illustrates every phase 


of “FELL CLUTCH” 





MILL EQUIPMENT. In 
addition, it contains 
tables, diagrams, engi- 
neering data, etc., which 
HI eliminates guess work in 
MUECLUT CH the selection of proper 
UIPMENT power transmission 
units. Write for copy. 
"ACTER VES 
A . , 
SPRORS___| The Hill Clutch Machine 
SPEED KETS & Foundry Co. 
TRANSFORMERS Power Transmission Engineers 
General Office and Plant 








Cleveland, Ohio 
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“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 
Charging Trucks and Cars 
Dump Cars 
Turntables etc. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 
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plate. The accompanying’ illustration 


shows the breast plate. 
Armstrong-Blim Manufacturing Co., 
North 


cago, Is now 


Francisco avenue, Chi 
manufacturing the new 
patented Marvel high-speed-edge hack 
saw blade for use in all 
chines. 


power mMma- 
The teeth in the cutting edge 


RC 








A ven cnieisinigeaai ~ 
are machine cut in a strip of high 
The back or body of the 
blade is of a special heat treated steel 
of toughness and strength. The high 
speed steel strip is integrally welded to 
the back by a patented electric welding 
proce 


speed steel. 


thus combining, the company 
states, all the cutting qualities of high 
speed steel with a non-breakable char- 
acteristic. The newly developed form 
of tooth increases the efficiency and life 
of the cutting points by providing the 
proper free elimination of chips, it is 
claimed. These blades are made in a 
variety of lengths, and may be had with 
6, 8, 10 or 14 teeth per 
lengths. 


Is not 


inch in all 

According to the company, it 
necessary to machine 
production be- 


stay sharp six to ten 


increase 
increased 


cause the teeth 


speed to get 


times as long as the teeth of an ordi 
nary blade, although machine speed 


may be at least doubled to obtain the 


full efficiency of the high speed steel. 
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Ajue Flevible 
field, N. Y., has recently issued a new 
general bulletin describing the Ajax 
Industrial Shock Absorber. This book 
is complete with illustrations and data. 

The Da jton Satety Ladde Ce. 121 
West Third street, Cincinnati, has is- 
sued a small folder on its products. It 
contains illustrations showing various 
uses of the ladders and features of their 
construction, reading matter, and speci 
fications and prices of the type “A” 
ladder. 

The Bristol Company, 
Conn., is out with 


Coupling Co., West- 


Waterbury, 
Bulletin No. 360 on 
the company’s recording instruments. 
The bulletin, which measures 913 by 
114 inches and contains 52 pages and 
an attractive cover, is completely illus- 
trated. 

Winfield H. Smith, Ine., 20 Eaton 
street, Springville, N. Y., has issued 
anew 16-page folder describing its line 
of light power transmission machinery. 
The illustrations show reducing 
gears, hangers, pillow blocks and other 
equipment for use in installations of 
small horsepower capacity. Prices and 


speed 


specifications are given. 


D, O. James Mfg. Co., 1120 West 
Monroe street, Chicago, has recently 
issued Catalogue No. 133, describing 


James gears and 
scriptions of the 


these 


=peed reducers. De- 
various features of 
products are included, together 


with complete illustrations of types and 
installations, and specifications. It also 
contains much engineering data. 

Crescent Belt Fastener Company, 257 
Park avenue, New York, has issued an 
interesting booklet on belt joining. It 
is illustrated and attractively arranged 
and consists of 16 pages and cover. The 
booklet has the title, “The High Cost of 
Indifference.” 

Geo. D. Roper Corporation, Rockford, 
Il., has issued a small booklet on “Tra 
hern” rotary pumps manufactured by 
the company. It contains 16 pages, and 
measures 6% by 314 inches, is well il 
lustrated and contains descriptions and 
data tables. 

Kastern Taube & Tool Co., Tne., D944 
Johnson avenue, Brooklyn, has issued a 
little booklet showing the proper Ettco 
keyless drill chucks to fit the various 
standard makes of electric drills. The 
chucks are arranged for ordering by 
number, and sizes, descriptions and 
prices are given. The booklet is less than 
4 inches high and less than 6 inches 
wide, and contains 24 pages and cover. 
It is a valuable guide to the mill supply 
salesman handling this line. 

Suspension Bearing Company, Spar- 
tanburg, S. C., manufacturer of ball 
bearings, has issued a handily arranged 
loose leaf booklet giving load ratings in 
pounds at R.P.M. for grooved ball 
thrust bearings, and plain ball thrust 
bearings, P series, with specifications 
and list prices, as well as specifications 
and list prices on flat steel thrust wash- 
ers, W 

Walworth Company, 88 Pearl street, 
Boston, has issued a new booklet 
ering the complete line of Walworth 
brass valves. The various valves are 
briefly and illustrated, and 
dimension and price tables are pro- 
vided. A list of the entire Walworth 
valve line is handily arranged in table 
form. Other information and general 
recommendations are included in the 
booklet, done in colors. 

Ohio Brass Co., Mansfield, 
issued a new booklet of 16 pages and 
attractive cover entitled, “Lead Tip 
Steel Pins for Insulators.” It treats 
of the importance of the pin to the 
insulator, emphasizing the necessity for 


series. 


cCOov- 


described 


which is 


Ohio, has 


proper pin selection to provide the most 
efficient insulator service. This book- 
let also lists O-B lead 
tip steel pins, double arm construction 
materials and double pin 
brackets. It has 
photographs and_ line 
bring out the context. 

The Fairbanks Company, 
Lafayette street, New York, has re- 
cently issued three well illustrated book- 
lets. One is Catalogue No. 40 on Fair- 
banks wheelbarrows and scrapers and 
is intended for distribution by Fair- 
banks dealers to their trade. It con- 
tains brief descriptions and_ illustra- 
tions, specifications and an alphabetical 
index to code words. It measures 7 by 
t inches and contains 52 pages and 
cover. Another, Catalogue No. 30, con- 


describes and 


pole top 
ample captioned 


drawings to 


3938-599 


9] 


tains the same general type of informa- 
tion on Fairbanks trucks. This has the 
same dimensions as Catalogue No. 40 
and contains 64 pages and cover. The 





third brings out the more important 
details of construction of those Fair- 
banks barro most commonly handled 
in the genera irdware business. This 
catalogus % inches high by 6 inches 
wide and contains 18 pages and cover. 
Among ther bits of trade litera- 
ture received in the office of MILL Sup- 
PLI! uring ‘ t mont were an 
illu ( i) n two colors on 
Reeves variable transmission, issued by 
the Reeve ‘ulley Company, Columbus, 
Ind., and a new broadside which illus- 
trates in colors all the products of the 


Bel- 


Pyrene Manufacturing Co., 560 
mont avenue, Newark, N. J., manufac- 
turer of fire extinguishers; together 
with examples of uses of such equip- 


ment. 
C ys ) 
who founde:l 


Thomas W. Mitchell 

Thomas W. Mitchell, 
the Taber Pump Co., Buffalo, in 1885, 
died in his home in that city recently 
at the age of 72 years. Mr. Mitchell 
was born in Buffalo, where he lived 
all his life. He was superintendent 
of the Taber Pump Co. at the time of 
his death. 








D. H. Roberts 

1). H. Roberts, founder of The 
Roberts Brass Mfg. Co. and The 
McRae & Roberts Co., both of Detroit, 
died recently in his home in Henderson- 
ville, N. C. Mr. Roberts was chair 
man of the board of directors of The 
Roberts Brass Mfg. Co. at the time 
of his death, but had left The McRae 
& Roberts Co. 20 years before. 


M. Bard 

M. Barde, founder of the M. Barde 
& Sons Steel & Machinery Co., Port- 
land, Ore., and Seattle, Wash., died 
in his home in Portland October 12th, 
at the age of 61 years. 

Mr. Barde had been ill for nearly 
five years. He went to Portland in 
1890 and started a general supply busi- 
ness. His business grew gradually un- 
til in about 1900 it occupied half of a 


city block, and was then handling 
supplies for steel and saw mills and 
foundries. In about 1910 Mr. Barde 


moved his business to its present head- 


quarters at Front and Main streets, 
occupying a five-story brick building, 


with private wharf facilities in the rear 
of the building. The company now also 
occupies an additional warehouse, 1,100 
feet long, for structural steel plates, 
bars, ete. In 1920 a branch was opened 
in Seattle, carrying structural 
plates, bars, wire goods, ete. 

representation is maintained in the 
various cities of the Northwest. The 
large business of the company was 
built up through the guidance and fore- 
sight of Mr. Barde, who early visioned 


steel 
Sales 








true and correctly balanced. 
Face will not eat out. Metal 
sleeve cannot work loose. 
Pulleys are case hardened 
and finished with two coats 
of spar varnish. Sleeves can 
be rebored and face turned 


down. Stock sizes 2 to 11 


inch diameters. 





Saginaw Manufacturing Co. 
Saginaw, Mich. 


Pulleys. 
Paper 


Iron Center 


Motor Pulleys. Rope 
Pulleys. 


and step Cone Pulleys. 
Drive Pulleys. 


Pulleys. 
Pulleys 


Flange 
Main 


Loose 
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SESE, 
Motor Pulleys 
Gilbert Motor Pulleys are 
made in every detail for the 
hardest service. Absolutely 

P= 
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The December drive 
for greater gauge glass sales 


Moneriett (sauge Glasses are 


the subject of a special sales 





drive in December. In addi- 
tion to receiving their share of | 
“het - PERTH 

Jenkins publication advertis 

‘ : - : f st s 
ing, they are being featured in sures an “pod 
a folder sent out by the thou Ibs 
sands, and which is sure to 
reach many of your customers. 


UNLEFIC 
for steam pres- 
sures up to 400 


Ss 


This) folder) reminds engineers 
that Moncrieftis AT the only 
Scotch Gauge Glasses made, that 
Moncrieffs combine ughness and 
clearness to a remarkable 


ck Fee. 


sy , on ft _ " a glass with white 
f\ Ss fore oO Ss 

Phe LV type afford \ oul cu enamelled back 

tomers a wide range ot choice. for steam pres 


Study the table at the right, and 
help in their selection 





sures up to 150 
Ihe 


| 
papa BROS. ee 
? J Sigg: oe (ueacon io) | 
( ae G UGE GL ISSES an en: amelled glass | 
80 ‘White Str reet New York, N. Y. h red indice ator | 
524 Atlantic Ave. Boston, Mass. line for s S 189 | 
133 No. Seventh St.....Philadelphia, Pa. PRSSIEES EET 
646 Washington Blvd........ Chicago, IM. ” | 
| 
LUBRICATOR @ 


a lubricator glass 
that withstands 
steam pressure up 
to 400 Ibs. 














SWARTWOUT 
Steam Separator 


Bucket 
Type Steam Trap 


Swartwout 


Swartwout Return, 
Lifting and Vac- 
uum Trap 

Swartwout Steam 
Separators — Re- 
ceiver Type 


Pa 
38 
sa 
$2 
Le 





Swartwout Low Pres- 
sure Float Trap 
Swartwout Air 

arator 


Sep- 
99°. Dry Steam 
Guaranteed ; 

Swartwout Cast Iron 


” ; Exhaust Head 
Kither cast iron or 


east ster. Swartwout Cast [ron 


Strainer 


COMPANY 
Cleveland 
. Ohio 


THE SWARTWOUT 
General Offices: 18523 Euclid Avenue. 


Factories: Cleveland and Orrville 




















FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 


absolute guarantee 





TRADE MARK 








“It Has Stood the Test for Over Thirty Years” 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 


refined raw materials, perfectly amalgamated— 


thus insuring satisfied customers and repeat orders. 


FRICTIONLESS METAL COMPANY 


1458-60 Collins Street 
SAINT LOUIS, MO. 
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the need for large stocks in the grow- 
ing field in which he had_ estab- 
lished his house. The business is being 
carried on by his sons—J. N. Barde, 
president; H. Barde, vice-president, 
and L. B. Barde, treasurer—with John 
J. Hannon as secretary. They aim to 
follow the principles that gov- 
erned M. Barde in building his 
business. 





same 


Frank L. Brown 

Frank L. Brown, first vice-president 
of the Columbia Steel & Shafting Co., 
Carnegie, Pa., and treasurer of its 
affiliated selling organization, Edgar T. 
Ward’s Sons Co., Newark, N. J., died 
in Philadelphia, October 14th, at the 
age of 50 years. Mr. Brown was with 
the Brown-Bonnell Iron Co., of which 
his grandfather was one of the found- 
ers. When that company became one 


of the units of the Republic Iron & 
Steel Co., Youngstown, Ohio, Mr. 
Brown continued with the Republic 


company, serving that organization 
until 1912, when he joined the Columbia 
Steel & Shafting Co. in an official 


capacity. 


Arthur G. Henricks 

Arthur G. Henricks, vice-president 
and general manager of The Harnisch 
feger Corp., Milwaukee, died November 
9th following a long illness. Mr. Hen- 
ricks was born in Milwaukee April 16th, 
1879, and, after completing a course 
in the former Milwaukee Engineering 
School, entered the Pawling & Har- 
nischfeger Co. plant. He was _ pro- 
moted successively to erecting engineer, 
sales engineer and general sales man- 
ager, and in 1917 was made vice-presi- 
dent and general manager. Mr. Hen- 
ricks was well known as an inventor, 
one of his inventions being an electric- 
ally operated system, known as _ the 
Arthen Auto Storage System, for stor- 
ing automobiles in multiple-story ga- 
This system is manufactured 
by The Harnischfeger Corp. 


rages. 


Scheller 

Louis Charles Scheller, vice-president 
and general manager of the Union 
Hardware & Metal Co., Los Angeles, 
which is a distributor of mill supplies, 
died suddenly as a result of a stroke 
at his home in Los Angeles November 
3rd. Mr. Scheller was born in San 


Louis C. 


Jose, Cal., 65 years ago. In 1887 he 
took a position as secretary of the 
Schoder-Johnston Co., Los Angeles, 


later becoming treasurer of that firm, 
which subsequently was incorporated as 
the Union Hardware & Metal Co. He 
had been general manager of the com- 
pany for the last 29 years. Mr. Schel- 
ler is survived by his widow, a son and 
two daughters. His son, E. A. Schel- 
ler, holds an executive position with 
the company. 


Herman W. Oster 
Herman W. Oster, founder of The 
Oster Manufacturing Company, Cleve- 
land, died October 29th at the age of 


93 





69 years. Mr. Oster was born in St. 
Louis and went to Cleveland when four 
years old. He founded the company in 
1893, having invented the original Oster 
adjustable die stock for threading pipe. 











HERMAN W. OSTER 


He confined his activities solely to the 
manufacturing end of the business and 
was active until 60 days prior to his 
death, when he was serving as vice- 
president and general superintendent of 
the company. No successor to Mr. Os- 
ter has yet been selected. 


R. Spurrier Howard-Smith 
R. Spurrier Howard-Smith, for many 
years treasurer of the Link-Belt Com- 
pany, Chicago, died October 29th at the 


age of 67 years. Deceased was a 
graduate of Columbia University and 
the University of Tennessee. He 


joined the Link-Belt Engineering Co. 
in 1885, and was vice-president and 
1905, 
treasurer of the 


treasurer of that company until 
when he was made 
Link-Belt Company. 
Harry L. 

Harry L. Brown, secretary of the 
Ohio Brass Co., died Sunday, October 
23rd in Toledo, Ohio. He was stricken 


Brown 


with appendicitis while returning to 
Mansfield from the Michigan-Ohio 
State football game in Ann Arbor, 


Mich., and was unable to withstand the 





HARRY L., 


BROW N 


shock of the operation which it was 
found necessary to perform at once. 
Mr. Brown was born in Grand Rapids, 
Mich., and was 38 years of age. He 
was graduated from the University of 
Michigan, and did engineering work 
for the Aurora, Elgin & Chicago rail- 


road and the Chicago Telephone Com- 
pany, and was later editor of the 
Electric Railway Journal. During the 
war he was a first lieutenant and cap- 
tain in the signal corps. Mr. Brown 
joined the Ohio Brass Co. as secretary 
early in 1925 and served in that capac- 
ity until the time of his death. He 
had general supervision of the com- 
pany’s publicity and advertising, con- 
vention activities and display, and, in 
addition, was active in the association 
work of the industries his 
served. He was a member of the 
American Executive Committee, and 
at the meeting of that committee on 
October 6th last was reappointed 
chairman of the committee on subjects 
and meetings, to serve forthe 
1927-28. 


company 


year 
Ieceased is survived by his 
widow, two children and his parents. 


William M. Christie 
William M. Christie, manager of the 
Syracuse branch of the Page Belting 
Co., died suddenly from heart trouble 
in his home in Syracuse recently. Mr. 
Christie had been a member of the 
Page organization for about 12 years. 
He first served the company at the 
Chicago office, later traveled New York 
state, and had been manager at Syra- 
euse for the last three years. 
Francis W. Taylor 
Francis Winthrop Taylor, vice-presi- 
dent of the S. G. Taylor Chain Com- 


pany, Chicago, died Sunday, October 
Yth, in the Grant hospital, Chicago, 
following an illness of four months. 


He was born in Chicago April 16, 1878, 
a son of the founder of the chain 
company bearing his name, and of the 
ninth generation in 
mother’s side, from 
governor of the Massachusetts Bay 
Colony in 1650. From 1903 until 19153 
he was a partner in the firm of Aldis & 
Company, Chicago real estate house, 
and served from then until the time of 
his death as vice-president of the S. G. 
Taylor Chain Company. Mr. Taylor 
served as a captain in the Thirteenth 
Engineers (Railway) during the world 
war and participated in several major 
engagements. At the time of his death 
he was a major of ordnance, O. R. C. 
Mr. Taylor was secretary to Franklin 
MacVeagh, then secretary of the treas- 
ury, from 1911 until 1915. He was 
formerly an alderman in Chicago and 
served on various important city com- 
mittees and commissions, among other 
things having organized the milk com- 
mission, having been one of the first 
members of the executive committee of 
the Chicago Plan Commission, a 
member of the special park commission, 
and assistant secretary of the Chicago 
Crime Commission. He was also a 
prominent member of church, fraternal, 
business, military, historical and social 
organizations and had made several 
yachting trips around the world. De- 
ceased is survived by his brother, 
Samuel G. Taylor, Jr., president and 
treasurer of the S. G. Taylor Chain 
Company. 


descent, on his 
John Winthrop, 
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—and solve Your Cutting Problems! 


are no obstacles in metal cutting with 
In shops that require hack- 
cutting on all kinds of metals, these 
blades have proven an economical and es- 
sential factor. 


There 
Victor Blades. 
saw 


Flexible Blade has the 
with the 


-ommended for 


Fhe Victor Special 
cutting combined 
flexible qualities and 
use On all soft 


duce breakage. 


same 
efhiciency perfected 
is rec general 


and tough cutting metals that pro 


Let us send you free samples of this 
Wonder Blade 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
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SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


Made in 


Sweden 





Wheel Dresser meets all 


a tool for the general dressing 


The Grinding 
the requirements of 
carborundum and other 


and truing up of emery, 


erinding wheels. The roll consists of hardened steel 
plates with “U" 


until they 


shaped teeth which keep their sharp- 
The spindle 


ness are completely worn out. 


. 7% ° ° . 
is provided with a lubricating cap. 


We carry a full line of circular files and torches 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 


107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 


mass 





















For many years we have been working on 
the idea of a bearing metal that approximates 
bronze for wear and can be melted and 


poured like babbitt. 


is the achievement of these years of effort. It car- 
ries the heaviest bearing loads, stands the pound of 
reciprocating machinery, 
babbitt bearing. 

OUR POLICY of selling through one supply house 
in a city, and the fact that we now have over two 
hundred distributors, limits further connections to 
those cities where we are not represented. Write 
shall be pleased to tell you whether 


yet can be renewed like a 


us and we 


your territory is open. 
‘A ’ 
\ vi 
119 S. Lincoln St. Chicago, Ill. 
A ite Member National Supj nd Machine D butor 


Association 


Manufacturers of Monarch Ball Metal 

















GLASS BODY OILERS 





Oil Gauges 
> Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
Brass Pipe Fittings 
Cylinder Cocks 
Water Gauges 


GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 











When writing 


to Advertisers 
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ase 


mention Mii. Suppiies. 
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SILENT ELECTRIC SHOVEL 
A silently operated electric shovel is one of the latest 
developments in the building industry. The advantage 
of this new shovel, that in time may almost replace the 
noisy steam shovel, will appeal to all who have had to 
live or work near where construction activities are going 








| 






on. But there is also an economic value to this modern 
shovel in that no fireman is fuel 
to haul and handle, no problem of water supply, no lost 
time waiting for steam pressure, and no danger in the 
winter time of boiler and steam pipes freezing. 


necessary, there is no 


ACCURACY IN REAMER MANUFACTURI 
In the reamer section of the catalogue of the Whitman 
Barnes-Det appears this interesting 
statement: “A reamer, with the exception of the 
type, is a precision tool, consequent] 
demanded 
primarily 


roit| Corporation 
bridge 
degre 
than of 


Mere ac- 


higher 
in its manufacture 
metal removers. 


cutting size does 


~ accuracy 1s 


tools 


which are 


curacy of diameter or not, however, 
a satisfactory reamer, since, in these 
intensive production methods, a reamer must be of 
rect design and made from the finest tool steel obtainable. 
it produce the maximum number of round smooth 


it must 
holes before wearing appreciably below its original size, 


constitute davs ot 


cor- 


making necessary less readjustment and regrinding.” 


ADVANTAGES OF PORTABLE FLEXIBLE SHAFT 

“The constantly growing use of portable flexible shaft 
machinery in almost every line of manufacture is due 
primarily to two factors,” says the R. G. Haskins Com- 
pany in introducing its new catalogue, ‘“‘the portability 
of the equipment and the flexibility of the shafting, 
by means of which various types of tools can be easily 
and effectively used in hard-to-get-at places. In many 
instances flexible shaft machinery is used in bench, ped- 
estal or suspended form in straight line production where 
the work travels past a given point. In other instances 
the portability of the tool is an outstanding factor 
because in working on large stationary or hard-to-move 
pieces of material the equipment can be quickly brought 
into use by plugging in on the nearest light socket or 
power line.” 


WATER POWER AND THE HYDRAULIC TURBINE 


MACHINERY 


“The increasing cost of coal as a source of power is 
turning attention every year more forcefully to the use 
of water power,” reads the introduction to a catalogue 
on the subject of water power issued by the Christiana 
Machine Company, Christiana, Pa. “The harnessing of 
the vast potential energy of our streams and rivers offers 
the most effective source of relief from this burdensome 
Progressive factory managers are beginning to 
realize this fact and are taking steps to cut down their 
prceduction costs by this method. The hydraulic turbine 
has become accepted as the standard machine for utiliz- 
ing water power. It is simple, reliable and economical, 
and can be depended upon to develop power year after 
year at a minimum expense.” 

THE LAND OF MIRACLES 

“The United States is undoubtedly the land of 
miracles,’ wrote Howard Coonley in an editorial in a 
recent issue of The Walworth Log. “A new govern- 
ment started than one hundred and forty years 


cost. 


less 


95 


ago on a foundation of financial insolvency, today has 
assets in excess of three hundred and fifty billions of 
dollars. Industry that a century and a half ago con- 
sisted of a mere handful of blacksmith shops, today 
produces more than sixty-five billions of dollars worth 
of materials yearly and numbers its workers in excess 
of thirty millions. In the picture of this amazing de- 
velopment two industries are outstanding—that of auto- 
mobile manufacture and of the production and refining 
of oil. And, after all, the automobile would have been 
impossible without the development of gasoline. The 
growth of the oil industry is a fairy story as strange 
as any told in the ‘Arabian Nights.’ It has not been 
brought about by the rubbing of a corroded brass lamp, 
but from the imagination and enterprise of a group of 
courageous men who have risked everything they had 
In a picturesque venture, and have won. 
from a rock was the miracle of old. 


the sands of a barren plain is the 


Getting water 
Squeezing oil from 
miracle of today. On 
such miracles is this country founded.” 


GRAIN AND GRADE OF GRINDING WHEELS 


What is meant by “grain” and “grade” in grinding 
Wheels is explained as follows by The Abrasive Com- 
pany, Philadelphia: 

The size or number of abrasive used is termed the wheel’s 
degree of coarseness or fineness. The abrasive material 
after being crushed is graded to different sizes. These num- 
bers are determined by the sieve or screen through which 
the material passes. No. 20, for instance, is that which 
passes through a sieve which has twenty meshes to thi 
linear inch. No, 30, thirty meshes; No. 60, sixty meshes, 


cte. The degree of coarseness usually runs from about No. 
8 to about No. 200. Finer grades are known as flours, but 
these are seldom used in wheels, being used mostly for rub- 
bing and sharpening stones for very fine work. 


Grade means the hardness of the wheel, or the resistance 
of the cutting particles under grinding pressure. A _ soft 
heel is one where the cutting particles break away very 
rapidly under grinding pressure. A hard wheel will retain 


its cutting particles longer. The various steps or degrees of 
hardness from soft to hard are designated by letters. The 
ideal wheel for any work is one that furnishes a new cutting 
fast as the particles in use become dull; in othei 
words, the proper wheel will not glaze, but will remain sharp. 


face as 


BATH TUBS WEREN’T ALWAYS POPULAR 
In the November issue of The Valve World, published 
by Crane Co., the question, “How long has sanitary 


plumbing been in use, and where?” is answered thus: 
article—the bath tub— 


The history of one particular 
is particularly interesting. In about 1830, in England, 
Lord John Russell devised the bath tub. In 1842, Adam 
Thompson of Cincinnati, Ohio, who had, on a recent visit 
to England, become acquainted with Lord Russell, returned 
to his native city and there constructed the first bath tub 
to be used in America. It was a cumbersome thing, weigh- 
ing nearly a ton, seven feet long and four feet wide. It was 
made of mahogany, lined with sheet lead. Pipe was laid 
Trom the back yard pump to a tank in the attic, from which 
two pipes extended to the tub, one carrying cold water, the 
other coiling down the chimney, thus heating the water. 

Records show that in Philadelphia, a city ordinance, passed 


in 1843, prohibited bathing between November first and 
March fifteenth. Boston, as late as 1845, passed an ordi- 


nance making bathing unlawful, without a physician’s pre- 
scription. Records also show that the state of Virginia 
levied a tax of $30 a year upon each tub used within its 
boundaries. Millard Fillmore, as President of the United 
States, in 1850 ordered the installation of a bath tub in the 
White House. The idea of the bath tub was received with 
indifference, and even disfavor, but now we _ see_ hotel 
advertisements—“3,000 rooms, 3,000 baths.” Thus has the 
idea progressed until now a very large proportion of the 
homes in the United States are equipped with modern 
sanitary plumbing. 
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To Get the Right Start — Equip with »M4EDARTF W e give 


to the Distributor 


100% cooperation because it is our 
policy to sell thru distributors. 
We refer every inquiry back to 
some distributor in the territory. 
@ We give an unequaled service to 
both the distributors and their cus- 


Get th 
-MEDART- 
Wood Split 

PULLEY 


from Stock! 


¢ What are the sizes, 
regardless of what 





quantities, you want : tomers. 

shipped TODAY? z : . 

© Wire them—phone them cage * a off our ware- ¢ We give every possible aid to the 
house racks and on the cars in a jiffy. x h ° 

c <page al ays aa them from stock, and for a fair Sales Manager and his men. 


fan #1 orgie ER These are some of the reasons distributors 
find satisfaction and profit in handling the 
ATLAS CAR MOVER, a car mover 
that moves any car, under any circum- 
stances, and gives the kind of service that 
OMPANY makes it the outstanding tool in that field 
of work. 


¢ ” ‘ : ] Ow / i 
Get the “MEDART” WOOD SPLIT PULLEY from stock! 


(i o VU 1 Pa t Pul ) 
General Offices and Works: St. Louis, U. S. A. 
Office and —— CINCINNATI 
CHICAGO, PHILADELPHIA, NEw YORK, SEATTLE, PITTSBURGH APPLETON CAR MOVER CoO. 
Shafting, Couplir Collars, Hangers, Bearings, Bearing Support P. O. Box 42 Appleton, Wis. 
ha pope It ir a od ulleys, > a os va a te Ry shaming Jails Associate Member 
Serie ae eae . : ere oa National Supply & Machinery Distributors Assn. 


Manufactured only by 
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Adaptable and Inexpensive 


The ability to “fit in” a large variety of applications and a low 
first cost makes an ideal sales combination. Especially with the 
good will that has been built up for the Edgemont Type B Clutch 
through years of efficient service. 


Send for catalogue “H,” sell “Edgemonts” and profit by it. 


acso ape in curorr ccutcx "THE EDGEMONT MACHINE CO. arc” 














When writing to Advertisers please mention Mitt Suppties 
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CSrom Our &eh&ndes 
“Slip a little lesson in etiquette between the pages that 


carry specifications and the pages that tell how to meet 
sales objections,” suggests C. B. Larrabee, in an article 
written for Printer’s Ink, entitled “The Manual as a 
‘Book of Etiquette’ for Salesmen.” Not only does the 
author emphasize the importance of agreeable manners, 
neat appearance, and good social conduct generally, but 
he also discusses as etiquette the salesman’s conduct 
toward his own house. “It is as important for the sales- 
man to respect the house as for the house to respect the 
states manual that Mr. 
“The salesman is something 
mere representative. He is a builder. It 
to create good-will.” 
{ Sales Story That Rhymes 
“Verse or Worse” is the title that 
following versified editorial, found in 








il 


Etiquette Rules Slipped into the Manual 


salesman,” has 
than 2 


s his business 


one Larrabee 


examined. more 


attracts us to the 
The Platform of 


The Dayton Safety Ladder Co: ‘A salesman starting 
on his round, walked slowly, eves upon the ground. The 
dav before, he’d missed a sale and feared that he was 


growing stale. The more he pondered on the past, the 


more he felt his job too vast. The more he grieved 
about his lot, the more depressed this poor man got. 


At last he reached his prospect’s store, and oh, the look 
of gloom he wore! Small wonder that he missed again, 
and deemed himself the worst of men! Another sales- 
man in his crew always maintained a cheerful view. He 
had one recipe for ‘biz’—it always worked 
is: Your thoughts are things, 
kev the other fellow’s mood. 


he,’---Try 


and here it 
good, thev’ll 
‘As a man thinketh, so is 
this in vour own work, and see!” 
Ford Savs [It with Machine Tools 

An item in the Ford News explains how costly it is to 
produce the new line of Ford “To the present 
time preparations to manufacture the line of cars, in 
which more than 50 percent of 
ery is affected, 
stated. 


and bad or 


cars. 


all the company’s machin- 


have than $15,000,000,” it is 
“Two of the factors included in these preliminary 
steps were the purchase of 4,500 machine 
and the alteration of 15,000 more. These two 


involved an expenditure of nearly $10,000,000. 


cost more 
tools 
items 
Prepar- 
ing to produce the new rear axle alone necessitated the 
One 
hundred and sixty-six gear generating machines were 


new 


construction of an entire group of machine tools. 


completely rebuilt at a cost per unit of $3,000 to pro- 
duce two gears included in the rear axle assembly. Other 
mechanical equipment consisting principally of punch 
presses costing approximately $1,000,000, and machinery 
for production of the new steel spoked wheel costing 
between $600,000 and $700,000, was required. 


Power Transmission in Textile Mills 
The Textile World, in an article entitled “Power Trans- 
mission Equipment,” gives two principal requirements 
to be met in textile mill work: “The first is freedom 


from shut-down. <A shut-down in one department causes 
the material in process in preceding departments to ac- 
cumulate, and seriously handicaps, even to the extent 
of shutting them down, the succeeding departments. In 
some dyeing, mercerizing, bleaching and finishing proc- 
esses, any lengthy shut-down will damage the stock in 


ITD HD) Tec 97 
yD Lei LU UL Og) 





process to a varying extent. Therefore dependability 
and reliability are two valuable features of all equip- 
ment. The other main requirement is freedom from oil 
throwing. Oil stains are the constant worry of every 
mill man and everything that can be done in designing 
transmission equipment to prevent the throwing of oil 
should be done.” Mill shafting should be of the best 
grade obtainable, and should withstand extreme twisting 
and bending, the article further explains. 


In addition, 
shafting must be straight. 


Bearings must not throw oil 
or allow it to run out along the shaft, and all hangers 
should be so constructed that they can be aligned ver- 
tically and horizontally. 


Decimals and the Metric System 
“A lot of people mix up decima!s with the metric sys- 
tem,” states an editorial in the American Machinist. 
“They talx about the advantages of using ‘tens’ and 
‘tenths’ as though that could be done only with the metric 
system. when, as every shop man knows, thousandths are 


the daily diet of practically all mechanics in modern 
shops. The convenience of decimals in connection with 
fine measurements is recognized. 


Tenths of a thou- 
sandth are not uncommon in many classes of work. The 
objection to the metric 

but from the change in the unit of 
Not only is the inch more convenient, 
but it is the unit used in building perhaps 85 percent 
of the machines in use in the world today. Changing 
from one unit to another would involve untold confusion 
and expense. It is not particularly easy to translate 
dimensions involving tenths of thousandths of an inch 
into millimeters, even on paper. But it is more 
difficult to do the translating in iron and _ steel and 
have the parts fit as they should. Those who tell us 
that it is easy are among the sort of optimists who make 
confirmed pessimists of those who have to deal with 
them.” 


svstem does not come from its 


use of decimals, 


measurement. 


far 


{ Credit Man Goes into the Field 
“The Emissary of Good Wilk” is what The Jobbe?’s 
Salesman calls H. H. Nunn, credit manager for Hendrie 
& Bolthoff Mfg. and Supply Co., Denver, in an article 


of that title. Mr. Nunn, as interviewed by Willis H. 
Parker, states that two outstanding advantages result 
from spending at least half of his time traveling. First. 


he gains adequate information about conditions in all 
parts of the trade territory and in individual com- 
He does this by talking personally with bank- 
business men, and customers. and by noting the 
the latter’s establishments. The second 
that, in making friends of the customers, 


munities. 
eTs, 
condition of 


advantage is 


he convinces them that the credit department of a dis- 
tribution house is not hardboiled and merciless in its 
efforts to get the money. “These good-will tours are 


made in the company of the salesman on the territory,” 
states the article. “‘Before going on the trip, Mr. Nunn 
collects all the data he can regarding the customers in 
the territory to be visited, the conditions in the com- 
munities. so that he has something besides the weather to 
talk about.” He also informs himself insofar as possible 
about the customer’s family and gleans various items of 
personal interest. “Mr. Nunn’s system is responsible 
for many thousands of dollars worth of additional busi- 


ness,” concludes the article. ‘That’s from the sales 
angle. Collections have been easier to make and it is 
admitted that thus far, the additional profits from 
increased volume of business and the decreased loss 
from bad accounts have more than offset the expense 


of sending Mr. Nunn over the territory and employing 


additional office help so that he could make the trips.” 
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435—Wall Paint Brush. 
Long Black China Bristle 
heavily filled and vulcanized 
in hard rubber—nickeled fer- 
rules. Size 3’’ to 5’’ widths. 


(OSBOR®) 


Profit by 
Your Customers’ 
Preference 


One sure way yourcustomers tell better 
wearing and better working brushes is 
by looking for the Osborn trade-mark. 


444—Flat Varnish Brush. 
Black China Bristle, vul- 
canized in hard rubber— 
chiseled. Tin ferrules. A 
handy brush for general use. 
Size 1” to 4” widths. 





Osborn’s thirty years’ experience in 
designing and building fine brushes is 
readily apparent to every man who 
knows a good brush when he sees it. 


401 — Flat Varnish 
Brush. Black China Bris 
tle, vulcanized in hard 
rubber, triple thick, 
chiseled. Nickeled fer- 
rules — cherry handles. 
A popular high-grade 
, Es e Z - brush. 
For painting and varnishing, there is an 


Osborn brush especially designed and 
built for each particular job—a brush 
that will work better and wear longer. 


JHE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Branch Offices: 
New York, Detroit, Chicago, San Francisco, Los Angeles 


441—Oval Paint or Varnish 
Brush. Black China Bristle, vul- 
canized in hard rubber—chiseled. 
Nickeled ferrules, Size 153” to 
24%” diameter. 





A BETTER WEARING BRUSH FOR EVERY USE 


When writing to Advertisers please mention Mitt Suppties. 
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Acquire Ambition, Then Follow It Up 


Success Comes 


to the 


Van, Who, Having Set a Goal, 


Exerts 


Strenuous and Sustained Efforts at Preparation 


Just rece ntly 1 received the following 


lette: from soa 


young prospective 
alesman: 

“T have finished reading your ex- 
cellent book, ‘The Suecessful Sales- 
man.’ I read it because | 
am now about to go into sales work 
myself. I have recently finished my 
education at the Harvard Graduate 
School of Business, and am ready for 


my first trial on a permanent job. 
Before ] trial, however, I 
would appreciate the advice of an ex- 
perienced man on the following: 


make this 


“1. joes the kind of product your 
company makes, or your location, make 
avery great deal of difference? 

“2. If so, can you suggest the names 
of a few worth while companies? 

“3. How would you proceed to look 
for a sales position? 

“In other words, I would appreciate 
any information whatsoever which 
would help me decide whether it is best 
to begin selling commodities 
with a repeat demand, for a national 
concern, or otherwise, also whether it 
is more desirable to locate in New 
York City, or elsewhere, or to travel.” 

It would be interesting to know just 


several 


how the questions of this young man 
would be answered by experienced and 
successful mill supply salesmen. Here 
is What I took oceasion to say in reply 
to his three queries. 
ANSWERS TO QUESTIONS 

In answer to the first question, I 
said, “The kind of product may make 
a difference to the extent that you 
would not get along well selling some 
product you do not like or with which 
you were not in sympathy. You need, 
if possible, to sell products on which 
you are yourself sold. Also you may 
know a good deal about certain prod- 
ucts or kinds of merchandise and 
nothing about certain others. Nat- 
urally you will do better at selling 
something you know about. As to the 
company for whom to work, the im- 
portant thing is that they be reliable 


FRANK FARRINGTON 


and make good goods and stand behind 
them. Location is worth considering 
if it involves the question of whether 
or not you can live at home, or whether 
you are to sell in a community or in 
a part of the country where you know 
the people and their customs. It some- 
times happens, as an example, that a 


WORK MAKES THE COMMON 
CHANCES PAY DIVIDENDS 











Yorker 


New cannot make a success of 
selling in the west unless he can forget 
that he is from New York, or at least 
keep still about it. Similarly, some 
western salesmen, accustomed to the 
more deliberate methods of some small 
city customers, would never get any- 
where in the hit-and-run atmosphere of 
New York City.” 

Answering the second: “The names 
of worth while companies, as to manu- 
facturers, are the names you see on 
the advertising pages of the magazines 
and trade papers. It would be worth 
while to get some of the trade papers 
of the field you contemplate entering 
and study the advertisements. Con- 
sultation with dealers will also help you 
to learn something about who’s who 
among the manufacturers and dis- 
tributors.” 

And the third: “To get a sales posi- 
tion, go and see the people if near at 
hand. Otherwise write to them. Tell 
them frankly what your situation is, 
and what you want to do. je in a 
position to give them character and 


ability references, perhaps from deal- 
ers in their products.” 

To this young man’s statement that 
he had just finished his education, I 
might have quoted that reply of the 
president of Trinity college to the 
student who, just graduated, said he 
had completed his education. Said that 
prominent educator, “Indeed, I am just 
beginning mine.” As a matter of fact, 
this young man is just beginning the 
real educational work of his life. The 
little time spent in an educational in- 
stitution is only preliminary to actual 
learning. 

I don’t think I ever met a salesman 
of experience who would not admit 
that most of what he knew about sell- 
ing he had learned after his period of 
preparation and after he had thought 
he knew enough. It is very often the 
that the better satisfied we are 
with our mental equipment, the less 
real reason there is for such self-satis- 
faction. 


case 


TAKES BACKBONE TO PERSIST 

A Nebraska young man, trying to 
fit himself for business life and success- 
ful salesmanship, wrote me: “It is 
hard to stick to study and work when 
all the other fellows are running 
around, having a good time and seem- 
ing to be popular and well liked.” 

That young fellow said a lot. It 
certainly takes backbone to persist in 
giving one’s best efforts to development 
and preparation for a salesmanship 
career when one’s friends and 
ciates are thinking only of today, and 
living for the good time of the present. 
It is possible for the young salesman to 
stick to his purpose only if he keeps 
in mind the fact that the years when 
a good time seems the biggest thing 
are mighty few in comparison with the 
years during which accomplishment 
and success and other things worth 
while will give the greatest amount of 
pleasure and satisfaction. 

I wrote to that young man, in con- 
cluding my letter to him: “One of the 


asso- 
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best evidences of how hard it is to stick 
to study and service when young, is 
the scarcity of men who in middle life 
are giving proof of having used their 
youthful years wisely.” 

It takes a part of the 
lives of many of us to bring us to the 


considerable 


point where we can reconcile ourselves 
to relegating pleasure and fun to the 
hours we can spare as 
It almost 


leisure time. 
seems that the more time we 
give to pleasure, the more we want to 
give and the harder it is to 
work. 

When Saunders 
“Mike Kinney,” 
ster and 


once 


stick to 
Norvell was the 
posed as “Team- 
Editor of ‘The Gimlet’,”’ he 
wrote: “Clerks often write 
‘What shall I do to get on?’ 


answel 


who 


me, 
I would 
. ‘But 
I would 
answer, ‘By reading the best authors’.” 

Today Mr. Norvell is president of 
the Remington Arms Company and he 
Is constantly writing advice for men 
on the selling end of business, big and 
small, and he still advises us to im- 
prove our minds, among other 
“by reading the best 

Most men of 


‘, ‘Improve your mind 


how can I improve my mind?’ 


Ways, 
authors.” 
prominence in 
€ asked more 01 
young 


business 
frequently by 
they can get ahead, 
1ey can improve themselves, how 


less 
men ho 
how 


they can find the way to success. These 
queries take a thousand forms, and 
there are almost that 


/ many purposes 
behind them, but they all show an in- 
clination to get along up 
Sometimes the 


L 


toward the 
inquirer seeks an 
way. He wants a cinch, a snap, 
an easy berth. He forgets that a berth 
is a place to sleep, not a place to work. 


top. 


easy 


He forgets that a cinch has to be 
1 >} ] 

cinched and that a snap loses its snan 
vhen it gets soft. 


A young chap applied to 
newspaper man for a 
“What kind of a 
asked the 


a Boston 
a newspaper route. 


route do you want?” 





man. 

. Well, the boy wanted a route where 
there were a good many subscribers 
all of them rather close togeth and 
g00d pay. “You want a snap, don’t 
you?” queried the man. The boy ad- 
mitted that he guessed he would like 
a nap 


newspaper man told 
u what there is about 
If you’ve got plenty 
rou can get out and get the 


he result will be a snap.” 





leal of what a man becomes 
n his climb upward into salesmanship 
depends upon what kind of effort he 
puts into the pre 


paratory years, and 
upon what h 


ambitions are. 
HE REALIZED IIIS AMBITION 

An interesting instance of successful 
development along the lines of ambi- 
tion is that told in Chauncey Depew’s 
autobiography, j 
vhich I believe 


recommend to 


a book, by the 


way, 
Saunders 


Norvell would 
salesman. 

sitting on the bank 
by the railroad track. along with some 
other boys of the village, on the day 


any young 


Depew tells of 
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when the first train over the Hudson 
iver railroad came into Peekskill. The 
boys, as boys will, were telling what 
they expected to do and be when they 
grew up. When it came Chauncey’s 


turn, he declared that he was going 
to be United States senator from the 


state of New York and president of 
the Hudson River railroad. 


That was in a day when Senator 
William E. Seward and Commodore 
Vanderbilt were very much in the 


public eye. 

The other boys laughed, but Depew 
achieved the distinction of filling both 
of those offices. You may look upon 
it as a coincidence if you like, but 


coincidences of that sort do not happen 
to men who haven’t ambition of the 
highest kind, together with determina- 
tion to bring their ambitions to 
fruition. 

E. W. Scripps, in his book of reminis- 
cences, tells us that while luck may 
play an important part in the success 
of many lives, he never fool 
to have any but bad luck. 

Everything seems to favor the man 
who makes it his business to follow up 
his ambitions with strenuous and sus- 
tained efforts at preparation. But first 
get your ambition. As the famous old 
recipe for cooking a hare has it, “First 
catch your hare!” 


knew a 


System in Salesmanshi 


Complete Records on Customers and Calls Should Be 
Great Aid in Selling Mill Supplies 


Mill supply salesmen who call on 
buyers in the various industrial plants 
in their territories undoubtedly 
observed marked differences in the 
office methods employed. Some offices 
seem to breathe the atmosphere of 
system; others are apparently run in 
more or less hit or miss fashion. 

As a concrete example of the latter, 
the salesman calls on a certain buyer, 


have 





Sustem Helps Bring ’Em In 


and 


plies. 


seeks to sell him on certain sup- 
The buyer thinks he has all he 
needs, but decides to call up the plant 
superintendent and find out. There 
ensues perhaps a conversation some- 
thing like the following: 
“Hello, Bill? Say, Bill, how are we 
fixed on twist drills and set screws?” 
“T don’t know; I'll have to look it up.” 
“When can you let me know?” 
“Oh, some time tomorrow.” 
“But the salesman’s here. 
check up for me now?” 
“Can’t take the time. Everybody’ 
busy. Have to let you know tomorrow.” 
Or perhaps the purchasing agent 
wants to find out when he last ordered 
certain items and rummages around 
his desk. on top and in the drawers, 
looking for a notation, and finally calls 
in his stenographer and asks her, and 
she in turn does a lot of scurrying 
around to find out when the items in 
question were ordered. 


Can’t you 








On the other hand, there is the office 
where the purchasing agent has all 
facts at the tip of his tongue, or, more 
accurately, at the tips of his fingers. 
An inquiry from the salesman brings 
quick reference to a certain drawer or 
file, or at most a ‘phone call which 
quickly gives him the desired informa- 
tion. 

The salesman who has a regard for 
order and system probably has made 
up his mind that if he is ever in a 
position where he must have many 
records at his command, he will 
establish an orderly and _ efficient 
method of keeping them. But does he 
stop to consider that the system he ad- 
mires in the office may be applied ir 
somewhat different 


a 
way to his own 
work, if he hasn’t already adopted such 
a system? 


The salesman can help his own 
efficiency by keeping a-complete and 
accurate record of his prospects and 


his own activities. It is true that the 
average salesman does not have an 
office, equipped with files and cabinets, 
but he usually has a desk, and that 
desk has drawers. Furthermore, he 
usually carries a_ portfolio, and he 
should carry a notebook. 

It is not a waste of time to keep an 
accurate record on every call, customer 
and live prospect the salesman has. 
Memory at best is a bad thing to de- 
pend upon. It often fails at most 
critical moments. When one considers 
the number of people the average mill 
supply salesman calls on and the great 


variety of items he sells, then it is 
realized that memory is, more than 
ever, a poor thing to rely upon. Fur- 


thermore, no one knows when the sales- 
man will be taken ill or meet with an 
accident that will keep him from work 
for some time. He does not want his 
house to lose out while he is away, if 
he is a good salesman, for his house’s 
interests are his own. Yet, if he leaves 
nothing behind to guide his substitute, 
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the latter wanders off as in a maze, and good business man has _ respect for 
the house naturally is affected ad- another business man who does his 
versely. work thoroughly and systematically. 
The salesman may use paper folders Many salesmen for mill supply 
effectively. Each one can be labeled for houses undoubtedly have _ established 
a customer or prospect. In that very satisfactory systems — systems 
folder the salesman may place all which may be far superior to the one 
information concerning that house suggested here. The method used is 
which may be of value. His notebook not so important. The idea is to estab- 
may serve a double purpose. When lish a system and make it workable 


making a call, he can make any neces- and valuable. = 
sary notes. Returning to the office a e aw its 
at the end of the day or week, he can — : 

transfer these notes to a record in the 1 heir Interests Identical 

folder. The next time he goes to call Salesmen Should Be as Concerned with 0 r X am p e 
on that prospect or customer, he can Business Problems as Employers 

glance over his record in the folder anil Raine — 
write a reminder in his notebook con- 
cerning anything about which he wishes 
to inquire. 


should have a greater inter- 
est in the problems that are con- 
fronting the mill supply business today, 
than the salesman for the mill supply 
house. The success of efforts to sell 
concerning the customer or prospect, buyers of supplies on the advantages 
new trade literature he has gotten out, of dealer distribution, the question of 
an accurate call record sheet and much a greater margin of profit, costs, cred- 
other valuable information may be its and the other matters receiving the 
enclosed in the folder. Eventually, it attention of the distributors should be 

ill become a reliable reference library, as important to him as they are to 


the man who pays him his salary. 


Newspaper and magazine clippings 





so to speak, and often it may prove 
many times more valuable than the 


: j The supply house cannot spread the 
time used in keeping it up. 


et It’s only a small item 
gospel of dealer distribution unless the a 








: +] ae 
One salesman of the writer’s sales force is educated or educates it- Cee o ree 
icquaintance, who is in another line, elf on the teachings of that gospel. eee ee ee ra 
uses a rather unusual system. While He cannot battle the evil of price cut- 100 at a time. Yet that 
uway on trips, he submits a daily letter ting’ successfully unless he has the one box of 100 Saw 
report on his calls to his employer. hearty backing of the men who rep- Bits is very important 
When the latter has gone over the let- resent him on the road or in city sales. to him, because right 
ter and taken any action he deems He cannot eliminate many costs which there is where he 
necessary, he places the letter in a should be eliminated unless the sales- changes logs into lum 
drawer in the salesman’s desk.  Re- man sees the advisability of eliminat- her and he wants sood 
turning to his office, the salesman goes ing them and extends his whole souled ‘ ‘ 
through the letters and makes any co-operation in the efforts along this — 
necessary notations in an_ especially line. You can rely on quality 
arranged loose leaf notebook. Each very salesman should be on the job, absolutely when you sell 
page in the notebook is devoted to one or of oft. Whale st may be admitted Simonds Saw Bits. We 
customer or prospect. that a job is in many cases a means make over a million bits 
As an example of how systematic to an end-—the end of providing the every year, and take = 
records may be used effectively, the man and his family with a good living— word for it, ne = 
salesmen may sell certain supplies to a still the man should be heart and soul nee pines ster re 
a: : : ee take infinite pains to see 
customer. By inquiry he may learn in his job, or he should seek employ- dat ievera: sumonds. iil 
just about how long that supply will ment elsewhere. He should choose his is the hest that can be 
last. With the proper notation made job with care, with the same care that produced. 
in his record, he will then know when his employer uses in selecting him to a ’ 
he should inquire again concerning perform his duties. Once selecting, and Made gs Micapapesks outed 
another order on these supplies. Again, being selected, he should throw his en- ee a Pu 
the buyer may express an interest in ergy, his will and his heart into hi: PAE 
a certain specialty, but not feel like work. If he can’t do the latter, after 
ordering at the time. A notation made a thorough trial, he should seek his 
in the notebook, and later transferred fortune elsewhere. 
to the folder record, will serve to guide But, finding that his job is satisfac- 
the salesman on a follow-up when he tory and that he is fitted for it, he Saw an d Ste e| Co. 
calls on that buyer again. Many other should aeecept his employer’s business 
purposes may be served by such a sys- interests as his own. He should ac- ESTABLISHED hs 2 FITCHBURG, MASS 
tem, such as recording every purchase cept company success with the same Chicago, 11 London, En 
made by a buyer. enthusiasm his employer shows and tac — el Oreieies:4 
There are buyers and buyers, of should feel the loss of business or prof- New York ¢ epee stn 
course. Some, perhaps, would prefer its keenly as his “chief.” ne ag Montreal, “Qu 
to have the salesman come into their Mer rem \ B. 
- “ ‘ c » . : Atlanta, Ga S } Ny. 3 
offices, ask if they want anything, re- ess 9 
ceive an order or a negative reply, and fre You Passing Any By: 
go out again. Others are liver wires, Not long ago a young man who had 
men who are anxious to hear about passed a certain corner in Chicago day 
things of interest to them from every after day noticed that a mail box near 
salesman. This latter class of buyers it was painted red, white and blue. “I 
will probably appreciate the salesman see they’ve painted that mail box in new 
who is on the job and knows what their colors,” he said to his companion. ““Why, 
needs are and when they should be in that’s been painted that way for a 
the market for certain equipment. Any year,” replied the latter. “That’s an 
! a . 
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air mail box. Funny, isn’t it, how a 
fellow will pass by a thing time and 
again and never notice it?” Perhaps, 
too, some mill supply salesmen will 
wake up some day and think it funny 
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they’ve been passing by really good 
prospects that they’d never thought of 
before in that light. It pays to look 
to the right and left as you go along 
the street, and to be observing. 


Impatience Doesn't Pay 


It's a Good Idea to Keep Cool and Reason Why a 
Customer Doesn't Seem to Respond 


George Brogan surely looked as if he 
had been through a riot when he entered 
old John Rosey’s office that Wednesday 
afternoon. Rivulets of perspiration 
coursed down his -naturally florid and 
fleshy cheeks; his hat was pushed back 
on his head, his tie askew, his general 
appearance one of exhaustion = anid 
exasperation. And when old John 
laughed at him, his pained expression 
suggested that cartoon title, “It may 


GETTING UP ON YouR EAR: 
MAY GET YOU THE AIR. 





be comedy for folks, but it’ 
tragedy for me.” 

“What’s wrong, George?” asked old 
John after his mirth had subsided. 

“Wrong?” exclaimed the dejecte:l 
mill supply salesman, as he glared at 
his supervisor. “What’s right? Tell 
me that, will you?” 

“Well, the sun’s shining, we got in 
several sizeable orders today, and, while 
I will admit that you do look rather 
fatigued and unhappy, your health 
seems to be good.” 


some 


“Sure, the sun’s 
health’s good, but business isn’t so. 
I’ve made another try to sell the 
Haskins outfit some of those electric 


shining and my 


drills. They need ’em, I know, but 
I just can’t seem to get to first base 
with Ryan, their purchasing agent. 


You know how many trips I’ve made 
out there. Well, today I was _ out 
again, spent an hour with Ryan, used 
every argument I had at my command, 
called upon the catalogues and _ testi- 
monial letters to back me up, and when 
I got through all I received was the 
customary, ‘Well, maybe later on’.” 

Old John refused to be flustered. He 
puffed at his pipe and gazed smilingly, 
yet thoughtfully at Brogan. Finally 
he spoke: 

“George, forget Haskins for a while. 
You’ve worked so hard and so long on 
them I’m afraid you’re beaten before 


you enter the door every time you go 
out there. Let the matter rest for a 
week, then I’ll try my luck. I may not 
have any more success than you’ve had, 


but I believe it will be good for you 
generally if you quit worrying about 
them.” 

A week later to the day old John 


called Brogan into his office, asked him 
to check over some sales figures for 
him and announced that he was go- 
ing to make a try at selling electric 
drills to Haskins. 

An hour later he returned. 
protruded jauntily 
his mouth. 
the arm 
triumph. 


A cigar 
from the corner of 

His thumbs were stuck in 
holes of his vest in mock 

“George, go out to Haskins day afte) 
tomorrow and get an order for five elec- 
tric drills,” he said. ‘‘We’ve sold ’em.” 

Brogan’s jaw dropped in blank 
amazement. 

“How come?” he gasped. 

Old John chuckled. 

“Well, the fact of the matter is, 
George, that you sold ’em, not I,” he 
said. “If you had gone out there today, 
you would have received the order.” 

“T don’t quite understand,” said the 
bewildered Brogan. 

“To make a long story short, I went 
in and approached Ryan in much the 
same way any salesman would have,” 
began Brogan’s chief. “But I had no 
sooner started than Ryan held up his 
hand. 

“*T know what you’ve come out here 
for,’ he said. ‘You’re going to try to 
sell me those electric drills. Well, you 
don’t have to tell me any more about 
them. Brogan sold me on them long 
ago, and I have fully intended ordering 
them all the time. My hands were 
tied, however, for there was to be a 
change in shop superintendents, and 
I couldn’t say a word about it. Fur- 
thermore, though I was thoroughly 
sold on the drill myself, I didn’t want 
to place any order without the approval 
of the incoming superintendent. He 
came on the job yesterday, I took the 
matter up with him this morning, he 
agreed, and I’ll give Brogan the order 
Friday if he’ll come out.’ 

“So, you see, George,” old John con- 
tinued, “you were guilty of two very 
bad things. In the first place, you be- 
came so discouraged that you were let- 
ting the affair get your ‘goat,’ so to 
speak; secondly, you didn’t take into 
consideration certain facts. While Ryan 
didn’t give you an order, he always 
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showed a keen interest in what you 
had to say, and you knew all the time 
that nobody else was getting the order. 
Therefore, you might have reasoned 
that there was some good reason why 
they weren’t buying just at that time, 


and kept plugging away coolly and 
with a certain amount of confidence. 


“T’ll admit that it doesn’t 
to loaf on the job, to become over- 
confident, or to fail to grasp every 
opportunity, but there are times when 
he must have patience. Sometimes 
impatience and discouragement lead to 
such a condition that the salesman will 


pay a man 


say or do something that will kill any 
chances might have had of makine 
a sale. Hereafter when you’re trying 
to sell something and can’t, and you 
know a company needs that particular 
item and isn’t buying it from anybody, 
just try to figure out why. If you do 
get a good hunch, it will make your 
mind rest easier, and will prevent you 
from getting into a condition where 
your general sales efficiency is im- 
Pa 
Listen to Advice Anyway 

You may at times be tempted to dis- 
regard the advice of someone who has 
had no real experience at selling. When 
this temptation arises consider the 
western university football coach who 


is known as one of the most successful 
in the country and who never played 
on a university team. Often, it is true, 


advice from outsiders, as well as in- 
i value, but there is no 
listening to what the other 
fellow has to say. He might bring out 
just one little point that, if heeded, will 
be exceedingly valuable to you. 


is of no 


s1ders 
1Ge} 


harm in 


Know About Manufacturers 
It will pay the 
to know as much 


manufacture) 


mill supply salesman 
as he can about the 
s his company represents. 


He should seek to learn all he ean 
about their histories and their organ- 
izations. He never knows when he will 
be asked question about them, and 


us ability to answer promptly and ac- 
curately may work to his own benefit. 
Very often, too, in his sales talks he 
can bring in little touches that will aid 
him greatly. The salesman for the mill 
upply should be as interested 
in t manufacturers goods he 
sells as are their own 


+ 


house 
1 the whose 


salesman. 


Others Find It Hard. Too 


A young man new in the game of 
selling told an older friend with much 
experience and success on his side that 
he wished he could tackle his job with 
the apparent of mind that 
the older man possessed. He was sur- 
prised to hear from the older man that 
he couldn’t always do it, that selling 
was a mighty hard task for him when 
he started in. He had to fight him- 
self to get over the worry and appar- 
ent “lack of taste” for his work in the 


same ease 
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early days. This should serve as a bit 
of encouragement for the young sales- 
man who is finding it hard to get over 
the early “bumps.” 


Personal Equation Factor 
Dislike of Buyer for the Salesman Often 
Results in Lack of Orders 

“He couldn’t sell me anything.” 

How often you have heard the re- 
mark. The speaker may be referring 
to the salesman’s house or goods, or he 
may be alluding to the individual. If 
it is the salesman’s company or the 
goods it handles that is the “root of 
evil,” he can do little but tell his super- 
what is lack of business 
in certain quarters. If, however, it 
is the man himself against whom the 
buyer is prejudiced, that is a ho 
of a different 


A man can’t sell goods on personality 


iors causing 
color. 


alone, but personality goes a long way. 


Most successful salesmen have made 

study of this factor and have sought 
to acquire such characteristics as will 
make favorable impressions on buyers. 
They have learned to hold in check 


their prejudices and emotions, and to 
use diplomacy in their dealings with 
those whom they come in contact. 
Every salesman is also a buyer, even 
if his buying consists only of going into 
a store to purchase what he needs, from 


a package of cigarettes to a new suit. 
In so doing he comes in contact with 
both salesmen and “clerks.” The 


former appeal to him, he likes to do 
business with them; and, other things 
being equal, chances are that he 
often go out of his way to deal 
them. On the other hand, he often 
grits his teeth after dealing with a 
“clerk”’—such as the fellow who gazes 
absentmindedly out of the window whil 
the customer is making his selection; 
acts as if he is doing the customer a 
favor by waiting on him and omits the 
“thank you” 


will 
with 


when he receives payment, 
or the one who gives his customer no 
credit for intelligence in the choice of 
goods. Such experiences should im- 
press upon the salesman the necessity 
for using tact and diplomacy in call- 
ing’ on buyers. 


Pride in the House 
Pride of the salesman in the 
that he represents often helps to pave 
the way to sales. How can the buyer 
fail to be impressed by the fact that 
the salesman is thoroughly “sold” on 
his company, and shows in his words 
and acts his confidence in it and loyalty 
to it. Chances are that the company 
Which is able to inspire such a feeling 
in its salesmen is a good company and 
worth dealing with. This display of 
pride (which, of course, should not be 
carried to extremes) will not sell goods, 
but it may be one of the many factors 
that influence the careful buyer in plac- 
ing his orders. If the salesman sells 
himself on his house, it should not be 
difficult to spread some of his enthu- 
siasm successfully. 


house 
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Safety 


Crescent Belt Fasteners 


are not only recognized 
for their durability, sim- 
plicity and economy but 
also for their safety and 
dependability. A Crescent 
Fastener is constructed to 
outlast the life of a belt 
and that means it cannot 
tear or break the belt fab- 
built to hold 
under all circumstances. 


There is 


contact or friction—no 


ric—it is 


no wear from 
sharp points to injure 
hands, and a belt joined 
with Crescents stays joined 
until the fasteners are re- 
moved. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


CRESCENT 





WRITE 
FOR 
HANDBOOK 
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How many of the belts you 
started out with last January 
are still on the job? 


Send for the Ladew 
“Proof Book”. 
tains some remarkable 


It con- 


stories about transmission 
belts that outlived 
the generation that bought 


have 


them. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street, New York City 





cow. LADEW CO. t«. 





Ask your catalog 


printer to show 
Harris Seamless 
Floats in your 


next Catalog 





Most jobbers sell floats occasionally because 
some float users prefer to place small orders 
with their supply houses. 


But why not sell more 
floats by showing them in 
your catalog to let all 
your trade know that you 
can supply them. Prompt 
shipments are made from 
our complete stock of 
Copper Ball Floats in 4, 
5, 6, 7, 8, 10 and 12-inch 
diameters, for open tank 
and 25, 50, 100 and 150 
pound pressures. 





ARTHUR HARRIS & CO. 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 North Curtis Street Chicago, Ill. 





46 ‘ N- 
the 30% stronger Hollow Screw 


40%extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
tented process which increases the density of the 
steel around the _ socket-hole, and_ heat-treated 
scientifically according to size and style of point. 


The Allen procs makes deep, perfectly formed socket-holes, 
with no chips in the ttom. The entire length of the 
“Allen” utilized either r solid metal at the point, o 








depth of socket for the wrench. All sizes in stock from ™% 
to 114” diameter; any length, point or thread. Also Socket 
Head Cap Screws, ipe Plugs and Tap Extensions—Allen 
process 





The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 


























AT LAST 


A Firepot that will not Carbonize 


Clayton & Lambert engineers have accomplished 
the impossible—and the Firepot for which you 
have been hoping all these years is now ready— 


The New C & L No. 60 & No. 70— 





1—Will not carbonize even 
under prolonged use. 


2—Orifice cannot be en- 
larged by forcing the 
needle valve. 

3—Generates and is ready 
for work in 90 seconds. 





Je 4—lIs entirely noiseless, 
odorless and smokeless. 


5—Flame can be regulated 
to any desired volume. 


6—Produces the _ hottest, 
most perfect flame you 
No, 60 with lambers have ever seen in a 


<a ap nttield Firepot. 
No. 70 with Tinners Hood 





A truly wonderful tool. Get in touch with your 
supplier at once—or write the factory—— 


Clayton & Lambert Mfg. Co. 


6282 Beaubien St., Detroit, Mich. 
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Personals 





Robert D. Wolcott, 
manager of the Pacific 
Walworth Company, San Francisco, 
recently returned to his desk after a 
six weeks’ trip into the Pacific North- 
west, where he Portland, 
Seattle and Tacoma. 

A. L. Martin has been made general 
sales manager of The Vichek Tool Co., 
Cleveland, manufacturer of small tools. 
He was previously sales manager cf the 
General Tire & Rubber 
Akron. 

Robert P. Kelley, for the last five 
years sales manager of the Victor Saw 
Works, Inc., Middletown, N. Y., re- 
signed his position November Ist. His 


assistant to the 
division of the 


covered 


Company, 








ROBERT P. KELLEY 


plans for the immediate future are as 
yet unannounced. Mr. Kelley was for- 
merly associated with the Baldwin Tool 
Works, Parkersburg, W. Va., makers 
of scoops, spades and shovels, and the 
Millers Falls Co., Millers Falls, Mass., 
manufacturers of saws, drills and tools. 

Peter Igoe, of Igoe Brothers, Brook- 
lyn, N. Y., and Newark, N. J., manu- 
facturers of wire nails, has been elected 
a vice-president of J. K. Larkin & Co., 
Inc., New York. The latter company 
distributes pipe, sheets, nails, bolts, 
rivets and allied products. 

S. B. Strickland is now connected 
with the sales force of the Grinnell Co., 
Inc., Atlanta, Ga., distributor of steam 
and mill supplies. He will cover the 
Georgia territory. 

E. N. Stevens, for ten years asso- 
ciated with The Imperial Brass Mfg. 
Co., Chicago, has been made assistant 
sales manager in the welding division 
of the Bastian-Blessing Co., Chicago, 
brass founders and finishers. 


L. Wolff, vice-president of the Crane 
Enamelware Co., Chattanooga, Tenn., 


made a recent trip to the Pacific coast. 
During the trip his headquarters were 
at the San Francisco branch and show- 
room of Crane Co. 

Robert W. Gillispie has been elected 
vice-president and general manager of 
The Jeffrey Manufacturing Co. 





ROBERT W. 


GILLISPI® 
bus, Ohio, manufacturer of 
conveying and power transmission ma- 
chinery. Mr. Gillispie, who for many 
years was connected with the Bethle- 
hem Steel Co., in an executive capacity, 
and with the Pennsylvania Steel Co. as 
general sales manager, joined the Jeff- 
rey organization in July, 1926, as vice- 
president and assistant 


elevating, 


general man- 

ager. 
C. W. Hinds has joined the Kellogg- 
Mackay Company, Chicago, distributor 


of plumbing and steamfitting supplies, 
as purchasing agent, succeeding J. D. 
McGuire who resigned October 1st. 
Mr. Hinds has been connected with this 
field for 25 years, and spent the last 
seven with the Inland Supply Co., 
Chicago. 

C. Howard Harley recently sold his 
interest in the P. N. Harley Hardware 
Co., Waycross, Ga., to his brother, 
P. N. Harley, who was formerly his 
partner in the business. The company, 
which distributes hardware and mill 
supplies, has been located in Waycross 
about 25 years, and ranks as one of 
the older business enterprises of the 
community. According to present 
plans, Mr. Harley will re-enter the 
hardware field in the early part of 1928 


, Colum- 


W. Franklin Cromwell, 
sents The Gandy 
territory, 


who 


repre- 
Belting Co., without 
and who devotes especial at- 
tention to agricultural implement con- 
tracts, reports that a better feeling 
exists in the western agricultural terri- 


tory because of the big ccrn crop. 
Headquarters of the Gandy company 
are in Baltimore. 

M. F. Butler has been appointed 


middle western sales representative for 
Bearium Bearings, Inc., Boston, with 
headquarters in Chicago, and will call 
on distributors in that territory. Mr. 
Butler formerly represented the Bock 
Bearing Co., Toledo, Ohio, in the south- 
west territory, calling on distributors in 
that section for three ycars. 

Charles C, 
neuneed, has 
gineer for its 


Phelps, as recently an- 
been appointed sales en- 
New York metropolitan 











CHARLES C. PHELPS 

district by The Hill Clutch Machine & 
Foundry Company, Cleveland. His 
oftices are located in the Hudson Ter- 
minal building. Mr. Phelps is a grad- 
uate in mechanical engineering from 
the Stevens Institute of Technology, 
and is a member of the American 
Society of Mechanical Engineers and 
of the Machinery Club of the City of 
New York. Prior to his present con- 
nection, Mr. Phelps was sales manager 
of The Uehling Instrument Co., later 
becoming its treasurer. His earlier ex- 
perience included field work with The 
Linde Air Products and Ingersoll-Rand 
companies of New York, and the Ox- 
weld Acetylene Company of Long 
Island City, N. Y. He also formerly 
served as technical editor for a paper 
in the automotive field and another in 
steam engineering. During his entire 
engineering experience, Mr. Phelps has 
written extensively for the technical 
press and has frequently lectured on 
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-BULL 


WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design 
and construction are engineered into them. Bull 
Frog No. 42, the great outstanding general purpose 
barrow, saves money on every job. Other Bull Frog 
barrows, carts, and scrapers for every garden, farm, 
mill, mine, contracting, and industrial use. Write 
for catalog 


———— THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 






















Branch Office and Warehouse 
69 E. Wacker Drive, Chicago 
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WILL YOUR AIR PUMP 
LOSE ITS PRESSURE OR 
VACUUM NEXT MONTH e 


If it does, is it going to cause you 
a money loss? Is it going to mean 
a shut down of your factory for an 
hour, a day or more? Or it is going 
to mean a lowering or letting up of 
production? 







The wings 
scoop up 
the air 





In any case arotary air pump that “takes 
up its own wear” is likely to be a kind of 
an insurance policy against all this—and 
with a premium cost. 


Leiman Bros. 
=" ATR PUMPS 
Rotary 


for pressure or vacuum | 
USED FOR HEATING HOMES AND FACTORIES WITH FUEL OIL 























Aerating Forging Massaging Machines Milking Machines Tempering 

Agitating Hardening Laboratory Work Steam Heating Systems Blowing Dirt from Machines 
Singeing Oil Furnaces Blow Lamps Paper Feeding Devices Glass Bending 

Branding Gas Furnaces Blow Pipes Printing Presses Atomizing 

Preheating Coal Furnaces Glass Blowing Mailing Machines Spraying 

Assaying Suction Chucks Gas Pumping Testing Gas Fittings Blowing Chips and 

Brazing Vacuum Cleaning Testing Meters Removing Foul Air Stampings from Machines 
Annealing Solder Iron Heaters Pressing Irons Supplying Fresh Air 

Soldering Wrapping Machines Calliopes Melting 


And Many Kinds of Automatic Machines and Devices 


FULL ae LEIM AN BROS. 23 “ae 


Makers of good machinery for 35 years 
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engineering subjects. He has always 
been located in the territory which he 
covers, with his home situated in Mont- 
clair, N. J. The Hill Clutch Machine & 
Foundry Company manufactures me- 
dium and heavy power transmission 
equipment for gear, rope and _ belt 
drives. 

Duane M. Folsom, treasurer of the 
Pacific Mine & Mill Supply Co., Inc., 
San Francisco, is now in charge of the 
Los Angeles branch of the firm and he 
is situated in the latter city. 

R. DD. Faris has been appointed 
Cleveland district representative of the 
Rollway Bearing Co., Ine., Syracuse, 
N. Y., with headquarters in the com- 
pany’s new sales office at 956 Leader- 
News building, 


James R. 


Cleveland. 

Murphy, formerly  con- 
nected with SKF Industries, Inc., New 
York, and the E. W. Bliss Co., Brook 





lyn, has joined the sales department 
of the Triplex Machine Tool Corp., New 
York, lathe manufacturer. 

J. KE. Redman, formerly assistant to 
the president of the American Bosch 


Magneto 
Mass., has been appointed general sales 
Wallace B. Blood has been 


made sales promotion manager. 


Corporation, Springfield, 


manaLer, 


affiliated 
himself with the sales organization of 
the Consolidated Machine Tool Corp. of 
America, Rochester, N. Y. He was 
formerly sales manager of the machin- 
ery division of Manning, Maxwell & 
Moore, Ine., of New York. 

T. R. Burke, former manager of the 
Florida office of Sloan Valve Co., Chi- 
cago, has been transferred to the home 
offices and factory and will have charge 
of a new department. He is succeeded 
in the Florida territory by W. E. Skid- 
more, with headquarters in Tampa. 


Charles L. 


Joseph Wainwright, has 


Wedow was 
appointed director of sales by The 
Superior Screw and Bolt Mfg. Co., 
Cleveland, succeeding the late William 
Bates. Mr. Wedow has been affiliated 
with the company for several years. 
George R. Doughty is the newly ap- 
pointed manager of sales. 


recently 


William K. Anderson, formerly west- 
ern sales manager for the United 
States Rubber Co., New York, was re- 
cently appointed mid-western manager 
of the Blue Seal Chemical Co., Roselle, 
N. J., with headquarters at 7031142 
Sheridan road, Chicago. The Blue Seal 
company makes pipe cleaning com- 
pounds and kindred products. 

R. L. Agassiz, chairman of the 
board of the Calumet & Hecla Con- 
solidated Copper Co., Ine., New York, 
was re-elected president of the Copper 
& Brass Research Association at the 
seventh annual meeting held late in 
October in New York. The member- 
ship of the association consists of cop- 
per mining, smelting and refining com- 
panies. 

William F. Brandt, formerly general 
superintendent of the Wayne Tank & 
Pump Co., Fort Wayne, Ind., has been 
elected vice-president. Mr. Brandt 
started 16 years ago as a machinist 


with the Wayne company. ey. A. 
Cariger, formerly sales manager, was 
also made vice-president. He became 
associated with the company three 
years ago, following a connection with 


S. F. Bowser & Co., Inc., Fort Wayne 
manufacturers of oil storage equip- 
ment, 

S. B. Robertson, formerly director 


of engineering of The B. F. Goodrich 
Rubber Co., Akron, has been elected 
vice-president and general manager of 
the Pacific Coast Goodrich plant. This 
new unit, which when completed will 
have cost about $4,000,000, is expected 
to begin production in March. Mr. 
Robertson, who will leave for Los 
Angeles after January Ist, will direct 
completion of the plant and will su- 
perintend arrangements for starting 
production. He came to the Goodrich 
company in 1919, having previously 
served as general superintendent of the 
Pennsylvania railroad. 

I. W. Chapman, according to Tie 
Valve World, published by Crane Co., 
Chicago, is an expert fisherman. Myr. 
Chapman, who is a plumbing and heat- 
ing contractor of Tampa, Fla., landed 
two large fish at the annual tarpon 
tournament held at Venice, Fla. The 
larger tarpon measured six and a half 
feet in length and weighed 120 pounds. 
The smaller fish was five feet ten inches 
long and weighed 88 pounds. The 120- 
pound fish, caught on the morning tide, 
took the second prize of one hundred 
dollars. It made nine leaps clear of the 
water during the battle and it took Mr. 
Chapman two and a half hours to land 
It. 





Factory Additions 





Consolidated Paper Co., Monroe, 
Mich., will invest about $75,000 in an 
addition to its plant. 

The McCauley Metal Products Co., 
660 Grant street, Buffalo, N. Y., plans 
to build a one-story addition. 

The Egyptian Lacquer Mfg. Co., Los 
Angeles, Cal., will erect a one-story 
addition to cost about $40,000. 

The Goetze Gasket & Packing Co., 
Allen avenue, New Brunswick, N. J., 
will erect a one-story addition, 40x52 ft. 

The Atlantic Mfg. Co., Milford, 
Conn., manufacturer of screw machine 
products, will build an addition, 40x63 
£t. 

The Acme Wire & Iron Works, Inc., 
1601 North Laredo street, San Antonio, 
Texas, will erect a one-story addition, 
60x98 ft. 

Excelsior Stove Co., 510 South Front 
street, Quincy, IIl., will soon build a 
one-story foundry addition to cost 
approximately $30,000. 

The Miele Mfg. Co., Inc., 647 South 
15th street, Newark, N. J., manufac- 
turer of welded steel products, is erect- 
ing an extension to its factory. 

Mesta Machine Co., West Homestead, 
Pittsburgh, producer of hydraulic 
presses, ete., has awarded contract for 
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a one-story addition, 80x400 ft., to cost 
about $90,000 including equipment. 

Davis Brothers, 4250 Wissahickon 
avenue, Philadelphia, manufacturer of 
spikes, nails, and allied products, is 
erecting a one-story addition. 

The F. W. Wint Co., Catasauqua, 
Pa., manufacturer of caskets, will build 
a four-story addition, to cost in excess 
of $70,000 including equipment. 

Hygienic Tube Co., 88 McWhorter 
street, Newark, N. J., will build a one- 
story addition, 100x100 ft., to cost ap- 
proximately $45,000 with machinery. 

The Norfolk Woodworking Co., 275 
Hancock street, Quincy, Mass., is erect- 
ing an addition, 70x500 ft., to cost in 
excess of $60,000 including equipment. 

Keiner-Williams Stamping Co., 8746 
123rd_ street, Richmond Hill, L. L, 
N. Y., has let contract for a one-story 
addition to cost $75,000 with equipment. 

The National Sugar Refining Co., 129 
Front street, New York, plans to build 
an addition to its refinery at Brooklyn, 
to cost about $200,000 including equip- 
ment. 

Angell Nail & Chaplet Co., 2657 East 
79th street, Cleveland, is building a 
one-story addition, 90x540 ft., to cost 
in excess of $100,000 including equip- 
ment. 





Charles G. Kruckemeyer Machine & 
Parts Co., Minerva avenue, St. Louis, 
Mo., plans to erect a one-story addi- 
tion to cost about 
chinery. 


$50,000 with ma- 


American Electrical Works, Phillips- 
dale, R. I., manufacturer of wire, cables, 
ete., is building two additions to cost 
approximately $400,000 including ma- 
chinery. 

The John Lang Paper Co., 24th and 
Wood streets, Philadelphia, will build 
a one-story addition to its new mill at 
Gloucester, N. J., said to cost more than 
$185,000. 

The Raffel Mfg. Co., 4441 Armitage 
avenue, Chicago, hardware manufac- 
turer, has let contract for a two-story 
addition, 48x125 ft., to cost approxi- 
mately $30,000. 

L. A. Myers, Jr., Inc., 189 Ogden 
street, Newark, N. J., manufacturer of 
metal products, is building a two-story 
addition, 78x90 ft., to cost close to $35,- 
000 with machinery. 

The Globe Co., 818 West 36th street, 
Chicago, manufacturer of packing 
house equipment, will build a one-story 
addition, 55x145 ft., to cost more than 
$75,000 with equipment. 

The Ebsary Gypsum Co., Scottsville, 
N. Y., manufacturer of wallboard and 
kindred products, plans an addition to 
its Wheatland, N. Y., mill, to cost about 
$500,000 including equipment. 

The Williams-White Co., Third 
avenue, Moline, Ilil., producer of press- 
ing machinery, pneumatic hammers, 
ete., will soon erect a one-story addition 
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to cost $75,000 including equipment. 
The Bassick Co., Bridgeport, Conn., 

producer of casters, metal furniture, 

etc., plans to build a two-story addition, 
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75x100 ft., to cost in excess of $40,000, 
including equipment. Another two- 
story addition, 60x150 ft., will be built 
by the company at its M. B. Schenk 
Division plant, Meriden, Conn. It will 
cost about $50,000, including machinery. 
Mfg. Co., 5890 Common 
Detroit, manufacturer 
engines, ete., is planning a 
three-story addition, 30x60 ft., to cost 
about $75,000 including machinery. 
The Lewis-Shepard Co., 124 Walnut 
street, Watertown, Mass., manufacturer 
of portable elevators, lift trucks, ete., 
is erecting a one-story addition, 65x160 
ft., to cost in excess of $50,000, with 
machinery. 


Kermath 
wealth avenue, 


of marine 


Patterson Foundry & Machine Co., 
Mast Liverpool, Ohio, producer of cast- 
ings, clay-working’ equipment, ete., will 
build two additions, estimated to cost 
than $100,000 including 


more equip 


ment, 

Interstate Iron & Steel Co., 104 South 
Michigan avenue, Chicago, will build a 
110x478 ft., to its 


plant at Burley avenue and 118th 
reet, to cost about $220,000 including 


one-story addition, 


equipment. 
The Chaplin-Fulton Mfg. Co 
Penn avenue, Pittsburgh, manufacturer 


36 


3 


of brass, bronze and other metal cast- 
ngs, is building a three-story addition, 
approximately S75,000, including 
equipment. 


to cost 


The Black & Decker Mfg. Co., Tow 


‘ —— e ) 
on, Md., manufacturer of electric tool 


rillz, ete., contemplates the erection 
of a one-story addition, to cost in ex- 
cess of $75,000 including equipment. 
Kewaunee Mfg. Co., Kewaunee, Wi 
manufacturer of laboratory furniture 


and equipment, will soon erect a one- 
story top addition to its Adrian, Mich., 
$40,000 


plant, to cost approximately 


With equipment. 

Copperweld Steel Co., Braddock, 
Pittsburgh, manufacturer of welded 
copper and steel products, is said to 
be planning an expansion of its works, 
to be erected on a 
at Glassport, Pa. 

The Belden Mfg. Co., 
avenue, Chicago, 


ite recently acquired 


2300 Western 
producer of electric 
, Magnet wire, ete., plans 
addition to its Richmond, 
Ind., plant, to cost more than $50,000, 


including equipment. 


wire and cabk 
to build an 


The Henry Vogt Machine Co., Tenth 
and Ormsby Louisville, 
producer of refrigerating 
and parts, will erect a two-story addi- 
tion, 85x240 ft., to cost more than 
$65,000, including equipment. 

The Mesta Machine Co., West Home- 
stead, Pittsburgh, manufacturer of hy- 
draulic and_ electric-operated 
and kindred heavy machinery, will in- 
vest about $90,000 in a one-story addi- 
tion, 80x400 ft. 


streets, Ky., 


machinery 


presses 


J. B. Shoemaker’s Sons, Front and 
East Clearfield streets, Philadelphia, 
producers of metal-reinforced and wood 
boxes and cases, will build a two-story 
addition to cost approximately $40,000 
vith machinery. 
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New Factories 





The Adams Pipe Works, 2025 Bay 
street, Los Angeles, will erect a build- 
ing, 40x177 ft. 


The Maring Wire Co., Muskegon, 
Mich., building a branch plant at 


Anderson, Ind., to cost more than $85,- 
OOO, 

H. A. Meisel, 504 South Spring 
street, Los Angeles, Cal., has let con- 
tract for a 
plant, 60x85 ft. 

The Arrow Screen Co., Wethersfield, 
Conn., manufacturer of 
wire products, 
factory, 25x130 ft. 

The Victoria Planing Mill, Victoria, 
Texas, plans to erect a one-story mill, 
60x100 ft., to cost approximately $50,- 
000 with equipment. 

Standard Plate Glass Co., First Na- 
tional Bank building, Pittsburgh, plans 
a new building, to cost more than $100,- 
000 with machinery. 


one-story woodworking 


screens and 
is building a one-story 


The Sacramento Pulp & Paper Co., 
104 Bryte building, Sacramento, Cal., 
plans to erect a mill, the initial unit 
f which will cost about $400,000. 

L. J. Kent Boiler & Iron Works, 700 
East Brewer street, Springfield, Mo., 
will erect a one-story plant, 100x135 ft., 
to cost about $58,000 including equip- 
ment. 

Clay & Bailey, 70907 East Fifteenth 
street, Kansas City, Mo., producers of 
plumbing equipment and supplies, are 
considering the early construction of a 
new plant. 

The Upson-Walton Co., 738 Superior 
avenue, Cleveland, manufacturer of 
wire rope, ete., will erect a one-story 
plant to cost about $40,000 including 
equipment. 

John Pineches & Sons, Ine., Berlin, 
Conn., producers of general millwork, 
building a one-story plant, 
70x152 ft., to cost about $45,000 with 
machinery. 


ete., are 


The International Harvester Co., 606 
South Michigan avenue, Chicago, ex- 
pects to build a branch } lant at Council 
Bluffs, 
including equipment. 

The Humble Oil & Refining Co., 
Humble building, Houston, Texas, pro- 
build an oil refinery at San 
Antonio, Texas, to cost close to $250,000 


Iowa, to cost more than $85,000 


poses to 


including machinery. 
The American Mfg. Co., 


Texas, 


Fort Worth, 
manufacturer of oil well ma- 
chinery and supplies, will build a one- 
story plant to cost approximately $55,- 
000 including equipment. 

Gleaner Combine Harvester Corpora- 
tion, Independence, Mo., manufacturer 
of harvesters, ete., is reported to be 
planning a one-story plant to cost about 
$100,000 with equipment. 

The Pacific 
Consolidated 
Francisco, will 
its mill at 


Portland Cement Co., 
Pacific building, San 
rebuild the portion of 
Plaster City, Cal., recently 


destroyed by fire. The cost is reported 
at more than $250,000 including ma- 
chinery. 

The Mansfield Iron Works, Inc., 878 
Mast Forty-third street, Brooklyn, N. 
Y., will soon erect a structural steel 
fabricating plant to cost more than 
$50,000 including equipment. 

The St. Louis Heating Co., 2901 Elli- 
ott street, St. Louis, Mo., manufacturer 
of heating equipment, is considering the 
restoration of the portion of its factory 
recently damaged by tornado, 

The White Motor Co., Seventy-ninth 
street and St. Clair avenue, Cleveland, 
producer of motor trucks, will erect a 
one and two-story factory at Syracuse, 
N. Y., to cost close to $150,000. 

The Maryland Paper Mills, 
Hopkins place, Baltimore, will 
erect a mill at Glenburnie, nea 
more. 
cess of $100,000 with equipm« 

The 


street, Toledo, 


Inc., a 
soon 
Balti- 
The initial unit wil] cost in ex- 





Container Co., 2604 Albion 
Ohio, manufacturer of 
corrugated paper boxes, to erect 
a plant at Van Wert, Ohio, to cost in 
excess of $40,000 with machinery. 

The Sherman Klove Co., 4640 West 
Harrison street, Chicago, manufacture 
of screw machine 
erect a one-story ma 
more than $70,000 wi 

C. K. Williams & Co., Inc., Easton, 


Pa., producer of paint pigments, etc., 


yroducts, will soon 
} 


hine shop to cost 








Jans the erection of a one and two 
tory plant at Emeryville, Cal., to cost 

about $75,000 including: equipment. 
The Rubberstone Corporation, 1 


Madison avenue, New York, manufac- 
turer of flooring, is building a_ one- 
story plant at Hillside, 60x175 ft., to 
cost about $40,000 including machinery. 

The Everlasting Paint & Sales Co., 
Magnolia building, Dallas, 
erecting a plant to produce 
tective paints, ete. The project is said 
to cost more than $200,000 with equip- 
ment. 

M. B. Skinner & Co., 958 West Wash- 
ington manufacturers 
of cutters, ete., are building a one-story 
plant, 150x150 ft., at South Bend, Ind., 
to cost about $100,000 
chinery. 


Texas, is 
metal pro- 


street, Chicago, 


including ma 


Southern Ornamental Iron Works, 
Ine., Harwood and Coombs streets, Dal- 
las, Texas, will soon build a one-story 
plant, 100x250 ft., at Arlington, Texas, 
to cost approximately $60,000 including 
equipment. 


The Robert Automatic Screw Co., 
2409 Michigan avenue, East, Jackson, 
Mich., is said to be planning the re- 
building of its plant recently destroyed 
by fire, with loss reported at $50,000, 
including equipment. 

The Friedlander Box Co., 1300 West 
Lake street, Chicago, producer of metal- 
reinforced and wood boxes, plans to 
rebuild the part of its plant recently 
destroyed by fire, with loss reported at 
$50,000, with equipment. 

D. J. Murray Mfg. Co., 
street, Wausau, Wis., 


1002 Third 
manufacturer of 
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logging, saw and planing mill machin- 
ery, will build a foundry, 66x128 ft., 
and will make other improvements to 
cost approximately $50,000. 

M. H. Treadwell Co., 140 Cedar 
street, New York, manufacturer of 
crystallizers and kindred mechanical 
equipment, plans to build a one-story 
plant at Jersey City, to cost more than 
$60,000 including machinery. 

Winslow & Co., Inc., Forest avenue, 
Portland, Maine, manufacturer of fire- 
brick, ete., contemplates rebuilding the 
portion of its plant recently destroyed 
by fire, with loss reported at more than 
$200,000 including equipment. 

The Western Wool Exchange, Inc., 
Los Angeles, Cal., will build three units 
of a new plant on Soto avenue, near 
Vernon avenue, including a four-story 
warehouse, a_ two-story processing 
plant and a one-story boiler house. 

Linde Air Products Co., 30 East 
Forty-second street, New York, pro- 
ducer of industrial oxygen, welding ap- 
paratus, etc., plans to erect a one-story 
building at Wichita, Kan., to cost more 
than $100,000 including equipment. 

The Berridge Shear Co., Sturgis, 
Mich., manufacturer of shears, crimp- 
ers and allied products, is considering 
the rebuilding of its plant recently 
damaged by fire, with loss reported at 
more than $40,000 with equipment. 

Bussman Mfg. Co., 2536 West Uni- 
versity avenue, St. Louis, Mo., manu- 
facturer of electric fuses, lamps, etc., 
will soon rebuild the portion of its plant 
recently damaged by tornado, to cost in 
excess of $45,000 including equipment. 





Field Notes 





Fox Bros. & Co., New York City 
distributors of mill and railway sup- 
plies, recently moved from 126 La- 
fayette street to 33 Rector street. 

The Banner Machine Tool & Supply 
Co., Tulsa, Okla., recently opened an 
office at 1502 Houston street, Fort 
Worth, Texas. Dan Donoghue is in 
charge. 

The Randall Tool Co., 58 Chalkstone 
avenue, Providence, R. I., was recently 
incorporated to buy and sell stocks of 
small tools, ineluding such items as 
taps and dies, 

Smith-Courtney Co., Richmond, Va., 
has taken on the Valdura line of paints 
manufactured by the American Asphalt 
Paint Co., Chicago, producers of water- 
proofing paints. 

KE. H. Grogan Co., Ine., is the new 
name of the Stockton Plumbing Supply 
Co. of Stockton, Cal., interests of which 
were recently taken over by the presi- 
dent, E. H. Grogan. 

A large interest in the Robinson 
Plumbing Supply Co., St. Paul, Minn., 
has been purchased by the Peerless 
Selling Company of Evansville, Ind., 
and the business is being incorporated 
under the name of Peerless-Northern 


Company. G. W. L. Robinson is man- 
ager of the new company. 

The Marion Machine Foundry and 
Supply Company, Marion, Ind., manu- 
facturer of boilers, grates, etc., cele- 
brated, on September 10th, the twenty- 
fifth anniversary of its founding. 

Huey & Phillip Hardware Co., Dallas, 
Texas, distributor of hardware, engi- 
neers’ and builders’ supplies, tools, etc., 
will erect a large warehouse the cost 
of which is reported to be approxi- 
mately $100,000. 

The Blake-Rounds Supply Co., Port- 
land, Maine, will move about the first 
of the year into new quarters at 1426 
York street. The new location affords 
additional floor space needed by the 
growing business of the company. 

The Dallas Brass & Copper Co., 
which is, according to W. S. Houston, 
assistant secretary, the only brass and 
copper rolling mill in Chicago, has 
completed the first unit of its new 
plant. The second unit is under con- 
<truction. 


Boston Woven Hose & Rubber Co., 
Cambridge, Mass., showed an operating 
profit for the year ended September 
Ist, of $966,204, as compared with 
$579,845 the previous year. A _ total 
profit of $1,019,474 compared with a 
1926 total profit of $641,528. 


Control of the Quickwork Co., St. 
Marys, Ohio, manufacturer of sheet 
metalworking machinery, has been pur- 
chased by H. Collier Smith, founder 
and former president of the company. 
Mr. Smith will conduct the business 
under his own name as successor to the 
Quickwork Co. 

The Skayef Ball Bearing Co., Hart- 
ford, Conn., a division of the SKF In- 
dustries, Inc., New York, is said to be 
planning an addition to its factory to 
manufacture the new ball and roller 
bearing specialties now being produced 
at several foreign plants of the com- 
pany. J. W. MacMorris is plant man- 
ager. 

The Fulton Iron Works Co., St. Louis, 
Mo., recently acquired a substantial in- 
terest in the Foos Engine Co., Spring- 
field, Ohio. Small engines will be pro- 
duced at the Foos plant, and the larger 
types at the Fulton works. H. J. Stein- 
breder, president of the Fulton com- 
pany, becomes chairman of the board 
of the Foos company. 

H. D. Conkey & Co., Mendota, III, 
manufacturers of factory trucks, wheel- 
barrows, hoists, cranes and_ trolleys, 
have appointed the following district 
representatives: W. C. Minier, Leader 
News building, Cleveland; Chatard & 
Norris, 206 Water street, Baltimore, 
and the American Engineering Co., Oli- 
ver building, Pittsburgh. 

Birmingham Iron Foundry, Derby, 
Conn., manufacturer of rubber rolls and 
special machinery, and the Farrel 
Foundry & Machine Co., Ansonia, 
Conn., producer of heavy mill machin- 
ery, have united under the name of 
Farrel-Birmingham Co., Ine., with a 
capitalization of $5,700,000. The two 
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plants will continue to operate sepa- 
rately for the present. 

The American Gear Association re- 
cently became a member of the Amer- 
ican Engineering Standards Committee, 
with direct representation on the main 
and executive committees. The asso- 
ciation, organized in 1917, and contain- 
ing 94 member companies, has done 
much standardization work. It has to 
date adopted five association standards 
and 33 recommended practices. 

Crane Co. recently opened one of the 
largest and most modern pipe shops in 
the West. It adjoins the company’s 
San Francisco branch, occupying spa 
cious quarters on the ground floor. The 
shop is equipped with machinery de- 
signed to handle all its bending, flang- 
ing and fabricating work, and with 
walls and ceiling finished in white, pre- 
sents ideal working conditions. 

The American-LaFrance Fire En- 
gine Co., Inc., Elmira, N. Y., has 
acquired the assets and good will of 
the Foamite-Childs Corp., Utica, N. Y., 
manufacturer of fire extinguishing ap- 
pliances. The latter was founded in 
1897, while the American-LaFrance 
company has been in business for 82 
years. The two companies will be com- 
bined under the firm name of American- 
LaFrance and Foamite Corporation. 

One hundred and thirty-five appren- 
tices are now enrolled in classes of the 
Brown & Sharpe Mfg. Co., Providence, 
R. I. For 94 years the company has 
trained young men in its shops, in the 
trades of machinist, draftsman, pattern- 
maker, molder, etc., and in mathemat- 
ics, mechanical drawing and foreman- 
ship. Many of the apprentices live at 
a dormitory maintained by the com- 
pany, and they come from states rang- 
ing from Illinois to Maine. 

3elecher & Loomis Hardware Co., 
Providence, R. I., distributor of hard- 
ware, machine shop, contractors’ and 
electrical supplies, marine hardware, 
paints, ete., is erecting a large service 
building. The structure, which will be 
ready for occupancy next February, 
will devote the first floor to displays 
and stocks, and shipping and receiving 
platforms. The second floor will be 
used for offices, while the third and 
fourth floors will be stock-rooms. 


National Tube Company, Pittsburgh, 
is sponsoring a motion picture, “The 
Arteries of Industry,” for use by the 
plumbing and heating industries in gen- 
eral, The film, which describes the 
manufacture of pipe from the ore to 
the finished product, contains actual 
mill seenes and animated diagrams. 
“The picture is now available,” states 
the National Tube Company, “and we 
are already receiving requests for its 
use from various industrial and engi- 
neering organizations.” 

The Gardner Governor Co., Quincy, 
Ill., recently merged with the Denver 
Rock Drill Mfg. Co., Denver, Colo., un- 
der the name of Gardner-Denver Com- 
pany, with headquarters in both cities. 
The Quincey company builds pumps, 
compressors and governors, and the 
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Denver Rock Drill Mfg. Co. produces, 





in addition to its rock dri vill sharp- 
eners, hoists, breakers and similar 
equipment. J. W. Gardner is chairman 


of the board for the new organization, 
W. H. Leona is president. 
National-Aeme Co., Cleveland, 
1ew division by taking 
ive Filling Machine Co., 





over the Posit 


rmerly of Philadelphia. D. S. Pat- 
erson, formerly president of the ac- 
quired company, is head of the new 
livision. Its product is a line of cen 
trifugal separators, clarifiers and posi- 


tive filling m: 





ines for liquid products. 


Operations hav been started at the 
plant of TI National-Acme Co., Cleve- 

where 45,000 square feet of floor 
space have been equipped for produc- 
tion 


Walwort 
nounces the appointment 
EF. Degan Company, Det 
Walworth valves. 


iron, bi ass 


Company, Boston, an- 
of The Jame 
as distrib 
Complete 
and _ steel 
Walworth Company 


Degan com- 


ot, 
tol f 
lines of 


manufactured 


valves 


re now 





any ivehouse, 622-624 First street, 
Detro The stock ill include Wal- 
vortn lve uitable for all service re- 
quiremer er, gas, ail 
O Degan Com- 
mfitting and 
mill sup} 

Standard Filt Company is the new 
name of the Red Cross Filter Co., 326 
\\ gton boulevard, Chicago. The 
company 2 Z number of years 
igo corporated in April of this 
¢ l management of W g 


is vice-president, and M. E. 








5S 
ecretary, of the organization. Mr. 
Hildebrar tates that his company’s 
ne npro | product, the “Stand- 
( no made for the 
ylumbi le generally, ll later be 
elo »” installation in workshops, 
( l€ oO ce 
Naylor-Hicke Corpo ition, 645 
WW etor Chicago, for- 
Y ! n & Co., Inc., 
continu unde the ime executives, 
( EK. Naylor, president; Fred S. 
Hic vice-president and treasurer, 
! I. W. Walker, secretary. The 


tablished in 


nally known as the 


1919 and origi- 
Hollow Center Pack- 


ng Sales Co., distributes a full line of 
vackings, hose, belting and steam spe- 
cialtie It announces that a compre- 


hensive catalogue of supplies, now un- 
le process of compiling, will be 


ublished very shortly. 


Ton-Tex Con on, New York, an- 


porat 


nounces that the E. Keeler Company 
f Williamsport, Pa., has recently been 
lded as a distributor of Ton-Tex belt- 
ng for central Pennsylvania. The 
Keele company which distributes 
mine, m heating and ventilating sup- 
plies, will carry complete stock of the 


Ton-Tex product. The Cor- 
opening of 
High street, Boston. 
This branch will be under the general 
direction of A. N. Alexander, who will 


Ton-Tex 


poration also announces the 


a branch at 10 


ear ee ed 


salesmen 
the New 

Turner Supply Co., Mobile, Ala., re- 
cently held an election, making a few 
changes in its personnel. W. Marshall 
Turner was re-elected president; F. I. 
Spaulding was made 
and purchasing agent; 
Schramm, 


several 
TVvVe 


have 
him 


working under 


to x¢ England field. 


vice-president 
Howard M 
second vice-president and 
manager of the machinery department; 
H. Leo Ollinger, treasurer and city 
sales manager; A. P. Tacon, secretary; 
Allen C. Denby, general sales manager, 
and J. L. Brans, manager of the elec- 
trical department. The company, dis- 
tributor of machinery and mill supplies, 
has added new lines, comprising gen 
eral contractors’ and electrical supplies. 

The Lehigh Valley Supply Co. of Al- 
lentown, Pa., a subsidiary of Fleck Bros. 
Co., Philadelphia, has recently opened a 
new branch at Lansdale, Pa. The main 


building, which is 70x150 feet, has col- 


imns and beams of steel construction, 
ile the walls are cement. In addi- 
)! there has been erected an open 





for storage of 
The 
secured a large plot of 
which will provide for expan- 
in the future. The 
a full stock of plumb- 
materials. It is unde) 
David Gabriel, well 
known Allentown salesman. 
The Thompson-Owens 
Toledo, Ohio, has recently 
porated for the manufacture of finished 
bushings and 


ildine, 3830x160 feet, 

steel pipe, soil pipe and fittings. 
company has 
round 


sion purposes 


branch will carry 


ing and heating 





he direction of 


Corporation, 


been incol 


bronze bearings, bra 


and bronze casting George Thomp- 
son, formerly general superintendent 
and works manager of The Bunting 


Toledo, Ohio, is 
and general manager of the 
‘ation, and J. E. Owens, who 
vith the Bunting 
ry-treasurer and 
\ modern plant, in- 
and located on the 
railroad, has been ac- 
with machinery 
production. 


Brass & Bronze Co., 


president 
ne corpo 


also connected 






company, is secreta 
sales manager. 
cluding 
Toledo Termina 
quired and 
immediate 


foundry, 


equipne | 


Keynote subjects at the 33rd annual 
meeting of the Central Supply Associa- 


tion, held at the Palmer House in Chi 


cago, October 26th and 27th, were the 
need of standardization and simplifica- 


better cost account- 
A cost committee was ap- 
pointed to investigate and gather data 
as to the cost of doing business. The 
following officers were elected for the 
ensuing year: Fred N. Kretschmer, 
Kretsechmer Mfg. Co., Dubuque, Ia., 
president; Chas. K. Foster, American 
Radiator Co., Chicago, first vice-presi- 


methods, and 
ing’ systems. 


tion 


dent; Fred W. Swanson, Globe Ma- 
chinery & Supply Co., Des Moines, 
second vice-president, and Walter J. 
Kohler, president of the Kohler Co., 


Kohler, Wis., delegate to 
Trade Extension Bureau. 

The Republic Rubber Company, 
Youngstown, Ohio, recently moved its 
Chicago offices from the third to the 
seventh of the Machinery Hall 
building, Clinton street and Washing- 


the National 


floor 


RA. tae 
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ton boulevard. According to O. S. Dol- 
lison, manager of mechanical sales, the 
change was made to provide satisfac- 
tory quarters for an additional sales 
force, and to take care of the clerical 
detail necessary in the expansion of the 
company’s business. The offices have 
been newly decorated, and a rubber tile 
flooring has been laid. Additional tele- 
phone service has been installed, along 
with many modern conveniences. M. W. 
Clark is in charge of the Chicago offices, 
and five additional men are now operat- 


ing in the territory. C. B. Cannon, 
S. J. Retzlaff and B. F. Coombs work 


on the regular line of the company’s 
products, while the 
been assigned H. 
C. I. Siegfried. 


have 
and 


specialties 


to P. Schultz 
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FOR SALE 
For Sale—The business of 
EK. C. Southwick, 370 Main 
Poughkeepsie, N. Y., dealer in 


the late 
street, 
leather, 


tallow, oils, greases, disinfectants, 
packing, belting, hose, mill supplies, 
shoe findings, sheet brass and copper 


and many other 
established as tanning’ business in 
1789. In mill supply business for 
twenty-three years, with good clientele 
in Dutchess, Ulster and Orange coun- 
ties. Good opportunity to expand. 
Purchaser can obtain three year lease 
on building. Business being disposed of 


pecialties. Originally 


because of death of Mr. Southwick, 
there being no one in the family to 
carry it on. Address Mrs. Evangeline 


Southwick MeCullough, 370 Main street, 
Poughkeepsie, N. Y. 


SITUATIONS WANTED 


Salesman, 55, eleven years experience 
selling abrasive products to industrial 
field, for position selling this or 
other products to industrial plants, or 





open 


as manager of abrasive department in 
mill supply house. Address No. 909, 
care MILL SUPPLIES, 537 South Dear- 


born street, Chicago. 

Mill, Mine and Factory Supply Man, 
working knowledge of ev part of 
business, particularly experienced in 
purchasing, wants to make change by 
first of year. Address No. 910, 






“A 


eare 


MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 
Young man, single, 32, college educa- 


tion, 7 years experience selling tech- 
nieal products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 901, care MILI. 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 

An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a hard worker. Address 
No. 906, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 

















SALESMEN WANTED 


We have a profitable line of special- 
ties for salesmen and manufacturers 
representatives calling on mill supply 
and wholesale hardware houses. On 
the market 25 years. Many houses sell 
our specialties under their own labels. 
Tell ou what territory you 
Eelipse Specialty Mfg. Co., 4531 Rav 
enswood avenue, Chicago. 


cover. 


Ixperienced salesmen covering mill 
upply houses and jobbing trade to sell 
well known brand of wiping cloth 
State age, experience, past earnings, 
territory covered, references. Address 
No. 911, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 

Wanted, salesmen to carry a_ side 
line to the mill. Address P. O. Box 
122, Providence, R. I. 








S ission leather belt 
ing, itory, old estab- 
lishe State reference, 
expr ry and commission. 
Geo Co., 31 Sprue 
<T eC 

By a manufacturer of leather belt 
ing, salesman to cover local territory in 
New York State. Also to sell Power 
Transmission. Some previous experi 
ence along this or vimilar lines required. 
Write fully stating age, references, ex- 
perience and salary expected. Address 
No. 906, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago 


Wanted, Salesmen calling on the 
automotive and mil! supply jobbers in 
Pennsylvania, Ohio, Michigan, Indiana, 
Iowa, Wisconsin, Illinois, Missouri and 
Kentucky, to represent a high grade 
line of Machinists Vises. We want only 
representatives who ave well established 
with their trade. Write giving full par- 
ulars to No. 907, care MILL SUPPLIES, 


537 South Dearborn street, Chicago. 





Men to sell line of wiping waste and 
wiping cloth to jobbers and industria! 
plants. Drawing account to producers 
Address No. 905, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 

Salesman mill supplies and tools 
New York City and vicinity. Old estab- 
lished house, liberal commission. Must 
have some customers. Give full par- 
ticulars in first letter. Any one with- 
out the knowledge and experience need 
not apply. ddress No. 903, care MILL 


SUPPLIES, 537 South Dearborn Street, 
Chicago. 


AGENCY WANTED 


Manufacturer’s agent solicits corre- 
spondence with view of establishing ad- 
vantageous representation for small 
tools or mill supply specialties in Day- 
ton, Ohio, and vicinity. Straight com- 
mission basis. Address P. O. Box 82, 
Hayton, Ohio. 


AGENTS WANTED > 


Manufacturers agents wanted to 
represent us who already have two or 
more lines of pipe fittings or valves or 
kindred lines. We manufacture a non- 
competitive line which would fit in well 
with the lines mentioned and on which 
substantial commissions can be made. 
Our proposition is not a new one; it 
has been thoroughly tried out and sev- 
eral agents over the country are mak- 
ing considerable money through it. 
Address No. 908, care MILL SUPPLIES, 
587 South Dearborn street, Chicago. 














“AIR SPRING” COMPRESSED 
AIR GREASE CUPS—Automatiecally 
maintains film of as b - 
ings with ea efficiency 

VW yn 









HADCO CARD HOLDERS. Mack 


and yle. Send for samplk 
don Bin Label Co., Haddon 





_ MeLEOD’S LEATHER nt 
items for mill supply dist S¢ 
lected oak belting butts, 


hides and tanned by 
method. All leather us 
loft dried. Made to p 


quent take-ups on _ pulley 





variety of drives, service conditions, size of 
pulleys, « Ask for further information 
MeLeod Leather & Belting Co., Greensboro, N. C. 





EAGLE WELDED STEEL BENCH OILERS are 
made to wi 
of mill, f 


hop. Bodies 





bottoms welded a 
also welded. No solder or bra 


ing used—therefore no chances 





for seams to open and leak. Or- 
der from your jobber or write 
\ for catalog. EAGLE MANU- 
4 FACTURING COMPANY, Wells- 
burg, W. Va 
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EMMERT UNIVERSAL VISES—Als \djust- 





ble Hand S« s, Steel Bar Clamps Jacks 
and other toe 1 description, ¢ 
nd diseour \I Co B J 





Wayne bor« 4 Pa. 






GENUINE ey 
the oi, any of oil 
thro chment. N 
packin a : 5 
No ek ( I 

. he ( Oil ( 
KeithsLu ii] 


GLUE ROOM EQUIPMENT 

a e Used World Ove 
Fitts Glue Pot Mixers 
S$ ade Presses Clamps 
EZ” Nain Of. Rushville, Ind. 
LUMNITE FACTORY WHITE 
ete. 


economi- 
coating 





Street, St. Louis, Missouri. 








ASSISTANT SALES MANAGER 
WANTED 


One of the oldest manufacturers in 
the United States is considering ap- 
plication for assistant division sales 
manager for their expanding sales or- 
ganization. He must be not over thirty- 
five and preferably under thirty years 
of age. Preference will be given a 
graduate mechanical engineer who is 
experienced in the sale of belting. He 
must be experienced in specifying 
proper belts for various power trans- 
mission and conveyor belt installations, 
in determining amount of horse power 


a belt will transmit at various speeds 
on different installations, in specifying 
proper pulley diameters and speeds for 
best results on new installations, etc. 
He must be capable of appointing and 
training salesmen to sell a complete line 
of quality automotive products and belt- 
ing. He must be in a position to travel 
regularly, and willing to accept a nomi- 
nal salary at start with a real future 
if he proves to be a producer. If you 
can qualify, write giving details of 
your age, education, experience, record 
of past employment, and salary desired 
to Box No. 912, care MILL SUPPLIEs, 
537 South Dearborn street, Chicago. 

















“Fortify for Fire Fighting” with 
Diener Safety Fire Appliances 


Approved and labelled by 
Underwriters Laboratories, Inc. 


Diener Products are sold 
through the jobbing trade. 


PROTECTION’ | Quality and good service are 


Api 
5. regarded a duty of first impor- 
tance to our distributors. 


Protection Safety Cans are 
popular and in strong demand. 





All industrial plants, garages, printing houses, clean- 
ing establishments and those using gasoline and in- 
flammable liquids in smail quantities throughout build- 
ings require Protection Safety Cans. 


Write for Fire Appliance Catalog No. 25 


Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. Chicago, Ill., U. S. A. 





*Torrid’’ Torches made 
by Diener give the great- 
est value to both con- 
sumer and to the dealer. 
They give complete sat- 
isfaction to the user and 
satisfactory profit for 


the jobber. 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium a_ hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 

To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

























0) 








But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 

REVERSO: — Bronze _ body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 

IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 

















ROUND RAWHIDE 
TWISTED CORD 


Made of exceedingly strong fibre twisted under 
a high tensile strain for 


“Safety Belt Lacing” 


Wire-like but pliable, stretchless but 
slightly elastic. The most durable 
round belt lace made, and cannot 
cut or cause accidents to workers. 
Put up in 100 ft. packages in four 
sizes. 


“Loom Cord and Machine Cord” 


Made in various sizes up to 1g inch. 


Also for Clock Cord, Raquets, Bows and Instruments. 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 

















MYERS ] 
om -OILING BULLDOZER | 


Power Pumps 
Bis ¢ Cover Reon. 





Nationally 
known and re- 
spected every- 
where, Myers 
Self -Oiling 
Power Pumps for 
General Service 
are experiencing a wider 
sale and distribution than 
ever before. 












Sturdiness, outstanding  indi- 
dividuality in design and special 
features, wide range of installa- 
tion possibilities, give them an air 
of distinction that holds the at- 
tention of prospective purchasers. 











We have a copy of our late 
catalog with complete information 
ready for you. Write. 


THE FLAEMYERS &EROX co. 


ASHLAND, OHIO 

Manufacturers for ov-r rifty ve ars of MYERS HONOR-BILT PUMPS for Every Purpose 

WATER SYSTEMS IN UNLOADING TOOLS - N FACTORY end 
GARAGE *DOOR HANGERS: STORE LADDERS Etc 





lease mention Mitt Sureties 
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ANVILS BELTING, COTTON, SOLID WOVEN BOLTs, CARRIAGE 
Columbus Anvil & Forging Co. Stanley Belting Corporation Russell, Burdsall & Ward Bolt & Nut Co. 
é 
Yost Mfg. Co Victor Balata & Textile Belting Co. The Superior Screw & Bolt Mfg. Co. 
oe _ APRONS, LEATHER BELTING, IMPREGNATED BOLTS, EYE, HOOK, RING AND LAG 
Chicago Rawhide Mfg. Co 7 lev Bel >a at The Superior Screw & Bolt Mfg. Co, 
Edw. R. Ladew Co., Ine. ee ee eee ere BOLTS, GALVANIZED AND MONEL 
; ARBORS BELTING, LEATHER The Superior Screw & Bolt Mfg. Co, 
Morse Twist Drill & Machine Co Chicago Rawhide Mfg. Co. BOLTS. M ACHINE 
ASBESTOS PRODUCTS Edw. hk. Ladew Co., Inc. Russell, Burdsall & urd Bolt & Nut Co. 
General Asbestos & Rubber Co McLeod Leather & Belting Co The Superior Screw & Bolt Mfg. Co, 
BABBITT METALS Se ee ce BOLTS, SINK, STOVE AND PLOW 
Argus Smelting Company bet le ee meee se “ Russell, Burdsall & Ward Bolt & Nut Co. 
Division Sminmelung & Ltetming Co a ae ‘ has. Bond & Co., Philadelphia The Superior Screw & Bolt Mfg. Go. 
loodge Manufacturing Corp . illiiams & Sons ads . STUD 
rictionless Metal Company BELTING, LINK The Superior w & Bolt Mfg. Co 
Hoyt Metal Company Chas, A. Schieren Co The Cleveland Cap Screw Co, 
Magnolia Metal Co 3ELTING, ROUND : ; aeian. aie 
The Medart Company we ti BELT ae U! , BOXES BATC H 
Stviarch Watal Co Chicago iwhide Mfg. Co General Wheelbarrow Companys 
— 7 . . Geo, Rahmann & Co ant om . 
BARRELS, STEEL Chas Ay. Henieseni@e, Citi oe 
Mullins Body Corp Edw. R. Ladew Co., Inc. : gis bapa TOTI 
BARRELS, TUMBLING I. B, Williams & Sons Mullins Body Corp. i 
Royersford Foundry & Machine Co BELTING, RUBBER : ee CES. BIT 
BARROWS Boston Woven Hose & Rubber Co Gacdeu-Pratt Caomnany 
Ge Ww) rrow Companys The Mechanical Rubber Co ; suing “BRACKETS WALI 
The | nks Company ker City Rubber Co ' -_ 4 ee ae 
Toledo Whee cour Ca. public Rubber Co. — Foundry = Machine Co, 
odge Mtg. Corp 
: BEARINGS, BALL BELTING, THRESHER The Hill Clutch Machine & Foundry Ce. 
Fafnir Bearing Company Hose & Rubber Co. The Medart Company 
BEARINGS, BRONZE idew Co., Inc, T. B. Wood Sons Co. 
Lhe Bearing In al Rubber Co BRAKE BLOCKS AND LINING 
The Bunting Brass & Bronze Co ut ie to. General Asbestos & Rubber Co. 
Arthur Harris & Co, epublic Rubber Co Johns-Manville Corporation 
BEARINGS, SHAFT, BABBITTED le lg occa 0 BRASS GOODS. STEAM 
Machine Co eee: pc's ee et ee American Injector Co. 
turing Corporation BELTING, TRACTOR Detroit Lubricator Ca 
1 Machine 8 Fuundry Co. Vict Balata & Textile Belting Co. Gener Brass Co 
pans — ~ WEY OQQrrenr Penberthy Injector Co, 
Re any & Machine Go BELTING, TWISTED a yf os rp iy 
T. B. Wood Sons (% ayy Sc Rigs Co The D. T. Williams Valve Co 
BEAR INGS, SHAFT, BALL ne a BRONZE BARS, CORED AND S$ 
ag fina Co BELTING. WATERPROOF RR rine li — 
Chicago Rawhide Mfg. Co Phe isunting Brass & Bronze Co. 
ted Edw. R. Ladew Co., Inc. Arthur Hi: arris & Co 
Geo. Rahmann & C ‘ . , 
= Shan K Guiiena Cn BROOMS, FACTORY, WAREHOUSE AN™ 
BE AR INGS. SHAFT, OILLESS . B. Will: a . Spna RALLROAD 
Arguto Oilless Bearing Co Victor Salata, © Tostia Belling Co. Indianapolis Brush & Broom Mfg. Co. 
BE ARINGS, SHAFT, ROLLER ieee ee The Osborn Manu ing Co. 
Bond ) & Machinery Co , BELTS. WELL DRILLING ‘ BENC iI, FLOOR, ETC. 
Moedge Manufacturing Corpor ition Stanley B Corporation . 1 & Droom Mfg. Co. 
The Mi dart Company Victor | & Textile Belting Co wnufacturing Co 
The ves Ree Pulley Co : c ‘ . 
Roye Fo & Machine Co I es (WSR), See BRUSHES, WIRE, FLUE, BTC, 
The Timken R searing Co ” . ee ak : ; x ‘ or 
DRESSING BENCHES, WOODWORKERS BUCKETS, ELEVATOR 
Atlantic Manufac Co R rds-\ x Mfg. ¢ ‘Salem”’—Mullins Body Corporation 
Chicago Rawhide Co BENCH LEGs rhe Webster Mfg. Co 
Joseph Dixon Crucible Co The Hill Clutch Ma ne & Foundry Co BUFEFERS, ELECTRIC 
dw w Co, Dy Dav ton’s Sons | Bla ecker Mfg. Co 
ni tubbe . l t 
a BINDERS, CATALOG, LOOSE LEAK sand Breccia 
iann ¢ . Maratl ri sifg. Co. 
Belt Dressing Mfg. Co., Inc Kalan Leat nder Co Stow Mfg. Co., Ir 
hieren Co ; BITS, TOOL HOLDER N A. Strand & Co 
Stanley Belting Corporation — zi Simonds Saw & Steel Co United States Electrical Tool Co, 
Pe Sen eee Fae Vinee Sere See 2 BURNERS, GASOLINE AND KEROSENE 
wos ee BLOCKS, CHAIN Clayton & Lambert Mfg. Co. 
The Bristol Company : The Chis n-Moore Mfz. Co BUSHINGS, BRONZE 
Clipper Belt Lacer Company ha Minkcwnna ti t Mfe. C Bunting Brass & Bronze Co 
Crescent Belt Fastener Co we ht Mfe x Ser arth o warts & Co. : i 
Tlawith ~ . rer » ngn a g. Co, "thur arris @ « 
Flexible Steel Lacing Co. The Yale & Towne Mfg. Co 


BELT LACINGS, LEATHER 


CABINETS, TOOL 


David Lupton'’s Sons Co 


Chicago Rawhide Mfg. Co. BLOCKS, PILLOW 

“Cocheco”—I. B. Williams & Sons Bond Foundry & Machine Co CALIP ERS 
Edw. R. Ladew Co., Inc. Chicago Pulley & Shafting Co Columbia Caliper Co 

Geo. Rahmann & Co Dodge Manufacturing Corporation = . , ASTER 
Chas. A. Schieren Co. The Hill Clutch Machine & Foundry Co. CANS, OILY WASTE 








— Theo ni ees . . > yeo. W. Diener Mfg. Co. 

BELT LACINGS, METALLIC The Medart Company ’ Geo . . 
Clipper Belt Lacer Company Royersford Foundry & Machine Co. CANS, SAFETY, GASOLINE 
Crescent Belt Fastener Co. Skavef Ball Bearing Co Geo. W. Diener Mfg. Co. 
Flexib le Steel Lacing Co. T. B. Wood Sons Co. oO . € = c ral 
The Bristol Company. BLOCKS, TACKLE CAR-MOVERS 


BELT SHIFTERS 


Rope Co, 


Williamsport Wire 


Advance Car Mover Cer 


C Applet ‘ar Mover Co, 
7B. Woot BELT TIGHTENER cammion mBLOWERS. FORGE oS hea eo 
EL’ 7 ENERS Champion ower & Forge Co ecasmaiemes 
sturing C CARTS 
Gates. eee, "a ee aw Cn BLOWERS, GAS AND OIL COMBUSTION General Wheelbarrow Company 
ne i ‘“lutch Machine & F dry , Leiman Bros The Fairbanks plod 
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PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 





TELEPHONES 


v0s3. ‘Birkre Macsine“Works 








7054 GJ Nor inc = ——_———,,€ 
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Gives you confidence to 
; tackle the most difficult 
9, pipe job. 


It is drop forged 
steel throughout. 
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WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


If we can sell WIZARD in London in com- 
petition with English dressings priced 
much cheaper, it’s a cinch our system of 
advertising will sell WIZARD for any job- 
ber in the U. S. 
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LEATHER ano B. 


CHASELEY. KINCROS. LONDON.” Tercomone Nos NORTH 196 6107 


CoLLiINGwoopD mee Works, 


18, NORTHDOWN STREET, 
KINGS CROSS, 


LONDON, N.1. = May 14th. 
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COLLINGWOOD 
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SELF-OILING 
PLUMMER BLOCKS. 


Richmond Belt Dressing Manufacturing Co. Inc. 
Richmond, Va, U. S. A. 
Dear Sirs, 


We enclose herewith our Order No. $.434 
calling for a further supply of 'Wizard' Eelt 
Dressing. 


We are very pleased at the way in which 
‘Wizard' is selling and find that where customers 
ordered 5 or 6 lbs they now order 25 lbs which is 
ample proof of its excellence, and we are daily 
receiving orders for it marked "as sample received" 
which is very gratifying and shows the mailing has 
done good, 


Please dispatch as scon as possible as we 
do not want to be out of stock. 


Yours faithfully, 


The London Shafting & Pultey Co. 
\N A a LS em e Yarh a 


te” —~— cients 


Cae ————— > 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








Convenient Warehouse 
Stocks - - - - - 


At Detroit, Chicago, New York, Los 
Angeles, Norristown (Philadelphia), and 
St. Paul are 20,000,000 cap screws in a 


full list ot sizes in S. A. E. and u. &. &@. 
threads—packed in cartons and in kegs. 
Sales offices at were Buffalo, Memphis 
and San Francisco Catalog and price 
list on request, 

THE CLEVELAND CAP SCREW CO. 


2925 East 79th st. Cleveland, Ohio 


CLEVELAND 


CAP SCREWS 
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SCHULTZ DUPLEX ewig TION C LU TCH 
This ipplication 


of Schultz Fri m Clutches is for usc 
sting Sei and other me¢ ened 
th forward and reverse motion. Send for our Clutch 


Catalogue. 





Vanufactured by 


A. L. Scnunrz & Son, 1675 Elston Ave., Chicago, Hl. 


Mine and Mill Supply Houses— 


Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails Relaying Rails 


New Track Accessories 
Immediate Shipment—Quality Guaranteed 


Send us 


your inquiry for quotations 


Main Offices: Faas. 


Ree LB. FOSTERCO-| 


154 Nassau St. 
PITTSBURGH.PA NEW YORK CITY _ a 







Illinois 
Merchants 
Bank Bldg. 


New York City Chicago, Il. 





\ PORTABLE ELECTRIC 


| BLOWE 


A much needed device in every industry for removing dust and 
dirt from electric motors, machinery, stock bins, and otherwise 
inaccessible places. Over 15,000 in use. Write for descriptive 
folder. 


_CLEMENTS MFG. CO. 


pti Bot ante 


624 Fulton Street, 
Chicago, Ilinois 








“1 Ton or 1000" 


ee 


The HOLLANDS Line 





will increase your 


Send for 


vsn 
‘Vd 3143 
| SONVYTI0H | 


Terms 


Catalog and 


vise sales 


HOLLANDS MFG. CO. 


i: 


WELDING AND CUTTING EQUIPMENT 


ESTABLISHED 1887 


ERIE, PA. 


OXY-ACETYLENE 


There is an Imperial outfit for every welding and 
cutting job—from small, medium and large size 
torches to complete plants far factories, repair shops, 
etc. And an perial equipment has rained highest en- 
dorsement wherever it has been use Years of prac- 
tical experience on the part of ne Oxy-Acety- 
lene engineers are complete assurance of the entire 
practicability of all Imperial operating features. 


pperial- 


THE IMPERIAL BRASS MANUFACTURING 


511 So. Racine Ave., 


~ Brushes and Scrapers < 


THE ROYERSFORD Foy. & Macu. Co. 





COMPANY 


NEWARK 


Standard for 52 Years 


OUR LINE INCLUDES 
own 


Ask for a copy 


Newark Brush & Scraper Co. 


264 and 266 Fabyan PL, Newark, N. J. 





ROYERSFORD, PENNSYLVANIA 





_ Cheng 


The Royersford-Excelsior 
20" Upright Power Drill 


eee 


No frills, but of proven value. 

Belt or Motor driven. 

Back Geared, Power Feed, or as you 
want it. 

A rugged, honestly built tool. 


Write us for prices and literature 
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The O Valley Pulley Works, In 
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Ss Industries, Incorporated 

T. B. Wood Sons Co 
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Br UMP, AIR 
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PL urs » DIAPHRAGM 
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PUMPS » ELECTRIC 
I 
E s & B » Ce. 
Geo. D, Roper Corp. 
—- GAS AND YACUUM 
Leiman Bros. 
PUMPS. HAND AND POWER 
ilds } ps, In 
E Bro. Co, 
PUMPS, JET 
American Injector Co. 
PUMPS, MINE 
10 ps, In 





& Bro. Co. 
PUMPS, O11 

etroit Lubricator Co, 

70ul 3 ne. 
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( i 
Leiman Bros 
G Roper Corp. 
PUMPS, 

Goulds Pun , Ine 

PI MIPS, SUMP, 
Goulds Pumps, Inc. 
The Penberthy Injector Co 
VUMPs, TANK 


ROTARY 
AUTOMATIC 





& 
PONC 
Foundry 


PUNCHES, 





Roversford 


& Machine Coa 
METAL, LEVER 


W. A. Whitney Mfg. Co 
R AC Ks, PIP E AND BAR 
D 1 Lupton’s Sons Co 
a ADI ATOR CONTROL VALVES 
Johr ille Corporation 


piece HIGH PRESSURE VE 
TUBE 
Nason Manufacturing Co 
RAILS, ELECTRIC 
Birkle Machine Works 


RAILS, STEEL 


MOTOR 


RASPS 


Delta File Works 

= idinavian Western Importing Co., Ltd. 
RATCHETS 

Armst > Bros. Tool Co 
REAMERS 

Mevela st Drill Co. 








v rill & Machine Co, 
Whitman Barnes-Detroit Corporation 
REAM SS, ELECTRIC 

Decker Mfg r 


Co. 








MILL 
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RTICAL 


The Hill Clutch 


Supp ties. 
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REDUCERS, SPEED 4 


The Hill Clutch, Machine & Foundry Co. 











| 
ka ELS, ELECTRIC L AMP 
Appleton ectric Company “Reelite 
iy KG “ LATORS, ENGINE BLOWING 
Itexulator Co ¢ 
REG UL orto BOILER FEED LINE 
Mason Ik t tor Co 
oie 'U L Vrows DAME ER HYDRAULIC 
Ma 
URE Gt L ATORS, PUMP PRESSURE 
M ri lator 
RBG U L WrORs, STEAM FAN 
\I . Ihe 
15 SE VE Rs, BIBB 
\ M 
M. bB. Skin r Co 
RESEATING TOOLS, VALVE q 
The Black & Le r Mfg. Co. q 
M. 4b. Skinner Co q 
4 
RIVE i : 
Russell, Burd 1& Ward Bolt & Nut Co 
R ool INGS, Pesenlincte 7 
Johns-Many Corporation 7 
ROVE DKIV Es a 
Dodg Manufactt , Corporation § 
The Hill Clutch, ‘Ma 1c chine & Foundry Co, 5 
Phe Medart Company i 
T. LB. Wood Sons "Go a 
ROPE, WIRE 
Williar rt Wire ype Co 
: Att BL ER G OODS, — HANICAL 
: . . Mfg. Co } 
l Mechanical Rubber Co 
Q It 
i i Co. 
DEVICES 
1 Co, 
5 nh § t I, ale ( 
Wodge Manultacturing Corporation 


—-> se haar Ks 


SAND BLAST OUTEITS 
Bros. 








sAMS, Phitsodet 
\ ! I 1 M (Me ) 
\ Saw « Mi 
j & Sor 
I} Machine Co 
vs) I «& ter Co 
’ \\ & 
SAWs, CIRCULAR 
Ss Ss & Steel Co 
Db. W lace & Co 
SAWS, HACK (Blades) 
American Saw & Mfg. Co. 
\ tror Blum Mfg. Co. 
G Pratt Company 
Ss Sa «& I Co 
1 Saw Wor Ine. 
_SAWSs, HAND, ELECTRI( 
= i Ww, inc, 
I. D. Wa ci & Co 


SAWSs, 


SWING, CUT-OFF 
The Crescent 


Machine Co 
SCALES 


The Fairbanks Company 
SCOOPS, FLOUR AND GRAIN 
The Tebster M Co 


SCR. APERS 
Toledo Wheel rrow Co. 
SCRAPERs, FLUE 
Newark Brush & Scraper Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co, 
rhe United States Electrical Tool Co 
SC aaa HAND 
~— can _Saw & Mfg. 
Good -Pratt Company 
SCREW M: ~ copes 
Ferry Cap & Set Screw 
sc kEW \ i. ATES 
Twist Drill & Machine Co. 
SCREWS, CAP AND SE 
Allen Mfg. Co 
eland Cap Screw Co. 
eland Wrought Products Co. 
erry Cap & Set Screw Co 
The Svperior Screw & Bolt 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
SCREWS, SAFETY SET 
Allen Mfg. Co. 
The Bristol Companv 
SCREWS, — 
Econon \ Sere w Cornorati 
SEPARATORS, on. 
The Swartwout Company 
The D. T., Williams Valve Co 
SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc, 
N. A. Strand & Co 
SHAFTING, STEEL 
Rond Foundry & Machine Co 
Pliss & Laughlin, Ine 
ie hic ago Pulley & Shafting Co 
Dodge Manufacturing Cornor 
Machine & 
Company 
Foundry & 
& Son 
Wood Sons Co 








PRODUCTS 


Morse 








Mfg. 


AND STEAM 








ition 

Foundry Co 
The Medart 
sford 
Schultz 


Machine Co 
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Specialties for Mill Supply Jobbers | 
Who are Seeking Opportunities for Sales and Profit 


“The Lindy” 


Three Speeds 


% Hp. motor, 110 volts, 
60 cycles, single phase to 
operate from _ lighting 
line, complete $60.00. 
Write for bulletin 400. All 
types of att: nts. -or— 
Polishing, Sanding, Filing, 
Scr ek Brush, Grindins 
os Vulcanizing 
Plants Gar € Paint 
Shops, Machine Sh ops. 








Invented and Built Exclusively by 


Stow Manufacturing Co., Inc. 
Binghamton, N.Y, 





Ebonite meets every 
Sheet Packing requirement 
teady demand whiclk makes it a 


- RS HE reputation of Ebonite for 
: y reliable, durable service on 
Ky ipe lines ha stablished < 

SBOE “> pipe line s establ ed a 

profitable item in the supply house 

EBONITE ~“ 
i 
Away: : 


lasticity makes it oo 
lines s — to unusual 
ion or vibration. 





K a an It 
\tewnit eeps BYE useful on 
R eo Joints by a 


: Tight 


Quake City Rubber Co. 


Wissinoming, Philadelphia 





Branches: New York, Chicago, Pittsburgh, San Francisco 


NEW! 







The Wallac I € ric 
Hand Saw made t J. D. 
Wallace & Ce ial- 
ists in portabi wood- 


working machinery for & 
years. 


It’ s SAFE 


1h nm S 
in \ 
UNDER 
WRIT RS 
LABORA 
rORIES, 





2801 WILCOX ST. 
CHICAGO, ILL. 


J. D. waLtsce ie “a 
& CO. iver 
gs ere SSS 


(Strand 


PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing 

Drilling — Buffing—Rotary 

Filing—S c re w Driving— 
Nut Setting 


and hundreds of other useful 
operations, Several Sizes. 









Manufactured by 


N. A. STRAND & CO. 


Chicago M6—'™% H.P. Capacity 





e “STANDARD” 


Heavy Duty 


, Grinder 


1, and 10 H.P 


Four Ball Bearings 


3 Sizes—-5, 7 


G. &. legree motors and 
Pus! -~ utton ‘Conwel 
S. K. F. Ball Bearings 


The Standard Electrical Tool Co. (Est. 1912.) Cineinnati, Ohio 


SKINNER Clamps 
Stop Leaks 











SWACO “FS = 
SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 
THE CORRECT 
Grinder and menor 





vestment “ol a 

hase of M 

Buffer. Writ e fc "1 

We fully cc 0-operate with mill 
supply houses, 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 















122 
SHAPERS, WOODWORKING 
The Crescent Machine (¢ 
SHEAVES, 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 


T. B. Wood Sons Co 


SHEL v ENG, STEEL 


David Lupton’s So 
SHINGL ks ASERSTOS 
Johns-Manville i 
gy: LS, HAND 
Wood Sh« 
SLEEVES AND SOc KETS, DRILL 
M< s & Machine Co 





BAR 
Company 
Smelting & R efining Co. 
Fri the nless Metal Compan 

Hoyt Metal Company 
Argus Smelting Co. 


SOLDERING COPPERS, 
SALT 


AND WIRE 





FLUX, PASTE AND 
‘Ss 


Solder Company 

SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co 
SPLITTERS, NUT 
Inc. 


Chicago 


SPROCKETS 


Company 


The Medart 


A. L. Schultz & Son 

STAMPS AND DIES, STEEL 
Joslin Mtg. Co 

STANDS, DRILL 

The United States Electrical Tool Co 

STANDS, VISE, PORTABLE 
H. P. Martin & Sons 

STANDS, EMERY WHEEL 
Bond Foundry & Machine Co. 





STEAM SPECIALTIES 
American Injector Co 
The V. D. Anderson Co 
Davis Regulator Co 
Lubricator Co. 
‘airbanks ( aoe 











Nas lula Lo 
The Wm Powell Co 
Walworth Company 

The Swartwout Company 


Williams Valve Co. 
STEEL 

Bliss & Laughlin, Inc 

Simonds Saw & 


STOCKS AND DIES 


Steel Co. 


Armstrong Bros. Tool Co 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


STUDS, MIL 
Trought Product 





STRAINERS 
American Injector Cc 
Kieley & 


Mueller, Inc. 
e npany 





ST RAPS, LEATHER 
Chicago Rawhide Mfg. Co 
Chas. A. S hie ‘ren Co. 


SW AGE: S, UPSET 
Simonds Saw & Stee 

TAnLEs, SAW 
Machine Co 
TABLES, STEAM 


Co. 
FRICTION 


& Rubber Co, 





Tol oration 
T AP F R PINS 
Morse Twist D1 ne Co, 
TAPPING ATTAC HMENTS 
Easterr Tube & Tool Co, 
APS 
Morse Tw Drill & Machine Co 
ae ge (RUBBE R, INTERLOCKING 
New Y« 4 
TOOLS, BORING 
Armstrong Bre Tool ¢ 
TOOLS. M AC HINISTS’ 
Ame an Sw I & Tool Co 
Armstror Bre Tool Co 
Bonne orge & Tor Wot 
I t e Works 
Gc le I 
S Ita 
¥ , 
TOOLS, MECHANICS’ HAND 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Armatror Bros. Toc . 
Ror & T \ 
T} oO . 
T< io I M Co 
Walwor ( 
Yost Mf ( 
TOOLS, Sats 
Simonds Saw & Stee ( 
TOOLS, V AT. VE RESE ATING 
The fF & I Mf Co. 
M. B. Skinne 
TORC + Ss, BLOW 
Clayton & Lambe gs. Co. 
Geo. W. Diener Mfe. Co 
Scandinavtis Western Importing Co 
TORC HES, beng 7 nie CUTTING 
The Imperial Brass 


if 


Mfg. C 
TRACK ACCESSORIES 


When 


TRACK SYSTEMS, 


The Chishoim-Moore Mfg 

Richards-Wilcox Mfg. Co. 

The Yale & Towne Mfg. Co, 
TRACTORS, INDUSTRIAL 

The Yale & ‘Towne Mtg. Co. 


TRAILERS, INDUSTRIAL 
The Yale & Towne M 

TRANSMISSION, vV ARIABL E SPE 
The Moore roe White Co 





OVERHEAD 
Co. 


ED 


Reeves Pul ley Co, 
RAP Ss, AIR AND SEDIMENT 
The V Anderson Co. 
Kieley a Mueller, Inc. 
The Swartwout Company 


TRAPS, RADIATOR 

Johns-Manville Corporation 

TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Johns-Manville Corporation 
Kieley & Mueller, Inc. 
Nason Manufacturing Co, 
D. T. Williams Valve Co. 
The Swartwout Company 

TROLLEYS 

The Chisholm-Moore Mfg. Co. 
Dicke rman Hoist Mfg. Co. 
Richards Ww ilcox Mfg. Co. 





‘town Mfg. Co. 

TRUCKS, HAND 
Anchor Post Fence Co. 
The An in Pulley Company 
The F: airbanks Company 
General Wheelbarrow Comp: 

TRUCKS, INDUSTRL AL. ELECTRIC 

The Yale & Towne Mfg. Co 

TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 


TUBES, BOILER 
Company 
TUBING, 
il Tube Co 

TURNBUCKLES 
Brownie Mfg. ¢ 


National Tube 
STEEL 
Nation: 


UNIONS. BRASS AND IRON 
The Fairbanks Company 
Illinois Malleat Iron Co 
Walworth Company 
Vv AL ns E vehement 
Chicago Rawhide ts 





Edw. R. Ladew Ban 
VAL v E. “U NIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, 
Mason Regulator Co 
VALVES. 


anks Cor 


BLOW OFF 


npany 








Company 


VALVES, CHECK 








The Fa inks Company 
Jenkins oO 
Ohio Bra 
The Wn 
Scott Valve 
The D. T Co 
Walworth 
VALVES, COLD WA’ rE R, 


Victor Balata & Textile Belting Co 
V ao FLUSH 
Mf 










G ATE. G LOBE 
Company 
Iron Co 


AND 








M: o 
"ill alve Co 
VALVES, HIGH PRESSURE 

Jer ns Bro 
OT Press Co 
Tr Wr Powell Co 
Henry Vo M 
7 D. 1 \ e Co 
Walwort Cor 
r Ww n-Stil t Co 

VALVES. HYDRAULIC 
The Fairbanks Company 

r R? 
T xt ” Bargetl ( oO 
Ss Co 
Her ine Co 
Ww iv 
TT} ar Ce 
The I Va Co. 
hs AL v . S. pop SAFETY AND RELIEF 
" ~ Tg Peas 1 Cc 
Seott Va Mfs Co 
Walwortt Cer nv 
VAL VE: Ss. PRESSURE REDUCING 

G. M. Davi rulator Co 


Kieley & } 
Mason Regul 
Walworth 





PUMP. RUBBER 
Rubber Mfg. Co. 
ver Worl 





cal Rubber Co. 

VALVES. QUICK OPENING 
Nason nufacturing Co. 
Scott Valve Mfg. Co. 





writing to Advertisers please mention 


FI OA - 


BALATA 


ANGLE 


MILL 


Detroit 


The Fairbanks Com 
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VALVE s, RADIATOR 
Lubricator Co 
The Fairbanks Company 
Jenkins Bros 
Ohio Brass Co. 
The Wm. Powell Co 
Scott Valve Mfg. Co. 
Walworth Company 
The D, T. Williams Valve Co 
VALVES, RADIATOR CONTROL 

Johns-Manville Corporation 

VALVES, THROTTLE 
Detroit Lubricator Co, 
Jenkins Bros. 
Scott Valve Mfg. Co. 
Walworth Company 
The D. T. Williams Valve Co 

VISES, BENCH, WITH CLAMP 

Bonney Forge & lool Works 
Goodell-Pratt Company 
Luther Grinder Mfg. Co. 

VIsEs, DKILL 
Yost Mfg. Co 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Goodell-Pratt Company 
Hollands Mfg. Co. 
Morgan Vise Company 
Parker Vises 
Prentiss Vise Co 
Walworth ey 





PREss 


Yost Mf<c 
VISES, MILLING MACHINE 
Skinner Chuck Company 
Visks. PATTERN MAKERS’ 





Morgan Vise Company 
Richards-Wilcox Mfg. Co. 
Yost. Aifg. Co, 

VISES, 


Armstrong Bros. Tool Co 


PIPE 


Columbian Vise & Mfg. Co. 
Hollands Mfg. Co. 
Morgan Vise Company (Combination) 
Parker Vises 
Prentiss Vist ompany 
Tole do Pipe Thre: ading Machine Co. 
Trimont Mfg. Co. 
Wal worth Company 
Yost Mfg. Co 
VISES WOODWORKERS’ 
Columbian Vise & Mig. Co. 


Emmert Mfg. Co. 
Morgan Vise Company 
Prentiss Vise Company. 
Yost Mfg. Co. 
WASHERS, BRASS 








Economy Screw Cornoration 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co 
Edw. R. Ladew Co : 
WASHE Ks, RUBBER 


The Republic Rubber Co. 
WATER CLOSE TS, 
Jos. A. Vogel Co, 
WATER LEVEL 
Manuf: veturing zr Co 
tPROOFING 


FROST PROOF 


CONTROL 
Nason 





Johns-Manville I 
WELDING AND CU =sae EQUIPMENT 
The Imperial Brass Mfg. C 
WHEELBARKOWS 


pany 


General Wheelbarrow Company 
Toledo Wheelbarrow Co. 
WHEELS, PIPE CUTTER 
Trimont Mfg. Co 
WINCHIIES 

Schultz & Son 

WIPING C LOTHS, MACHINERY 
Louisville Sanitars o., Inc, 


Ww IRE. kor E 
‘SO. DE R 


WOODWORKERS, VARIETY 


Crescent Machine Co 


WRENCH SETS 








Armstror Bros. Tool Co, 
Bonne org & Tool Works 
Goodell-Pratt Company 
J H. Wi 5 

ADJUSTABLE 
Bonney I “Works 
Goodell-P 4 


Trimont Mfe Co. 
Walwor th Comp any 


HOPPER CAR 
Co 
Appliance Co. 
tENCHES, OPEN END 


ros. Tool Co 





& Tool Works 
(‘o 
Company 


ns & Co 


WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Lawson Mfz. Co. 
Trimont Mfg. Co. 
Walworth Company 
J. H. Williams & Co 
WRENCHES, PIPE, CHAIN 
Armstrong Bros Tool Co 
Trimont Mfg. Co. 
J. H. Williams & Ce 
WRENC HES , SOCKET 


The Alle n Mfg. Co 





American Swiss File & Tool Co, 
Armstrong Bros. Tool Co 
The Black & Decker Mfe. Co. 


Ronnev Forge & Tool Works 


Goodell-Pratt Company 


Suppties. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


we” 
RECUNOh 
ud 


Complete stocks of all 
A good 


No delay in shipment. 
sizes. Also made in brass and bronze. 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill. 














Vincent Huntington Emery Wheel Dressers 


and Cutters (milled only) have been the standard of com- 
pariscn for many years. Every Size and Type. 
Vincent “AA” Hardened High 
Speed Tool Bits 
are made to handle the tough jobs—cost 
will surprise you. 
If you do not have our 
catalog—write us 


THE VINCENT STEEL PROCESS CO. 
Heat Treaters and Tool Manufacturers 
2519 Bellevue Avenue 
DETROIT, MICH. 





Chicago Office 
eden eilerson St. 
for belts up 


BELT CLAMP "%, 'si5.° 


DLALERS’ OPPORTUNITY 
NO COMPETITION 
EXCLUSIVE HANDLING 


As a side 


expenses and show a profit 
EVERY MILL AND FACTORY NEEDS 
ONE OR MORE 
THE GEO W. SOUTHWICK 
CO. 


Inventors and Manufacturers 


Stamford 


New York Office 
4) Murray St. 


line for salesmen will pay all 


Conn. 














“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Furnished 


PUTTIN 


ie 
1 Xe 





BROWNIE NOS 





jobber or 


Ask your 
write us for a catalog. 


Strong and durable. 


BROWNIE MFG. 
CO., INC. 


either plain or galvanized. 








Fort Wayne, Ind. 





MORGAN VISES 


are strong and rigid 


a This Stationary Base 
Vise is typical of the line 
of Morgan Machinists’ 
Vises, noted for their de- 
pendable strength and 
extreme _ rigidity. All 
have renewable jaw faces 
and all parts are inter- 
changeable. We also 
make woodworking vises. 
Send for folder and dis- 
tributors’ prices. 


MORGAN VISE COMPANY 


108 North Jefferson St. CHICAGO, ILL. 








The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 


Champion Blower & Forge Co. 


Lancaster, Pa. 





Keyless 


Ball Bearing 
Drill Chucks 





ETTCO Chuck 

‘ with Holding 
Collar for Elec- 
tric Drills. 


EASTERN TUBE & TOOL CO. 
594 Johnson Ave. Brooklyn, N. Y. 





D AVIS Valve Specialties have 
been periorming satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 
You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 


1408 Milwaukee Ave. Chicago, HL 


DAVIS WAL 


STEAM SAVERS SINCE i875] 


SPECTALSIeS 


MS9-Gray 





Pa ne PAE ETS 


' 
; 
i 
i 
i 
| 
' 
; 
| 





When writing to 


Advertisers please mention Mitt 


Supplies. 
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OILLESS 


TWENTY YEARS WITHOUT A DRINK 


= AVE used ‘Arguto’ Bearings 
for over twenty-five years. 

There is no doubt in my mind 
that ‘Argutos’ have the staying 


properties.” So wrote one cus- 





















tomer. Just one of countless letters 
we receive lauding the wonderful 
performance, the long life and the 
elimination of the cares and 
troubles which beset the user of 
machinery when operating with 
other than Arguto Bushings and 


Bearings. 


that requires no oil and lasts 
for years 


2Oyears 
mithdura drink! 


Arguto—the non-metallic Bearing 


When writing to Advertisers please mention Mritt Supp ties. 


Arguto Bearings didn’t “‘just hap- 
pen”. They represent years of 
development. Back in 1890 we 
first experimented with the elimi- 
nation of oil for journals of small 
electric motors, spindles for textile 
machinery, etc. It was not until 
1896 thatthe world renownedscien- 
tificsociety, The Franklin Institute, 
after a long period of tests, awarded 
us the Franklin Medal and Pre- 
mium. Also Gold Medals of In- 


ternational Exhibitions. 


ARGUTO OILLESS 
BEARING COMPANY 


Wayne Junction ~ Philade! ghia, Pa. 


BEARINGS 








eAn Acorn Nut for All “Purposes 


HE Ferry Patented Acorn Nut is so 
designed that the hexagon nut itself is 
made of steel of the same quality as is 
generally used in the manufacture of stand- 
ard nuts. The Hexagon Steel Nut is then 
covered with sheet metal, either 
steel, brass or nickel-silver. 


A wonderful opportunity to hide 
unsightly exposed bolt ends by the 
use of Ferry Patented Acorn Nuts 
has attracted the attention of Engi- 
neers throughout the Country, 
who realized the unfinished ap- 
pearance of these bolt-ends on 
their finished product. A marvel- 
ous change is secured in hiding 
unsightly bolt-ends by assembling with 
Ferry Patented Acorn Nuts, because of 
their neat, graceful appearance — their 
ability to produce the last word, the finish- 
ing touch, to your product, at an exceed- 
ingly small extra cost, when assembled 
for this purpose. 


Ferry Patented Acorn Nuts are easily 


painted to secure uniformity with other parts. 


Ferry Patented Acorn Nuts in the plated 
finish, where high lustre is desired, so com- 
pletely changes the appearance of the parts 
with which they are assembled from the 
unfinished to the finished, that their value 
cannot be overlooked. 


The steel nut over which the covering is at- 
tached has been tapped all the way through, 
eliminating any chance of a misfit, or not 
being tapped deep enough, as commonly 
found in ordinary blind nuts that are turned 
from a bar. 


Cross Section of Ferry 
Patented Acorn Nut, 
showing how steel hexagon 
nuts fits snugly into shell. 


The only ornamental nut with the strength 
of steel and the non-corrosive qualities 
of brass, nickel-silver, or other non- 
ferrous metals. 


Made up in three materials, namely, steel, 
brass and nickel-silver, they 
satisfy every demand where Acorn 
Nuts are used and make a beauti- 
ful ornament. 


The Ferry Steel Covered Acorn 
Nut has the advantage of per- 
mitting painting, galvanizing, 
Parkerizing, Sherardizing, Cadmi- 
um-plating, Nickel-plating, burnish- 
ing, polishing and buffing. Govern- 
ment salt spray test for plating on 
steel gives the following weuring qualities: 
Sherardizing—70 hours; nickel-plating —1 
to 20 hours; and Cadmium- plating —250 
hours. Where extreme wear is encountered, 
Cadmium-plating is strongly recommended. 


The Ferry Brass Covered Acorn Nut is 
recommended where plating on brass is 
desired; it has the non-corrosive feature 
which is a strong advantage. 


The Ferry Nickel-Silver Acorn Nut is 
recommended where the material itself 
without plating is desired. This metal also 
has the non-corrosive advantages. 


These nuts when assembled with socket 
wrench will give perfect satisfaction. 


Send for folders giving complete infor- 
mation. Samples willbe furnished onrequest. 


“Tf it’s up-set—it must be heat-treated.”’ 


THE FERRY CAP & SET SCREW COMPANY 
Cleveland, Ohio 
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